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BETTER BUSINESS FOR YOU 
ON A PAPER PLATTER 





*YOUR ANCHOR CONTRACT 


Your Anchor Contract means better business as an Anchor Contract Customer. Ever- 


for you in five. important ways: 1. Your 
contract for year-round service means just 
that . . . service the year-round so that 
you can in turn give proper service to your 
customers. 2. You are on the receiving end 
of the cumulative experience of the best 
men in the LPG business. You'll have avail- 
able the best advice and service to be 
had. 3. You will receive preferred service 


expanding fleets of tank-cars and sources 
of supply are dedicated to your needs. 
4. Anchorgas Butane and Propane is the 
best your money can buy. 5. Anchor sells 
wholesale only, is never in competition 
with you. 

The first step to better business is to 
write Anchor about the Year-Round Con- 
tract . . . or phone 2-7261, Tulsa. 


A N Cc H O R PETROLEUM COMPANY ¢ TULSA 


SALES OFFICES: DES MOINES e OMAHA e TOLEDO e HOUSTON e LOS ANGELES 





FRONT ROW 
Model RC-20A—a 20-lb. capacity cylin- 
der employed for temporary installations, 
special ¢ Meerneee demonstrations, etc. 
12” L.D. by 1534” high. 


Model PC-20A—another 20-Ib. cylinder, 
used for industrial applications, demon- 
stration purposes, small domestic installa- 
tions, trailers, cottages. 12’ I.D. by 15144” 
high. 


Model CC-20A-— (cash and carry type) 20- 
Ib. cylinder for small domestic installa- 
tions. 12” I.D. x 1444” high. 


MIDDLE ROW 
Model RC-60A—12” I.D. by 38%” high. 
Can be charged with 60 lbs. Propane or 
72 lbs. Butane. 


Model RC-100A—14%4” I.D. by 43%” 
high. Can be charged 100 Ibs. Propane or 
119 lbs. Butane. 


Model PC-100A—Identical with Model 
RC-100A but with permanent collar. 





MILWAUKEE S#* 


Model RC-40—12” I.D. by 26%” high. 
Can be charged with 40 lbs. Propane or 
48 lbs. Butane. 


REAR ROW 
Model RH-300A—24” I.D. by 49” high. 
Can be charged with 300 lbs. Propane or 
357 lbs. Butane. 


Model PC-420A—29” I.D. by 48%” 
high. Can be charged 420 Ibs. Propane or 
500 lbs. Butane. 


Model PC-200A—1814” I.D. by 53%” 
high. Can be charged 200 lbs. Propane or 
239 Ibs. Butane. 


Model PC-250—22” I.D. by 4814” high. 
Can be charged 250 lbs. Propane or 298 
Ibs. Butane. 


Model PC-150A—184” I.D. by 41%” 
high. Can be charged with 150 lbs. Pro- 
pane or 179 lbs. Butane. 

(Over all heights given above exclude. 
height of cap, collar or hood.) 


Many other sizes available. Write for full details. 





ants..in the sizes he needs! 


When your customer looks at a Hackney Cylinder on his premises— 
he sees a well-designed shape that is pleasing to the eye. 


When he asks you about this cylinder—you can assure him that a 
Hackney LP-Gas Cylinder is extra substantial and extra safe. 





And the Advantages that Help re 


Keep Your Operations on an even Keel 


LOW TARE WEIGHT—saves distributing and handling costs. 
ENDURING STRENGTH—for years of economical service. 
STREAMLINED SHAPE—neat and attractive. 

ACCURATE STAMPING—always easy to read. 


TWO-PIECE CONSTRUCTION—eliminates head and longitudi- 
nal seams. 


HEAVY-DUTY FOOT RING—welded all around—properly 
vented. 


SERVICE-TESTED UNDERCOATING— protects bottom head 


against corrosion. 


SCIENTIFICALLY HEAT TREATED—for maximum strength. 


FULLY TESTED— meet all safety requirements. 


UNIFORM— in size, weight and capacity. 
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LETTERS 


New Mexico 


About two years ago we installed 
a hot water heater in a ranch house, 
and, up until a month or so ago, it 
didn’t cause any trouble. The heater 
still puts out plenty of hot water and 
the burner and thermostat work fine, 
but here is the trouble: 

When hot water is being drawn out 
and cold water runs in and the 
burner comes on, the heater starts 
to make all kinds of cracking and 
popping noises. Will you please tell 
me what causes it to do this? 

E.B.C. 


The trouble you are experiencing is ap- 
parently caused by sediment or scale de- 
posits inside the water heater. This sedi- 
ment or lime, when heated, deposits and 
forms a scale on the inside of the water 
heater which causes the noise you hear 
when the burner comes on. 

All water heaters should be drained 
every month or two to carry away this 
sediment or scale. Apparently this has not 
been done. 

We suggest that you drain the water 
heater once or twice and possibly it may 
be better that you open the drain valve 
just for short runs of a pail or two of 
water and do this a good many times. 

It may also be possible that the scale has 
deposited to such an extent that it will be 
necessary for the water heater to be dis- 
connected and moved outside where it can 
be flushed with full line pressure, or even 
remove the drain valve and break the 
scale loose from the inside of the shell with 
a wire or rod. 

We do not know if this particular heater 
has the chemical rod or anode. It may be 
that ‘t has decomposed or loosened and is 
caus'ng some of the sediment. We think, 
how: ver, that your trouble is with scale 
and sediment deposits.—Ed. 


Tennessee : 


Tom a user of butane gas for heat- 
ing, cooking and refrigeration. Dur- 
ing the last two or three years I have 
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noticed a change in color of some of 
our wearing apparel. I notice, too, 
that the color change is to a rust 
color. 

One pair of men’s slacks turned 
completely from a brown to a rust 
and also two ladies’ suits and a dress 
changed during the present season. 
Do you think the gas is causing these 
changes? If so, what is the remedy? 

J.M.O. 

We do not believe that the changes 
which you describe in the color of cloth- 
ing are due to the use of gas. 

Similar complaints have come to our at- 
tention, and have been received by natural 
gas companies. Tests have shown that gas, 
and its products of combustion did not 
cause fading, as described in the com- 
plaints. 

Exposure to light, especially to direct 
sunlight, to air, or to perspiration, causes 
fading or change in the color of certain 
dyestuffs. Cleaning fluids may also affect 
some dyes, and thus cause fading or color 
charige.—Ed. 


Montreal, Canada 


What would the difference be for 
filling cylinders from a 2000-gal. tank 
if using a compressor instead of a 
pump? We are now using a pump of 
10-gal. per minute. And we also have 
a compressor for painting cylinders. 

As we see that they use a compres- 
sor for emptying a tank car, would 
you please give any difference there 
would be? We are afraid that our 
pump may break down someday and 


‘we would be left high and dry. 


G.F. 

A compressor can be used for filling 
cylinders instead of a pump and will prob- 
ably prove to do the job about as fast. 
However, this is dependent on the relative 
size of the pump and compressor. 

We question the use of the compressor 
which you describé for handling propane. 
It is apparently a small air compressor 
and is not gas tight; neither is it equipped 
with scrubber tanks designed to prevent 
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liquid, which may enter the vapor lines, 
from entering the cylinders and doing 
damage. 

If you are afraid your pump might go 
out soon, it would be a good idea to buy 
a new one now to anticipate any emer- 
gency; or, you could buy a compressor 
specifically made for use with L. P. gas. 
You will find advertisements in “Butane- 
Propane News” for pumps and compres- 
sors.—Ed. 


New York 


My attention has been called to an 
article which appeared on page 44 of 
the December, 1952, issue of “Butane- 
Propane News.” This article sug- 
gested using junked underground 
butane or propane storage tanks for 
water containers on the farm and 
made reference to splitting the tank 
in half with a cutting torch so that 
each of the two halves might be used, 
for an example, as a stock watering 
trough. 

In making this suggestion there 
was no mention made of the import- . 
ance of purging the tank of all com- 
bustibles, in an approved manner, be- 
fore working on it with a welding or 
cutting torch. I am sure this was an 
oversight. 

It is customary, when workine with 
a torch of any kind on a tank or con- 
tainer which has held combustibles, 
to purge the tank in accordance with 
the safe practices recorded by the 
American Welding Society. These 
standards are contained in a booklet 
entitled, “Welding and Cutting Con- 
tainers That Have Held Combusti- 
bles,” which is obtainable from the 
American Welding Society, 33 West 
39th St., New York 18, N. Y. 

I would have written you regard- 
ing this matter sooner except that I 
did not notice the article until just 
recently. I usually read “Butane- 
Propane News” from cover to cover, 
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but apparently missed the December 
issue for some reason, probably be- 
| cause of the intervening holidays. 
L.A. 


We are glad you caught the omission in 
our Editorial Comment, Page 44 of the De- 
cember issue regarding the splitting of 
butane tanks for use as stock-watering 
troughs. Both we and our readers appre- 
ciate your reminder.—Ed. 


e 
Maryland 


We are writing you regarding a 
problem of a bulk anhydrous am- 
monia dealer who anticipates install- 
ing a 30,000 gallon tank for either 
- butane or propane at the same loca- 
tion. As the Workmen’s Compensa- 
tion and Public Liability insurance 
carrier, we are concerned with what 
safeguards would be necessary. 
Would not the possibility exist for 
the formation of a quantity of kydro- 
eyanic acid in the event of a fire in- 
volving a mixture of these two 
gases? In addition, the corrosive na- 
ture of ammonia would have an ad- 
verse effect on brass or copper tub- 
ing on the L. P. gas installation. We 
would appreciate any help you can 
give us. 

R.C.S. 


We do not have any information avail- 
able on similar installations, although we 
have been informed that L. P. gas and 
anhydrous ammonia have been handled 
through the same plants. 
_ Information available indicates that 
there is a possibility that hydrocyanic acid 
can or will be formed if L. P. gas and 
anhydrous ammonia are burned in a mix- 
ture of the two gases. We believe the best 
_ insurance against this danger occurring is 
a little distance between the containers, 
| and complete separation of piping and 
handling equipment. Fifty or 75 feet be- 

tween the two 30,000-gallon storage tanks 

should provide sufficient space to permit 
_ the protection of one storage vessel from 
_ excessive heat by water spray from a fire 
hose or other adequate equipment, in case 

the neighboring vessel should be involved. 
Also, if both vessels were involved at the 

Same time and gas were escaping, it is 

probable combustion of each gas would 

be adequately separated to avoid mixture, 

Which would produce hydrocyanic gas. 

The heat produced tends to form a terrific 

chimney effect, and we believe that any 

dangerous gas would be carried high into 
the air and be well dissipated. 

It is also deemed advisable to avoid any 
arrangement where it would be possible 
to mix or contaminate one fluid with the 
other. This is particularly important 
Where ammonia might enter the L. P. gas. 
Tt would contaminate the LPG and event- 

ually reach domestic installations, where 
damage to brass and copper fittings and 
tubing is possible. 

_ Ammonia storage and handling equip- 

| Ment is fitted with steel valves and acces- 

ies. The same steel valves and fittings 
be used on L. P. gas storage and han- 


dling equipment. However, in a storage 
plant which is constructed and operated 
in a manner so as to prevent ammonia 
from contaminating the LPG, no danger 
is involved due to internal corrosion of the 
brass or copper material in the L. P. gas 
system. There should not be enough am- 
monia leakage in a plant to cause corro- 
sion on the outside of the brass or bronze 
materials. As a precaution, good paint 
should give sufficient protection. 

It is believed that effects of possible con- 
tamination of L. P. gas with anhydrous 
ammonia is of more concern than the prox- 
imity of the storage vessels. 

If, due to seasonal load conditions, deliv- 
ery trucks are to be used for handling both 
fluids, then a practice should be set up 
that will ensure thorough cleaning of the 
truck tank and accessories before the 
other fluid is put in it. This is probably 
more important when changing from serv- 
ice with anhydrous ammonia for use with 
L. P. gas.—Ed. 


Wisconsin 


Please inform who manufactures 
a safety device which stops the flow 
of propane, in the event a regulator 
becomes faulty. I believe it acts if 
the line pressure becomes greater 
than the setting for appliances. 

B.O. 


L. P. gas house regulators usually have 
incorporated in them safety relief valves, 
set to open at two to three times the rated 
discharge pressure. (Page 320, Handbook 
Butane-Propane Gases, 1951 edition.) This 
is required by NFPA Pamphlet No. 58 and 
by most other codes or authorities having 
jurisdiction. (See paragraphs 1.5 and 2.3(6) 
of Pamphlet 58.) 

The Fisher Governor Co., Marshalltown, 
Iowa, makes a small relief valve which 
may be installed downstream of the sec- 
ondary regulator to relieve excess pres- 
sure. 


The Bastian-Blessing Co., 4201 W. Peter- 
son Ave., Chicago 30, Ill., builds a small 
safety valve which is designed to close 
automatically in case of gas pressure fail- 
ure or low pressure. Once it closes, it re- 
quires manual resetting to start it operat- 
ing again. This is to keep gas from com- 
ing back to a stove or burner in case of 
momentary failure of a regulator, which 
might be due to overload, freeze-up, etc. 
A manual reset draws attention to possible 
trouble, and reduces the danger of un- 
burned gas escaping from a burner.—Ed. 


Louisiana 


Accept our congratulations on 
your “Continuing Safety Program.” 
Under separate cover we are sending 
you an order covering all our em- 
ployes. We are sure they will enjoy 
reading the magazine as much as we 
do. 

J. C. CHENEVERT 
President 

Central Louisiana Gas Corp. 
Pineville, La. 


Alabama 


Would you please advise us as to 
how we may secure more power from 
our butane-powered trucks. 

We have a ’51 %4-ton Dodge and a 
’52 1-ton Dodge operated on propane, 
and we get good performance but no. 
power. We operate one truck with a 
Dix carburetor and the other with an 
Ensign. We thought about milling the 
heads .090. Would this be the best 
thing to do? We want a little better - 
gas mileage and a little more power 
if possible. G.W. 


» Planing the heads on your Dodge truck 
engines, as you suggest, is one way to se- 
cure additional power and extra economy 
on your conversions. 

There is another way which may be 
even better. These engines are made on 
the same blocks as the passenger car en- 
gines, which have higher compression 
ratios than when assembled for truck op- 
eration, therefore the substitution of the 
passenger car heads gives a moderate in- 
crease in compression ratio. The Plymouth 
head fits on the 230 cu. in Dodge engine, 
and gives a ratio of 7.3:1. The same applies 
all the way up the series of Dodge truck 
engines. In almost all cases, the head of a 
smaller engine can be used on a larger 
engine, giving a higher compression ratio. 

Cooling the intake manifold will give 
an additional gain in power, and substitu- 
tion of a special LPG manifold will in- 
crease it still farther.—Ed. 


e 
New York 


Would it be possible for you to as- 
sist us in planning a town plant for 
gas distribution? We are interested 
in obtaining information as to pipe 
sizing, for both undiluted propane 
and (or) natural gas. Please advise 
what type of pipe is best for use— 
copper was considered. What would 
be the recommended line pressure 
for operating such a system? 

C.J.G. 


We are not in a position to do the en- 
gineering necessary for a town plant lay- 
out such as you contemplate. We suggest 
you contact an engineering firm experi- 
enced in L. P. gas town plant and distribu- 
tion systems layout. Several such com- 
panies advertise in “Butane-Propane 
News.” 

We have published many articles on 
town plants, some of which may be help- 
ful to you in planning your system..’ Also, 
Booklet No. 12 of our series on “Operating 
an L. P. Gas Business” contains several 
articles on town plants. 

Although copper pipe has been used suc- 
cessfully in a number of installations, a 
word of caution on its use—some soils have 
a severe corrosive effect on copper. May 
we suggest you discuss your plans with the 
Copper and Brass Research Association, 
420 Lexington Ave., New York 17, N. Y. 
As for the names of manufacturers of pip- 
ing and fittings, you will find many adver- 
tisements of these products in “Butane- 
Propane News,” also.—Ed. 
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... Yes—when you specify “Stanolind” you can be 
SURE of dependable “on spec.” products from conven- 
iently located, modern plants, and trained 
technical personnel to assist with YOUR 
problems. Why not write, wire or call. 


TANOLIND 
Oil and Gas Company 


LP GAS SALES SECTION ® STANOLIND BUILDING 
P. O. BOX 591 Bis. al TULSA, OKLA. > 
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Editorial Comment 


THE SAFETY TRAINING series inaugurated by "Butane-Propane 
News" in the February issue is being widely acclaimed as a 
program that every dealer can adapt to his own uses, and one 
that will effectively improve the safety of his operations. 

In this issue, we discuss the problem of conforming to existing 
codes and safe practices in connection with "House Piping and 
Appliance Installations". 

This series will continue for many months., and those dealers 
who have not yet adopted theprogram themselves will do well to 
review the February issue and plan company meetings along the 
general outline submitted last month. 


WHOLESALE PETROLEUM MARKETERS in the Texas Panhandle and lower 
Rio Grande valley, where the "big" farming is done in Texas, 
find they are losing their larger farm accounts to liquefied 
petroleum gas distributors, according to a national oil publica- 
tion. In the valley, one marketer estimates 20% conversion of 
farm tractors to butane and propane, while a Panhandle marketer 
estimates the L. P. gas switch at 25% to 33%. 

Marketers say they are in unfair competitive position, since 
farmers not only can purchase L. P. gas at lower net prices, but 
under Texas tax structure, an L. P. gas dealer is allowed to 
deduct the tax direct from delivery cost, while a gasoline 
distributor is required to charge the tax, and the farmer has to 
recover it from the state. 


WE ARE INDEBTED to Joseph E. Pulling, Valley Cities Gas Co., 
Towanda, Pa., for a clipping from the "Philadelphia Inquirer" 
which contributes a note in light vein to the humdrum routine 
of everyday work: 


The Haves and the.Have-Nots: Lady up in Germantown who has been 
wanting to convert her furnace from coal to oil for years but couldn’t 
afford it, was talking the other day to the man who delivers the coal. 
She’s always felt a bit sorry for him, having to haul coal into her cellar 
and other people’s a barrowful at a time. Real heartbreaking, not much 
pay, she assumed. 

“Isn’t it awful the price coal has gone to?” she remarked as she signed 
the delivery slip. “I don’t know HOW people are going to manage.” 
“Don’t bother me none,” replied the poor one cheerily, “I burn gas.” 


Ld. 
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In “Spectro-Matic” burner control, ROPER gives 
you another exclusive feature to strengthén your 
selling message. When combined with all the 
other outstanding ROPER benefits (including a 
68-year reputation for top quality), “Spectro- 
matic” cooking becomes a highly-effective sales 
tool. Ask for the ROPER catalog, describing the 
complete line of brilliant new models for all 
gases. Write Dep’t.. BPN553 today. 
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Men At Work 


The national convention of the Liquefied Petro- 
leum Gas Association, which will be in session about 
the time this magazine reaches the desks of its sub- 
scribers, will be bigger and better than any previous 
convention held by the organization. It is truly the 
“Big Show” of our industry for the year. It did not 
just happen. The officers, the Convention Commit- 
tee, and numerous other people who just worked at 
the job without any expectation of credit or reward, 
created the convention through the devotion of time 
and unlimited effort. 

But the Chicago convention is more than a big 
show. It is a visible index of growing strength, and 
of increasing- cooperation which extends both ways 
between the top and the bottom of the industry. 

The LPGA has become a formidable instrument 
in the service of the industry through enlightened 
leadership and hard work. But let’s not confine all 
of our admiration and appreciation to the “top 
deck”. Without strength at the grassroots, there 
would be nothing to support the structure. The re- 
gional and state associations, and in some instances 
small local organizations, are also doing a job. 
Their meetings and conventions are the index of 
their success, and they are getting better every year. 

Look at the recent Southeastern District meeting 
held in Atlanta in March—attendance, 800—twice 
as many as were registered at the national conven- 
tion only a few years ago. 

Let’s check still farther down the line. Louisiana 
has 69 licensed dealers. More than 200 industry 
people registered at their convention in March. 

Several state associations maintain memberships 
of between 90 and 100% of the qualified dealers 
and distributors. That takes leadership and promo- 
tion (which is hard work), but busy businessmen 
do not spend time and money on association meet- 
ings and conventions just for the love of their fel- 
lowmen. They‘ must see commensurate value, or 
they stay at home and keep their checkbooks closed. 

This “commensurate value” is the key to the 
whole association problem. The association is a 


a rare 


_A Sala 


means of accomplishing, through cooperative en- 
deavor, what individuals could not bring to pass 
through their own unaided efforts. Rugged indivi- 
dualists, who form a high percentage of the pioneers 
in any new industry, sometimes have a little trouble 
finding this out. That the industry is well under way 
toward organized effort on common problems*is a 
hopeful sign of approaching business maturity. 

Whether or not there is a direct affiliation between 
the national and the local associations, they are 
interdependent, and neither can reach its fullest 
usefulness without the cooperation of the other. The 
recent national programs, adequate consumer stor- 
age, industry promotion, standardization, are cases 
in point. These are efforts toward the solution of 
important problems affecting everyone. The local 
associations are a necessary means of carrying out 
the programs which are of benefit to the whole in- 
dustry. The industry programs are a potent influ- 
ence in keeping the local organizations together so 
their members will be ready to handle local emer- 
gency problems. 

Such important industry activities as service 
training and safety may be guided from the top, 
but they must be carried out locally. The problem 
of local regulation of the industry in the interest of 
public safety must be handled on the local level, but 
uniform laws and ordinances to keep regulation on 
a sane basis do not originate in city halls or state 
capitals. The national office of the LPGA supplies 
these model laws, and aids in securing their enact- 
ment, 

Associations are an integral part of the success 
of individual companies in any industry. Conven- 
tions are necessary window-dressing, and the op- 
portunity to exchange helpful experience and or- 
ganize long range programs for mutual benefit. 
The results come from persistent and consistent 
work the other 360 days of the year back at the 
grassroots. 
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SINCLAIR BONUS 
HELPS MY BUSINE 























There’s more than a tank-load of LP-Gas 
in that truck! Backing you—and your customers is a bonus of 5 Sinclair extras— 
INTEGRITY, REPUTATION, RESPONSIBILITY, PERFORMANCE and GOOD 
SERVICE. These important extras add up to more and more satisfied, repeat 
customers—and a faster-growing, more profitable business for you. 

Take advantage of the Sinclair BONUS. Find out about this io quality 
LP-Gas with high heating values—with moisture and impurities removed. It will pay 


you to switch now. 


SINCLAIR-A GREAT NAME IN OIL 


SINCLAIR OIL & GAS COMPANY 
Liquefied Petroleum Gas Division @ Sinclair Building, Tulsa, Okla. 
BUTANE-PROPANE News 














Jose Carbia, manager of Esso Co., 
San Juan, Puerto Rico. 


N Puerto Rico the use of liquefied 

petroleum gas is becoming more 
generally prevalent for commercial, 
industrial and domestic purposes. Al- 
though the island has utilized L. P. 
gas for the past decade, only in the 
last few years has this consumption 
increased to a noticeable extent. 

Widening of the sales market is 
attributed by dealers to the feverish 
industrial expansion now going 
on in accordance with Governor 
Munoz-Marin’s plans to counteract 
the island’s explosive population 
growth. Called “Operation Boot- 
strap,” the plan is being directed by 
the Economic Development Adminis- 
tration, better known as Fomento. 

This agency is encouraging the 
location of new factories, principally 
branches of concerns located in main- 
land states. The inducements are tax 
exemptions for the first few years, 
official guidance in getting started 
as well as the advantage of a large 
labor reserve and other favorable 
factors. 

As a result of this impetus the 
Commonwealth, which has long de- 
pended primarily on an agricultural 
economy, is getting a new lease on 
life. New plants with their official 
identifying posters proudly display- 
ing Somento’s trade-mark of a work- 
man twisting a wheel around are be- 
coming more and more frequent. Al- 
reacy more than 225 plants have 
been created since the beginning of 
the program in 1948 and this rate: of 
acceleration is being stepped up. The 
goal is 700 plants within 10 years. 

W'th the public’s purchasing power 
boosted as a consequence, the effects 
of this shot-in-the-arm are also seen 
in more and better housing quarters 
and increased businesses which cater 
to the new workers. 
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Puerto Rico 


Industrial Expansion 


Stimulates L.P.G. Sales 


By Albert S. Keshen 


Supplying this stepped-up market 
are four principal dealers: Esso Gas 
Co. of Puerto Rico at San Juan; 
Americo Rodriguez, Inc. at Maya- 
guez; Standard Fluid Co. of Puerto 
Rico at Puerto Nuevo; and Humberto 
Capo at the Santurce section of San 
Juan. 

Essogas gets its propane from 
Aruba in the Dutch West Indies. This 
comes in bulk in specially equipped 
tankers and is unloaded in San Juan 
at the Catano side of the harbor, 
through steel pipe lines which ex- 
tend about 600 yards from the dock 
to the plant about one-quarter of a 
mile away. The four storage tanks 
there have a combined capacity. of 
127,000 gallons, and 100-lb. cylinders 
are filled there for delivery to Esso- 
gas customers. 

The Rodriguez supply is unloaded 


at Mayaguez at the western end of 
the island. This mixture of 70 butane 
to 30 propane formerly came from a 
Texas gulf port but it is delivered 
now by Warren Petroleum Corp. 
from Mobile, Ala., and is unloaded 
by skid tanks under a patented proc- 
ess. The 500-gallon skid tanks, al- 
ready filled, are placed on motor 
trucks at the docks close ‘to the plant. 
The skid tank is lifted by hoist onto 
the truck, then at the plant site a 
movable rail discharges the tank into 
the depository, the empty tank mov- 
ing on after discharge. 

The Rodriguez plant has 80 skid 
tanks of 500 gallons each and two 
storage tanks of 12,500 gallons each 
and is planning to install two more 
storage tanks of 18,000 gallons each. 
The firm also expects to obtain a 
tanker with which to transport gas 


L. P. gas storage plant of Esso Gas Co. has capacity of 127,000 gallons. 











One of island delicacies — roast pig — is pre- 
pared in special-built bake ovens which operate 


Customer inspects L. P. gas range in Esso showroom. 


from Curacao, avoiding what it calls 
interruptions and delays through 
mainland sources. 

Rodriguez has about 6500 cylinder 
customers throughout the island. 
Orders are delivered in 500, 350, 100 
and 20 lb. cylinders and tanks. Eight 
agents or sub-dealers, some of whom 
are engaged in other enterprises such 
as furniture and appliance stores, 
help service the customers. 

Standard Fluid Co. is supplied by 
Petrolane Gas Co., Inc., New Orleans. 
The storage tank of this dealer has 
a capacity of 8000 gallons. Two meth- 
ods of customer delivery are used. 
For accounts who have underground 
storage tanks, a skid tank of 250 gal- 
lon capacity is placed on a truck for 
delivery to the consumption site. De- 
liveries are also made in 100-Ib. cyl- 
inders. This company, which is 
owned by Juan Espada, uses three 
delivery trucks. 

Humberto Capo is supplied by 
General Gas Corp. which ships from 
a Texas gulf port. 


Varied Sales Market 


L. P. gas is used by all types of 
consumers, with a rough general divi- 
sion of 85% for cooking purposes and 
15% for industrial and other uses. 

The predominant need for this fuel 
is for cooking, since throughout the 
island of about 2% million people, 
only in San Juan and Ponce, first 
and second largest cities, respective- 
ly, is manufactured and coke gas 
available. The San Juan metropolitan 

. district with a population of some 
‘400,000 is supplied by the Puerto 


Rico Gas & Coke Co., while Ponce _ 
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residents are served by a public util- 
ity gas company. 

Incidentally, Puerto Rico has a 
modern system of public utilities 
partly owned by private utility com- 
panies and partly operated by busi- 
ness-type government corporations. 
During the 10 years from 1941 to 
1951, the total investment in these 
public utilities—water, electricity, 
and sewerage—and in the privately 
owned telephone system, rose from 
about 30 million dollars to over 150 
million dollars, with a corresponding 
improvement in services of all types. 

Electric power is provided by the 
Puerto Rico Water Resources Au- 
thority. The public also can use kero- 
sene or charcoal for cooking pur- 
poses. Most city dwellers, however, 
familiar with manufactured gas for 
their domestic needs, faced a house- 
hold problem when they moved into 
housing projects and new homes lo- 
cated beyond the mains. They pre- 
ferred to stick to gas and with the 
manufactured variety unavailable 
turned to L. P. gas instead. 

This domestic market alone offers 
tremendous sales possibilities to the 
dealers. They are confronted with 
a heavy potential in the 70 million 
dollar public housing program begun 
in 1950 to provide low-cost dwelling 
units for some 10,200 famjlies 
throughout the island. The elaborate 
program has been worked out be- 
tween the Puerto Rico Housing Au- 
thority, which serves most of the 
island, and the municipal housing 
authorities of San Juan, Ponce and 
Mayaguez. 

At least 8000 of these units:will 
be completed during 1953. In the 


on L. P. gas. 


meantime, applications have already 
been approved in Washington for at 
least another 3138 dwelling units. 
But island officials expect that only 
about half of these, involving an ad- 
ditional 10 million dollar building 
program, will be cleared and started 
this year. 

New residents of the already com- 
pleted projects at Puerto Nuevo, 
Caparro Heights and Caparro Ter- 
race are favoring L. P. gas and this 
preference is expected to be extend- 
ed to the newcomers in these large 
housing developments. Since the 
domestic price in San Juan is $13.75 
per 100-Ib. cylinder, the same price 
level with electricity can be main- 
tained. 


Industrial Market Exists 


There is also an additional market 
from several of the industries such 
as those in the rug manufacturing 
field like Floor Coverings, Inc. of 
Puerto Rico and Rugcrafters of 
Puerto Rico. These use L. P. gas for 
drying their products through a com- 
bination burner and blower. The fuel 
raises high temperatures in the dry- 
ing room, removing the humidity, 
and is a final step in the production 
process. Rugcrafters has two instal- 
lations with 20 100-Ib. cylinders each, 
of which 10 are for reserve, 10 for 
service. 

On a small scale many industries 
are using bottled gas for their ‘uel 
oil boilers. Under a combination sys- 
tem, ignition is by L. P. gas wich 
then is automatically shut off so ‘hat 
the fuel or diesel oil can be used. 

Hospitals use L. P. gas for cooking, 
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and many of the governmenial lab- 
oratories require this fuel for their 
burners. A lot of the hotels, supply- 
ing the heavy local and tourist trade, 
utilize the gas. The latest of these 
is the newly opened El Barranquitas 
County Club hotel where the incin- 
erator is fueled by L. P. gas. There 
is also a heavy demand for L. P. gas 
from highway cafeterias and some 
industrial lunchrooms and cafeterias. 

An interesting installation placed 
by Rodriguez was that of supplying 
one 100-lb. cylinder of butane every 
three days to supplement the fuel oil 
system of the Tecon Construction 
Co., which is melting asphalt at a 
temperature of 300° F. for the con- 
struction of an air strip at the U. S. 
Army Air Base of Ramey Field. De- 
livery in this case is easy as the 
Tecon plant is adjacent to the Rod- 
riguez plant. 

One of the largest consumers of 
Rodriguez gas is the College of Agri- 
culture and Mechanical Arts in May- 
aguez, which uses the fuel for its 
laboratory burners, the largest hav- 
ing 1200 burners, others from 200 to 
800 each. 


L. P. Gas for Barbecued Pork 


Perhaps the most novel application 
of bottled gas here, or anywhere else 
for that matter, is its utilization for 
roasting pigs at “La Verdadera Lech- 
onera,” the most famous restaurant 
for barbecued pork on the island. 
Barbecued pork, known locally as 
“lechon asado,” is a Puerto Rican 
delicacy. This popular restaurant in 
the San Juan suburbs roasts four to 
five pigs a day and 16 to 18 on week- 
ends. In fact, the demand is so great 
that the local supply of pork is often 
exhausted, requiring imports from 
the Dominican Republic. 

Until comparatively recently, Juan 
Roman, the proprietor, was using 
charcoal fuel for the roasting, with 
the spit turned by hand. This limited 
production and also left a sooty, dark 
coloring on the sides of the front 
window where the pig on the stick 
was an attraction. Somebody sug- 
gested he try L. P. gas. 

The skeptical proprietor called in 
the Esso gas man and agreed to try 
out L. P. gas for one covered oven. 
He \vas so pleased with the results 
that he thereupon ordered a battery 
of eisht mechanized ovens. These are 
all custom-made and the spits are 
turned over slowly by an electric 
Motor with a chain. 
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The fuel comes from a battery of 
10 100-lb. cylinders, five in reserve 
and five in service, placed right out- 
side the cooking shed. Esso’s instal- 
lation man helped prepare the ovens 
and suggested the type of burners. 
A driver makes a call every three or 
four days to check on the installa- 
tion and gas supply. 

When news of this innovation in 
cooking reached the ears of the old- 
fashioned gourmets they raised a 
shrill cry of protest—what kind of 
barbecued pork could be turned out 
by this new-fangled process? So the 
matter was placed before a jury of 
impartial gastronomic experts. They 
tasted the new product and agreed 
it was good. So the revolt was 
squelched. 


Some dealers sell regulators and 
fittings to their customers, others just 
loan them and charge for the instal- 
lation service. 

Sales to householders and small 
business firms is usually on a cash 
basis, but for large industrial con- . 
sumers the usual 30 to 60 days grace 
is extended. 


Operations of Esso Gas 


Esso loans only 100-lb. cylinders, 
charging an installation fee. Years 
ago it was customary to demand a 
deposit on the company-owned con- 
tainers, but in order to reduce the 
initial cost of the service, the prac- 
tice was discarded. As is customary, 
the first cylinders are sold in pairs 
with one for use, the other for re- 


8000-gallon storage tanks of the Standard Fluid Co., Puerto Nuevo, Puerto Rico. 


The restaurant uses a supplemen- 
tary set of six L. P. gas cylinders of 
100 lbs. each for the kitchen. A 70- 
ft. copper tubing, %4-in. thick, ex- 
tends to the show window in front. 
Although the pig on display there is 
already roasted, it must be heated 
continually as it is sliced and sold 
by the pound. 

The charcoal burner in the win- 
dow was supplanted by a 3-ft. burner 
located underneath the four griddles 
which rest between the burner and 
the pig to collect drip-grease and 
prevent clogging of the burner. The 
even heat and avoidance of soot has 
convinced the proprietor that he 
made a wise choice. 

The bottled gas dealers sell appli- 
ances to round out their services— 
ranges, both commercial and domes- 
tic, refrigerators and water heaters. 
These are displayed in small show- 
rooms at their offices. 


serve. There is no meter service, the 
customer paying when the full tank 
is delivered. 

The company’s policy is not to call 
on domestic or small industrial cus- 
tomers unless an order comes by 
phone, letter or call at the office. 
When the order ticket is prepared, 
it is marked as to whether payment 
is made or to be collected. At the 
close of the working day some 50 or 
60 tickets are sorted out and a de- 
livery route arranged. 

Deliveries are made the next day 
from one of three trucks, each of 
which holds 40 to 50 cylinders. Some 
of the larger users, however, are 
called upon under a regular route 
system. Esso operates one truck for 
installations and one for servicing in 
addition to the three making a com- 
bined total of five delivery trucks. 

When a service request is phoned 
in, an attempt is made to determine 
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the source of the trouble over the 
phone. In the case of a leak, the 
caller is advised to close the valves 
at once, and if a serious hazard ex- 
ists, a mechanic is immediately dis- 
patched to the scene of emergency. 
Normally, except for an emergency, 
repair service requires from 24 to 48 
hours, and if the place is too far 
away, the customer may have to wait 
as much as five or six days, provided, 
of course, that the appliance can be 
partially used. 

If a call comes in during the night 
or when the repair force is normally 
absent, the watchman takes the mes- 
sage and summons either the man- 
ager or service manager. The serv- 
iceman has a special truck and a 
small shop with equipment. He nor- 
mally spends about 80% of his time 
on servicing, the balance on special 
installations. 

Although Puerto Rico has not had 
a severe hurricane since 1928 and 
1932, people still get the jitters when 
they hear the Weather Bureau warn- 
ings of possible trouble ahead. Cus- 
tomers call up their gas dealer for 
advice in such cases and are told not 


to worry, but to turn off the cylinder 
valves. 

The Esso sales staff consists of two 
men besides the manager, Jose Car- 
bia. The hard-hitting, well-organized 
campaigns to reach customers, so 
familiar in the mainland, are not in 
evidence here. Salesmen spend a 
great deal of their time in the office, 
and go out to spur up business main- 
ly during the slow months. There is 
a varied promotion effort, however, 
consistently carried out particularly 
in educational and missionary work 
since much of the public is as yet 
unfamiliar with the product. 

Regular demonstrations are made 
before municipal bodies like boards 
of health or safety. The insular gov- 
ernment arranges the schedules for 
all of the small towns and the Esso 
man thoroughly familiarizes himself 
with local problems in advance. At 
these assemblies he shows the use of 
gas, brings samples around for in- 
spection and distributes literature. 

At country fairs it is common prac- 
tice to place cylinders and appliances 
on exhibition in a rented booth 
where the public can learn of the 


uses and benefits of L. P. gas. 

In the field of fire prevention par- 
ticularly, the Esso representative has 
received special prestige. Mr.Carbia, 
who is a graduate of the National 
Liquefied Petroleum Gas Institute 
of Tulsa, is a faculty member of the 
annual fire college of Puerto Rico, 
giving two lectures of two hours 
each. This session is also attended 
by visiting firemen from Venezuela, 
Dominican Republic and other near- 
by countries. 

Mr. Carbia illustrates his talk with 
charts and models in advising the 
firemen on details of L. P. gas, and 
since many of them are unfamiliar 
with this fuel, and its safety require- 
ments, his work has been gratefully 
acknowledged by Raul Gandera, 
chief of the Insular Fire Service of 
Puerto Rico. 

Esso also distributes illustrated 
booklets explaining the various func- 
tions of L. P. gas, how it works, etc., 
together with recipe booklets of in- 
terest to householders. Posters and 
postcards are occasionally used to 
advertise specials, and space is some- 
times taken in the local newspapers. 





Liquilux Gas Service bulk plant at Ponce, Puerto Rica. 


Puerto Rican South Coast Operator 
Centers At City of Ponce 


A very successful propane bulk 
plant operation is conducted by 
Liquilux Gas Service Co., Ponce, 
Puerto Rico, which serves the coast 
and inland areas on the south side 
of the island. 

The Liquilux company competes 
very favorably with the local manu- 


factured gas plant. LPG arrives by 
steamer from a gulf coast supplier 
and is shipped in 1000-gal. skid tanks. 
Trucks are used for transporting the 
skid tanks to the bulk plant where 
the LPG is fed into a 30,000-gal. tank 
for storage. 


LPGA Appoints 
New Staff Engineer 


Chris F. Neely 
has been appoint- 
ed staff engineer 
of the Liquefied 
Petroleum Gas 
Association, 
Howard D. 
White, executive 
vice president, 
announced re 
cently. He will 
devote his time 
to the organiza- 
tion’s technical and safety activities 
and will make his headquarters at 
its executive offices, Chicago. 

Mr. Neely joined the staff of the 
Oil Insurance Association, Tulsa, in 


Chris F. Neely 


- 1949 and for two years served as 8 


field engineer inspecting oil refim 
eries, chemical and gasoline plants. 
Since October, 1951, he has been an 
engineer and chemical consultant for 
Marsh & McLennan, Chicago insu! 
ance firm. . 

He is a junior member of the Amer- 
ican Institute of Chemical Engineers 
and a registered engineer in training 
in Illinois. 
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Machines Do the Work... 
| Men Take It Easy! 


HE cylinder filling plant at the 

Richmond Refinery of Standard 
Oil Company of California, where 
“Flamo” gas is packaged for domestic 
bottle gas installations and for indus- 
trial use, is one of the most highly 
mechanized operations of its kind. 

Designed to fill 1000 cylinders in an 
eight-hour day, the mechanization 
holds personnel requirements to the 
minimum, and reduces physical labor 
of the employes in every possible 
way. 

The work flow plan follows the es- 
tablished principles of quantity pro- 
duction, with continuous movement 
in one direction. No detours are made 
except when cylinders require main- 
tenance work or pressure testing, and 
there is never any crossing of the 
main work line where it will inter- 

. fere with output. 

Safety is observed at every step of 

the way, even to the use of com- 


pressed air instead of electricity for 
operating machinery. 

This is one of the best equipped 
and organized cylinder filling oper- 
ations to be found anywhere in the 
world. 


Flamo liquefied petroleum gas produced at the Richmond Refinery of Standard 
Oil Company of California, is commercial propane of high purity. It is piped from 
the production units to these big Hortonspheres, which supply fuel for the 
cylinder filling operation. 





Photographs by Standard Oil Company of California 


Empty cylinders are unloaded at the receiving end All cylinders which come in with “defective” tags, 
of the filling house dock (right). From here they and those in which visual inspection or tests indicate 
pass through a sequence of steps resembling the as- the need for repairs, are diverted to the mainten- 
sembly-line operation of a modern factory. They ance shop, where they are reconditioned. Cylinder 
emerge, repainted, reconditioned if necessary, and vises are mounted on rockers, to eliminate lifting 
filled, at the shipping dock (left). and facilitate removal of valves. 





The air hoist, which is pivoted at floor level, receives The filled cylinder drops from the conveyor into the 
the cylinder in the vertical position, and deposits it testing vat, where an inspector spins it in the water 
horizontally on the inclined conveyor. Throughout to test for leaks. The mirror at the end of vat 
the operation, such mechanical aids are substituted enables him to locate any leaks behind the ring or 
for human effort wherever possible. in the base. 





While engineering department burned midnight : _ At the end of the conveyor, the cylinder rolls on 
electricity to devise a mechanical cap-screwer- an upending rocker, and gravity sets it on its 
onner, the man at the final conveyor discovered base. From here it travels on its base ring to the 
that gravity would do the job. The threads wind outbound dock, or to the evacuating manifold 
together as the cylinder rolls down the incline. if it has shown a leak. 
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All domestic type cylinders are sprayed with quick- 
drying aluminum paint, in a spray booth having 
forced ventilation. The painter spins the cylinder on 
its base ring for a quick, even coating. The trade 
mark stencil is applied, and the cylinder moves on 
to the charging scales. 


With a touch of a lever, the inspector starts another 
air hoist, which lifts the cylinder out of the vat and 
transfers it to the final conveyor. Leakers are tagged 
for diversion to the: evacuating station when they 
reach the end of the line. 


The charging manifold and the air line for the 

5 automatic filling controls are located overhead, out 
of the way. Cylinders move across the scales, not in 
and back. Each filler operates four scales, placing 
filled cylinders on an air hoist, which elevates them 
to a gravity conveyor. 


stop which sets an air-operated elevator in motion. 
The elevator rises a few inches, turns ninety degrees, 
and unloads the cylinder on the final inclined ramp. 
The elevator then returns to its receiving position. 


9 From the testing vat, the cylinder rolls against a 





In the entire ‘production line’’ operation, no man has lifted 
a. cylinder. Shining. and attractive, the filled containers go 
on their way to the Standard Oil agencies and Flamo dealers, 
to. bring city conveniences to homes beyond the mains. 


With minimum. effort leakers are inverted on 
rockers. The unloading hosés are connected; and 
the fuel is pumped back to storage. After evacu- 
ation, the cylinders are returned to the mainten- 
ance shop for repairs or condemnation. 





te enERaaa NRE ede areata ieee ee 





Lek ake oe tee Saree 


Retail Credit and Collections 








In Five Parts — Part Three 





By Sterling S. Speake 
Retail Credit Specialist 
The University of Texas 
Division of Extension 
Austin, Texas 








Investigating and Evaluating the Credit Risk 


NVESTIGATING the credit appli- 

cant has become a standard prac- 
tice, and certainly there are many 
advantages to using the facilities of 
the Credit Bureau. The dealer, in 
requesting information from the Bu- 
reau, should also fulfill certain re- 
quirements. Complete information 
on the credit applicant given to the 
Credit Bureau at the time of the re- 
quest will save much time both for 


the dealer and the Bureau. If the | 


following procedure is used when re- 
questing a credit report, better re- 
sults will’ be obtained: 


1. Give full name of applicant 
(such as. John Rodney Smith). 

2. Spell the name. 

3. Give the applicant’s address. 

4, Give place of employment and 
salary. 

5. Give name of wife (or husband, 
as appropriate). 

6. Give applicant’s former address 
and length of time residing in your 
city. 

7. Give references you have ob- 
tained from applicant. 

8. Give wife‘s employment. 

With this information the Credit 
Bureau will be in a position to iden- 
tify properly the credit record of the 
individual involved; otherwise, there 
may be a delay in locating the cor- 
rect record. In addition, if no credit 
record has been established for this 
individual, then the Credit Bureau 
will have information to start the in- 
vestigation and it can easily verify 
the data submitted. Speed in obtain- 
ing credit information through the 
Credit Bureau is becoming of great 
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importance in modern credit grant- 
ing. Therefore, it is essential that 
perfect cooperation between the 
dealer and the Credit Bureau shauld 
exist at all times. When a dealer is 
called by the Credit Bureau for in- 
formation on one of his customers, it 
is the ledger information that is de- 
sired, such as: 

1. Give length of time customer 
has been trading with your firm. 

2. Give highest credit extended. 

3. Give type of account (install- 
ment, secured, or open account). 

4. If open account, specify whether 
30-day account or whether longer 
terms were extended by agreement. 

5. Indicate how accounts were 
paid: 

a. Open nicneiisbsonalestliae with- 
in 30 days (prompt). 

Within 60 days (slow or as 
agreed). 

Within 90 days (slow, unsatis- 
factory, or as agreed). 

b. Installment account—whether 
paid as agreed (prompt). 
Number of days delinquent 
(slow, unsatisfactory, or as 
agreed). 

6. If current installment account: 

a. Give date of transaction. 

b. Give amount of sale. 

c.Give amount of weekly or 
monthly payments. 

d.Give amount of down pay- 
ment. 

e. Give number of payments de- 
linquent, if any and how long. 

7. Indicate any repossessions and 
specify those that were voluntary. 
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“You say Mr. Deadbeat has been sued 
ten times!” 


8. Do not give personal opinions— 
always refer to your records and re- 
port the facts. 

The principles of Credit Bureau 
reporting are very much the same 
throughout the country, and too 
much cannot be said in favor of 
clearing credit references through 
the credit exchange. In this way, all 
credit information is centralized and 
each inquiring merchant or member 
receives a more complete report 
showing all of the customer’s credit 
obligations. In addition, the inquiry 
is recorded on the customer’s credit 
record in the Bureau, and then when 
he applies for eredit elsewhere, this 
is checked to see the status of the 
account, thereby keeping the record 
full and complete. Not only should 
the dealer have the credit references 
checked (these are generally the best 
accounts the applicant has), but also 
all other accounts and inquiries Te 
corded on his credit record should 
be investigated. By doing so, the 
dealer will get a complete picture of 
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the customer’s paying habits with all 
creditors. Credit records of individ- 
uals are transferred from one Bureau 
to another as requested, so even if 
the customer is a newcomer, his 
credit record may already be in the 
Bureau files. If the record has not 
been transferred, it can be easily ob- 
tained from his last place of resi- 
dence. 

In small communities where there 
are no Credit Bureau facilities, the 
Butane dealer can make his own in- 
vestigation. This process is more dif- 
ficult, but essential to help determine 
good credit risks. After the inter- 
view has been conducted and refer- 
ences have been secured, a telephone 
call to these references will reveal 
important information. A check with 
the applicant’s bank or his employer 
might also be helpful. 


Evaluating the Credit Applicant 


Determining who gets credit and 
who is to be rejected has always 
been the most important factor in 
credit granting. There are a number 
of methods used by credit men to 
evaluate credit risks, some of which 
are good, while others are bad. 

1. Probably the best method to 
use is the applicant’s reputation as 
a payer. In other words, the custom- 


er’s paying habits with other mer- . 


chants are considered by most credit 
men as a proper basis for appraising 
credit risks. This method of evalut- 
ating credit applicants is determined 
from the credit record. It reveals 
how the customer has paid his ac- 
counts, the number of accounts he 
has had, his high credit, the dollar 
amount outstanding, type of ac- 
counts, length of credit history and 
number of repossessions reported 
against him. All of this information 
is given the creditor by the Credit 
Bureau and it is then a matter of 
analyzing this report to see if it 
meets the requirements of the firm’s 
credit policy. Generally speaking, it 
is considered good credit practice to 
reject all customers whose credit rec- 
ord indicates accounts that are past 
due, slow and unsatisfactory. While 
on the other hand, those whose credit 
tecord is considered good, that is, 
their accounts have been paid 
Promptly, are accepted. A good 
credit manager will be the person 
who can separate the borderline 
cases and still not have too many 
losses at the end of the year. 

2. The customer’s ability to pay is 
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Clothes may make a ‘’man of distinction”’ 
but they don’t prove he pays his bills. 


a very important basis to help evalu- 
ate a credit risk. This covers his 
income, present obligations, number 
of dependents, security of position 
(nature of work, temporary or per- 
manent), stability (health, living 
habits, home owner, etc.), amount 
of proposed purchase, and net worth. 
If the customer does not have the 
ability to pay his account when it 
becomes due, he could not be consid- 
ered a good credit risk. 

3. The character of the credit ap- 
plicant is another basis for evaluat- 
ing the customer. If the morals of 
the applicant are good, his habits 
clean, and general position in the 
community is highly regarded, then 
there exists a fairly good basis for 
extending credit. There are differ- 
ent ideas as to the evaluation of the 
character of an individual as related 
to his paying habits. A gambler’s 
character is generally considered to 
be poor, whereas he is found to be 
in the upper bracket of the occupa- 
tional group that pay their bills. 
Character is the sum total of a per- 
son’s good and bad qualities, some 
of these being truthfulness, respon- 
sibility, loyalty, unselfishness, cour- 
age, promptness, honesty, thriftiness, 
and aggressiveness. 

4. The amount of the down pay- 


ment often is used as a basis for 
opening an account, especially if the 
amount is a large percentage of the 
sale. This method is satisfactory if 
the account is secured and a chattel 
mortgage has been taken in order to 
protect the unpaid balance. Yet, it 
is considered a bad credit practice 
to sell merchandise strictly on this 
basis when the applicant’s credit 
record is unsatisfactory. A merchant 
seldom gains on a repossession and 
when merchandise is sold to a poor 
credit risk, even with a good down 
payment, the chances of repossession 
are great. 

5. Recommendation of the cus- 
tomer by an outstanding citizen is 
used by some firms to open new ac- 
counts. This method is satisfactory, 
depending upon the person who is 
doing the recommending. If the 
guarantee or recommendation is 
accepted, then it should be reduced 
to writing. For example, if John 
Brown calls you on the telephone 
and asks you to sell Charles Smith 
on credit, then it is wise to get from 
John Brown a written agreement 
that he will stand good for the ac- 
count if it is not paid. 

6. Very often accounts are opened 
purely because the credit applicant 
works at a certain place. The place 
of employment should be considered 
in evaluating the customer, but 
should not be used entirely, because 
many employers do not require their 
employees to pay their bills. Also 
the employee may decide to change 
his job at any time. Another point 
to consider is the fact that you as a 
creditor might be subject to a dam- 
age suit, if you cause an employee 
to lose his job. It is better to leave 
the employer out of the picture, ex- 
cept for the purposes of verifying the 
employment of the credit applicant. 

7. The permanent resident is some- 
times extended credit because he has 
lived in a particular locality for a 
long time. Often these credit appli- 
cants are poor credit risks, so other 
factors should be taken into consid- 
eration, such as his paying habits, 
ability to pay, and willingness to 
meet his obligations. Permanent cus- 
tomers are generally given more 
consideration than transients. 

8. Business and professional -stand- 
ing of individuals is used to deter- 
mine if the charge account is to be 
opened. Most owners and profes- 
sional men are fairly good credit 
risks, but care should be taken, since 
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some business men are slow in meet- 
ing their accounts and many profes- 
sional people find it difficult to keep 
their credit standing in good shape. 
The main reason for this condition 
seems to be that self-employed in- 
dividuals have irregular incomes and 
it becomes necessary for them to be 
delayed in paying their obligations. 
Other factors should be considered 
when opening the account besides 
their business and professional stand- 
ing. 

9. Appearance and attitude of the 
customer is used by some merchants 
to pass on their credit; however, 
tests prove that a person’s paying 
habits or ability to pay his account 
cannot be judged from his appear- 
ance or his attitude at the time of 
opening the account. The saying, “he 
has an honest looking face,” has cer- 
tainly cost many a retailer a lot of 
money. “Dishonest faces” are hard 
to determine and the clothing that 
a customer is wearing doesn’t always 
indicate that he is a good or a bad 
credit risk. 

10. Friendship and relatives do not 
constitute a good basis for extending 
credit. Persons accepted on this basis 
are inclined to “ride” their accounts 
and when the dealer starts putting 
pressure on them to collect, they 
often get mad and go elsewhere to 
buy, leaving an unpaid account. 
These individuals should be handled 
in the same manner as other credit 
applicants and accounts should be 
opened for them only when their 
credit record justifies it. 

11. Acute need for the merchan- 
dise on the part of some customers 
is not a basis for extending credit. 
Because a customer absolutely needs 
something, is no reason why a dealer 
should extend credit. Accounts 
granted just because the applicant 
needs the merchandise cause exces- 
sive bad debt losses and tend toward 
a poor credit policy. The emergency 
charge ticket should be used in cases 
that appear to be unavoidable. Some- 
times the customer does not have the 
cash with him to pay for his pur- 
chases and since he has been trading 
with the dealer for some time on a 
cash basis he is allowed to charge 
the items on an emergency charge 
ticket “until such time as a regular 
charge account is established. This 
ticket is especially good when the 
Credit Bureau is closed or when it 
is a case of the customer having an 
acute need for the merchandise, but 
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ACB of Texas 


EMERGENCY CHARGE 





(Name of Firm) 


I agree to pay 

amount of this 

charge of $ 

not later than_.__________... 195 











(Ot¥) Aleta 


Because we appreciate your past patronage, we are pleased to extend to you this 


emergency cha: If you would like a regular... charge account 
with our firm, just fill out the application on the reverse side and return. As our 
charge accounts are limited, you will be notified when the next opening is available. 











This ‘‘emergency charge’ ticket can eliminate the chances of undesirable credit 
risks getting started on a regular charge account. 


does not have an account nor the 
money with him. The ticket is made 
out in duplicate, with the customer’s 
signature indicated thereon showing 
the date he agrees to make payment 
for the merchandise. The duplicate 
ticket is given to the customer, while 
the original is placed in a “dated file” 
so that it will appear on the date (or 
near thereafter) that the customer 
has stated he will make payment. It 
is important to work the ticket when 
it becomes due, otherwise payment 
is likely to be forgotten. The use of 
the emergency charge ticket elimi- 
nates the chances of undesirable 
credit risks getting started on a regu- 
lar charge account. 


12. Social position of the credit ap- 
plicant is not a basis for extending 
credit. Many people in this classi- 
fication are living beyond their 
means and are slow in paying their 
bills. Others who have plenty of 
money feel that they can pay their 
accounts at any time because they 
have never been told by the dealer 
that their bills should be paid by a 
certain date. 

Investigating and evaluating credit 
risks is a very important phase of 
doing credit business successfully. 
Every L. P. gas dealer should deter- 
mine his prospective customers’ 
credit standing before the account is 
allowed to be placed on the books. 























"Oh, yes—it still has to be turned on and off—.” 
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Heberlein weed burner for ditch work is equipped with boom for reaching high 





ey 


banks and around corners. 


Alfalfa Weevil Controlled 
by Weed Burning in Colorado 


Further evidence of the excellent 
load balance that can be achieved by 
agricultural sales of LPG is provided 
by George J. Heberlein of the Heber- 
lein Manufacturing Co., Ault, Colo. 
Mr. Heberlein, whose company pro- 
duces such equipment as potato bin 
pilers and field sack loaders, invented 
a propane weed burner four years 
ago. Today more than 100 Heberlein 
weed burners are in use in his com- 
munity alone, and the supplier of 
most of the propane used, Consumer 
Oil Co. of Greeley, Colo., has had to 
add more trucks and hire more men 
to take care of the increased demand. 

Out-of-state purchasers of the com- 
mercial size, 500-gallon capacity No. 
70 weed burner— which consumes up 
to 70 gallons of propane per hour— 
include the Great Western Sugar 
Co.. of Garden City, Kan., and the 
Holly Sugar Co., of Wheatland, Wyo. 
A large local alfalfa dehydrating 
organization, the W. J. Small Co., 
tested the device by alternating 
strips of flamed and unflamed land, 
and found that the flamed strips 
turned green, while the unflamed 
ones remained brown. 

Because the Heberlein weed 


burner has no moving parts, the cost 
of operation is very small. A vapo Gress: 
ier maintains correct pressure at all © 


times, according to the manufacturer. 
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The commercial and the farm size 
units are mounted on trailers drawn 
by trucks, tractors, or jeeps; a hand 
torch model is also produced. 

Experience has shown that small 
weeds are destroyed at once by a 
quick going over with the machine. 
For tall, abundant weeds, Mr. Heber- 
lein recommends a light singe (after 
which the weeds will turn brown and 
dry) followed in a day or two by a 
final burning. This method is said to 
be easy and inexpensive. 

During 1952, Weld county, Colo., 
suffered a plague of weevils which 
prevented the alfalfa from sending 
up shoots. George Heberlein devised 


an attachment for his mobile units 
for the purpose of alfalfa flaming. 
While the flame from his regular 
burner is 6 feet long and 10 feet 
wide, his alfalfa flaming unit burns 
a 25-foot swath. After first and sec- 
ond cutting, many acres of alfalfa 
around Berthoud, Colo., were flamed. 
Shortly afterwards, the brown fields 
were green with new sprouts, which 
grew abundantly and were of im- 
proved quality. The alfalfa burner 
flame is controllable. The best speed 
for this work was found to be three 
miles an hour. 

The regular farm size model, No. 
30; has a 150-gallon propane tank 
and is mounted on a two-wheel tan- 
dem type trailer. It may be had with 
or without a boom for ditch work, 
and with or without a hay burning 
attachment which covers a 12-foot 
swath. 

There is also a hand “Junior Weed- 
burner,” which Mr. Heberlein recom- 
mends for burning along garden and 
fence rows, for use by plumbers in 
heating pipes, for melting tar, heat- 
ing branding irons, and all uses 
where a small portable heater is de- 
sired. Carts for transporting the 
burner and the propane bottle are 
also available. 

Suggested uses for the Heberlein 
burners include cleaning irrigation 
ditches of grass, weeds and willows, 
and maturing potatoes for harvest by 
wilting the vines at the right time 
to produce best quality. 

“T firmly believe,” says George J. 
Heberlein, “that the use of L. P. gas 
is still in its infancy. Time will bring 
about many, many means for the util- 
ization of L. P. gas.” And ingenious 
manufacturers of LPG-consuming 
farm machines, like Mr. Heberlein, 
are helping to bring that time about. 


: Shown in-operation is the mobile Heberlein burning machine equipped with 
alfalfa flaming unit. 
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Suggested Program 


1— Complete the attendance record, noting any absentees. 


2— Report on corrections made on any unsafe conditions or practices dis- 


cussed in previous meeting. 


3— Discuss new safety problems which have arisen since the last meeting. 
4— Analyze any accidents which may have occurred since the last meeting, 
asking the employes in each case how the accidents could have been 


prevented. 


5— Discuss “How To Make Yard Installations Safe” (which appeared in 


the April issue). 


6— Announce date, subject, sources of material, and study assignments for 


the next meeting. 


DISCUSSION GUIDE FOR | 
“How To Make Yard Installations Safe” 


1. Discuss problems presented on page 71 of April 


issue, and the answers given on page 84 of this 
issue. See if employes have different answers 
which offer a better solution. 


. From the chairman’s own experience, other 


problems related to yard installations can be 
drawn. These should be stated as problems, for 
which the employes should figure out the 
answers. 


3. Customers who are proud of the appearance of 


their homes sometimes ask to have installations 
made in a way that does not conform to all of 
the safety regulations. Where it is necessary to 
veto the customer’s idea, what is the best way to 
do it without giving offense? 


. If the fire extinguishers in the plant and on the 


company vehicles have not been checked for a 
period of several weeks, take time out to make 
a thorough inspection of each. 








The chairman of the meeting should be alert to 
keep the discussion moving fast, change to the 
next subject as soon as each has been adequately 
covered, and watch the time to keep the meeting 
from running too long. 
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The poster on the other side of this page 
is for your use in announcing the Safety 


Meeting covering 


“House Piping And Appliance 
Installation” 


(See opposite page) 


Fill in date and hour of your meeting, and 


pin on bulletin board. 


* Another poster comes next month. 
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e@ Material for Employes to Study for Fifth Safety Meeting 





The material in this discussion 
is based on Paragraphs B.7 
(a), B.7(c), B.7(e), B.18, 
and 2.9 of NFPA Pamphlet 
58, and on Sections 1, 2, 3, 4 
and 5 of LPGA Pamphlet 1. 
Additional valuable informa- 
tion has been abstracted from 
“The Bottled Gas Manual”. 











By Carl Abell 


HE piping of houses and the in- 

stallation of appliances is one of 
the most important responsibilities 
of the L. P. gas dealer’s organiza- 
tion. Upon his knowledge and under- 
standing is based the safety of the 
customer’s premises, and the reputa- 
tion of the product. 

We find that an increasing number 
of states are enacting laws requiring 
the examination and licensing of L. 
P. gas servicemen, just as they long 
ago passed similar laws covering the 
electrical industry. In both cases, the 
reasons are identical—it is necessary 
to protect the public against the haz- 
ards created by misuse of useful but 
potentially dangerous products or 
services. 

The L. P. gas-industry has an en- 
viable record for safety. This is true 
largely because of efforts from with- 
in the industry to develop safety 
standards based on experience and 
common sense, and to secure wide 
distribution and use of these stand- 
ards. The best compilation of these 
safety rules and procedures is the 
“Recommended Good Practice Rules 
for Liquefied Petroleum Gas Piping 
and Appliance Installations in Build- 
ings,” published by the Liquefied Pe- 
troleum Gas Assn. as Pamphlet No. 1. 

NFPA Pamphlet 58 is the basis for 
the physical recommendations in 
LPGA Pamphlet No. 1, which has 
also many other recommendations 


MAY, 1953 


o 


House Piping 


and 


Appliance Installation 


based on experience and common 
sense, and these are just as import- 
ant as the rules in Pamphlet 58. For 
the most part they deal with human 
nature. Pamphlet No. 1 forms the 
basis for the discussion in this article. 

The first section, headed “Gen- 
eral,” is aimed at avoiding the haz- 
ards of the changes and additions 
which the home mechanic is likely 
to make in the LPG installation, and 
those which can result from the em- 
ployment of untrained outside help 
in an effort to save a little money 
on the job. 

This could result in the use of un- 


.Suitable materials, hazards due to 


escaping gas, improper connection 
of appliances, connection of more ap- 
pliances than the piping is able to 
supply, and the multitude of other 
mistakes which come from lack of 
knowledge. Your employer would 
not think of allowing you to make 
such changes until you know the 
fundamental safety precautions and 
good practices. He would not want 
to risk having an accident resulting 
from lack of knowledge for which 
you and he could be held responsi- 
ble, nor having the customer dissatis- 
fied which might result from an in- 
adequate installation. 

If a customer does his own work, 
or hires an outsider to do it, he never 
blames himself when things go 
wrong. He will almost inevitably 


blame a resulting fire or explosion 
on L. P. gas. 

The customer has not read Pam- 
phlet No. 1, so it becomes necessary 
to tell him that he should not make 
any alterations, additions, or repairs 
except under the supervision of 
some responsible party who knows 
the regulations governing such work. 
Every new customer, and every new 
tenant using an old installation, 
should be cautioned on this point, 
and should also be shown how to 
turn off the fuel supply at the tank, 
and at any other valve which may 
have been installed in the supply 
line. 

In order to help him remember, 
it is also a good idea to hang a tag 
on the piping, in some place where 
he can not overlook it, giving in- 
structions for turning off the fuel, 
and making the request that no re- 
pairs, alterations, or new appliance 
connections be made without first 
consulting the supplier of the gas. 


Section 2. Piping, 
Tubing and Fittings 

Section 2 of Pamphlet No. 1 deals 
with the specification of materials 
used in the gas piping and connec- 
tions, methods of joining the sec- 
tions, and the requirement for test- 
ing at not less than the normal oper- 
ating pressure of the lines. This is 
largely a repetition of portions of 
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Don’t just tell the customer how to turn 
off the gas—show her. 


Pamphlet 58, as are paragraphs (a), 
(b), (c) and (d) of Section 3. 
Compliance with paragraph (c) is 
ordinarily made by installing a drip 
at each low point in the system which 
cannot drain back to the container. 
This is necessary because condensed 
fuel accumulating in the pipe might 
interrupt the flow of gas, extinguish- 
ing burners or pilots. If these should 
be left open until the evaporation of 
the condensate again opens the line, 
a dangerous amount of gas might 
escape before it comes to the atten- 
tion of the occupants of the house. 


Section 3. Installation 
of Piping and Tubing 


Paragraph (e) of Section 3 refers 
to any soft metal tubing, such as cop- 
per or brass, into which a nail might 
be driven, or which might be sawed 
or chopped into in case the wall 
should be cut open for electrical 
work, plumbing, or any other pur- 
pose. Steel pipe is the only accept- 
able material for installation inside 
walls. 

Paragraph (f) is obviously to pre- 
vent the possibility of a source of 
ignition in close proximity to a pos- 
sible source of escaping gas. (Fig- 
ures published by the NFPA show 
that fires originating from defective 
electric wiring and appliances are 
eight times as numerous as all the 
fires which can be attributed to all 
forms of gas and gas appliance in- 
stallations.) 

The purpose of paragraph (g) is 
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to emphasize the necessity for pro- 
viding pipe capacity sufficiently large 
to operate all appliances on the line 
at their full burner capacity. Short- 
age of fuel at the burners is likely 
to lead to the attempt to readjust 
the burners to make up for the de- 
ficiency, which may result in im- 
proper combustion, the development 
of carbon monoxide gas in dangerous 
quantities, or failure of pilot lights. 
Ready reference tables for guid- 
ance in selecting pipe sizes are avail- 
able in the standard handbooks for 
appliance installation, such as “The 
Bottled Gas Manual” and the gas ap- 
pliance manuals published by the 
American Gas Association. In using 
these tables, two things should be 
borne in mind—every bend, elbow, 
tee or valve in the line counts as 
extra footage, and it is better to use 
the next size larger pipe than the 
next size smaller. There is also the 
possibility that the customer may de- 
sire, at some later date, to install 
extra appliances, and where this is 
the case, it is more economical to in- 
stall the size piping that will be re- 
quired for all future additions at the 
time of the original installation. This 
will avoid the hazard of inadequate 
piping if the customer should later 
decide to install his own appliances 
without consulting the gas supplier. 


Pipe Doesn’t Clean Itself 


Dirty pipe never gets any cleaner, 
and defective or damaged pipe never 
gets any better by itself. Paragraphs 
(h), (i), (j) and (k).of this section 
keep both the customer and the in- 
stallation man out of trouble—if they 
are followed. It is obviously bad 
practice to install dirty pipe which 
will provide the raw material for 
clogged or obstructed gas valves, or 
to use pipe which has even minor 
defects that stand a chance of devel- 
oping into failure points in service. 
Keeping the piping permanently 
leak-free is not aided and abetted by’ 
starting out with something which is 
already on its way toward giving 
trouble. 

Even new pipe can get dirty or 
damaged during storage. When it is 
first received at the plant, it should 
be blown out, and all exposed 
threaded ends should be capped to 
keep out dirt, crickets, and spider’s 
nests, and protect the threads from 
damage. Unthreaded ends of pipe, 
either in storage or in transit, should 
be’ plugged with wooden plugs or 


LPGA Recommended Good 
Practice Rules for Liquefied 
Petroleum Gas Piping and 
Appliance Installations in 
Buildings. 


1. General 


(a) No person, unless in the employ of 
the gas distributing company, or having 
permission from such company, shall re- 
pair, alter, open or make connection to the 
building piping system. 

(b) Installation of all gas piping or gas 
appliances shall be performed with gas 
turned off to eliminate hazards from es- 
cape of gas. 


2. Piping, Tubing and Fittings 


(a) Piping shall be wrought iron or steel 
(black or galvanized), brass or copper 
pipe; or seamless copper, brass, steel or 
aluminum tubing. All piping or tubing 
shall be suitable for a working pressure 
of not less than 125 pounds per square 
inch. Copper tubing may be of the stand- 
ard grade K or L, or equivalent having a 
minimum wall thickness of 0.032 inches. 
Aluminum tubing shall not be used in ex- 
terior locations or where it is in contact 
with masonry or plaster walls or insula- 
tion. 

(b) Pipe joints may be screwed, flanged, 
welded, soldered or brazed with a material 
having a melting point exceeding 1000°F. 
For operating pressures of 125 pounds per 
square inch gauge or less, fittings shall be 
designed for a pressure of at least 125 
pounds per square inch gauge. For oper- 
ating pressures above this, fittings shall be 
designed for a minimum of 250 pounds per 
square inch gauge. Cast iron fittings shall 
be prohibited. Joints on seamless copper, 
brass, steel or non-ferrous gas tubing shall 
be made by means of approved gas tubing 
fittings, or soldered or brazed with a ma- 
terial having a melting point exceeding 
1000°F. 

(c) Gas appliances may be connected 
with seamless metal tubing connectors 
meeting the following requirements; ex- 
cept that these requirements shall in no 
way restrict or otherwise affect the use of 
copper tubing or any other piping when 
material, fittings and installation comply 
with all other requirements of these rules: 

1. End fittings shall be screw type or 
union type permanently attached. 

2. The method of attaching tubing con- 
nectors to the house piping and the gas 
appliance shall conform with rule 2 
(b). 

(d) After installation, the piping and 
tubing of all domestic and commercial 
systems shall be tested, at not less than 
normal operating pressure, and proved 
free of leaks, using a manometer or other 
equivalent device that will indicate a drop 
in pressure. Tests shall not be made with 
a flame. 


3. Installation of Piping 
and Tubing 


(a) Provision shall be made for expan- 
sion, contraction, jarring and vibration, 
and for settling. This may be accomplished 
by flexible connections. 

(b) Piping or tubing shall be well sup- 
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corks to prevent entrance of foreign 
matter. This is not only a safety 
practice, it also prevents future serv- 
ice calls, and leads to habits of care- 
fulness which are vital in any effec- 
tive safety program. 

Paragraph (1) brings out the com- 
mon sense requirement that all L. P. 
gas piping should be located where 
it is protected from the possibility 
of mechanical damage or overheat- 
ing. The latter is quite important, 
as subjecting gas to high tempera- 
ture between the regulator and the 
appliance outlets will result in ex- 
cessive pressure when the outlets are 
closed, and varying pressure when 
the appliances are in use. It is obvi- 
ously impossible for the appliances to 
operate properly under these condi- 
tions, and a range burner, if unat- 
tended for a period following the low 
adjustment of the flame, might go 
out and cause the escape of gas. 


Turn Valves Off 


Common sense and experience 
have dictated the contents of para- 
graph (m). The unthinking installa- 
tion man might consider it safe to 
leave the job with valves or pipe 
ends in the house standing open, 
since the gas would be turned off at 
the container (we hope). This does 
not guarantee that some occupant of 
the house, desiring to use an appli- 
ance already connected, might not go 
out and turn on the fuel at the con- 
tainer, allowing the escape of gas 
through the unclosed openings. This 
could be very bad, and it is so easily 
avoidable if the regulations are fol- 
lowed. It is always worth while to 
repeat paragraph (0), “Before turn- 
ing gas under pressure into any pip- 
ing, all openings from which gas can 
escape shall be closed.” It’s a good 
idea. You might not be able to beat 
the gas into the house, and there is 
no use having it hanging around 
waiting for someone to light it. 

So much for the rules and recom- 
mended practices of installing house 
pipes. Now let’s take up a few of 
the practical considerations connect- 
ed with carrying them out. 

Before we can determine what 
sizes of pipe are to be used, we must 
sometimes determine where the ap- 
Pliances will be located, and where 
the pipe lines are to be run. If pos- 
sible, the heaviest loads should take 
off from the main line nearest to the 
regulating equipment, and the appli- 
ance lines should follow progressive- 
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Pipe should be protected against dirt, 
insects, and damage. 


ly in relation to the amount of gas 
that they will consume when oper- 
ating. This insures evenness of oper- 
ation, which is quite essential if we 
want the customer to leave the ad- 
justments alone—which we do. 

In laying out the piping, the cus- 
tomer wants it out of sight, as visible 
piping never adds to the beauty of 
a home. You want it where inspec- 
tion will be easy, and repairs, if ever 
necessary, will be simple and inex- 
pensive. 

If the appliances are all located on 
the ground floor, and there is a base- 
ment under the house, the problem 
is in its simplest form. We can run 
the trunk line along the floor stud- 
ding, and go directly up through the 
floor to each appliance. Openings 
through floors for pipe should be at 
least % in. larger than the outside 
diameter of the pipe to prevent the 
collection of moisture and dirt in the 
passage. This gives at least partial 
protection against corrosion at that 
point. 

Sometimes it is possible to partially 
conceal the line beneath the edge of 
a clapboard on the exterior of the 
building, and go directly through the 
wall to each appliance. Advantage 
should be taken of all such oppor- 
tunities to make the piping incon- 
spicuous, but accessible. 

The running of risers to the upper 
floors of a building presents more of 
a problem. It helps in appearance if 
the pipe can be run.up alongside an 
edge board, rather than in a com- 
pletely exposed location. And no 
riser on the outside of a building 
should be more than 4 in. from the 
wall unless it is protected from mech- 
anical injury by a substantial post. 
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ported and protected against physical in- 
jury. 

(c) Where condensation may occur, the 
piping shall be pitched back to the con- 
tainer, or suitable means shall be provided 
for vaporization of the condensate. ‘ 

(d) Compounds used in making up 
joints shall be resistant to the action‘ of 
L. P. gases. 

(e) Tubing shall not be run inside walls 
or partitions, unless protected against me- 
chanical injury. This rule does not apply 
to tubing which is run through walls or 
partitions. 

(f) Gas piping shall not be used as a 
ground for any electrical system; nor shall 
piping be located in the same conduit with 
electrical wiring. 

(g) Piping shall be of such size and so 
installed as to provide a supply of gas suf- 
ficient to meet the maximum demand with- 
out undue loss of pressure between the 
source and the appliance or appliances. 
The size of gas pipe depends upon the fol- 
lowing factors: 

1. Allowable loss in pressure from source 

to appliance. 

2. Maximum gas consumption to be pro- 

vided for. 


3. Length of pipe and number of fittings. 

4, Specific gravity of the gas. 

(h) Piping or tubing should be free of 
loose scale, dirt, dust, or other foreign ma- 
terial at the time of appliance installation. 

(i) Defective pipe or tubing or fittings 
shall not be repaired but such section or 
fittings shall be replaced. 

(j) Pipe, fittings, valves, etc., removed 
from any existing installation shall not be 
again used until they have been thorough- 
ly cleaned, inspected, and ascertained to 
be suitable for the service. 

(k) Pipe with threads which are 
stripped, chipped, corroded, or otherwise 
damaged, shall not be used. If a weld opens 
during the operation of cutting or thread- 
ing, that portion of the pipe shall not be 
used. 

(1) Gas pipe or tubing inside any build- 

ing should not be run in or through air 
duct, clothes chute, chimney or flue, ven- 
tilating duct, dumb waiter or elevator 
shaft except in proper ducts for that pur- 
pose. 
(m) Each outlet, including a valve or 
cock outlet, shall be securely closed gas- 
tight with a positive plug or cap if appli- 
ance is not to be connected at that time. 
When an appliance is removed from an 
outlet and the outlet is not to be recon- 
nected at that time, it shall be securely 
closed gas-tight. In no case shall the outlet 
be closed with tin caps, wooden plugs, 
corks, etc. 

(n) No device shall be placed inside the 
gas pipe or fittings that will reduce the 
cross sectional area or otherwise obstruct 
the free flow of gas. 

(o) Before-turning gas under pressure 
into any piping, all openings from which 
gas can escape shall be closed. 


4. Use of Approved Appliances 


(a) New domestic’ and commercial gas 
consuming appliances shall not be in- 
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If appliances are to be installed on 
two or more floors, and served from 
the same system, it will not be satis- 
factory to serve all floors from the 
same regulator. Such procedure 
would create a difference in pressure 
on the various floors, on account of 
the weight of the gas in the pipes to 
the upper floors. 

The industry has adopted 11 in. of 
water column as the standard pres- 
sure at which all propane appliances 
using atmospheric burners are sup- 
posed to operate. Any marked vari- 
ation in pressure will have a marked 
effect on the efficiency of the appli- 
ance, particularly cooking appliances, 
where the cooking vessel is supposed 
to be at the tip of the corona of the 
flame. Variation in pressure causes 
a variation of position of the corona 
tip, and a reduction in efficiency. 

A tolerance of 5% either side of 
this pressure is permissible; hence we 
have a range of from 11.55 in. to 
10.45 in. of water column in which 
the appliance performs satisfactorily. 
This range can compensate for dif- 
ferences in pressure due to tempera- 
ture variations, but it is not enough 
margin to provide for the differences 
of pressure due tc the extra eleva- 
tions of the upper floors of buildings. 
The correct procedure is to use a 
primary regulator at the storage 
tank, reducing the container pres- 
sure to about 2 lbs., and then provide 
a separate regulator and a separate 
pipe line for each floor of the build- 
ing. These secondary regulators 
should be adjusted to provide pres- 
sure of 11 in. of water column at the 
appliances which they serve. In this 
way you may avoid the tendency of 
the customer to tinker with the ap- 
pliance adjustments in an effort to 
compensate for improper pressure 
at the burners. 

There are many special fittings on 
the market which will contribute to 
the neatness of your job, save ex- 
pense, and at the same time make 
safer installations. For example, 


there is a special fitting from % in. 
to flare sizes which is an excellent 
substitute for the multiplicity of 
bushings and connections which are 
generally assembled to join copper 
tubing and iron pipe. Leaks which 
occur in installation are generally 
found at the joints, and the fewer 
joints we use, the more we reduce 
the potential sources of trouble. 


Support Piping Securely 


Pipe lines should be properly 
pitched to avoid trouble due to con- 
densate. We can.only be sure that 
they will remain on the proper slope 
if they are securely supported. This 
is highly important in basements 
which are used for shops or. play 
rooms, and where it is possible 
for the occupants of the house to 
hang things from the pipes. Pipe 
clips are much less expensive than 
service calls, and much safer than 
bent pipes which accumulate con- 
densed liquid gas. Recommended 
spacing of supports is 6 ft. for % in. 
pipe, 8 ft. for 34 in. and 1 in. pipe, and 
10 ft. for larger sizes. 

Copper tubing is excellent and safe 
material so long as it is properly 
handled, but this can only be done 
through the use of the proper tools. 
These include a cutter, reamer, flare 
tool, bender, and a padded hammer 
and angle iron for straightening 
pieces that have been bent. An or- 
dinary hammer with a_snug-fitting 
rubber crutch tip on the business 
end, and a piece sawed from the side 
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stalled unless their correctness as to de- 
sign, construction and performance is cer- 
tified by one of the following: 

1. Determined by a nationally recogniz«d 
testing agency, adequately equipped 
and competent to perform such sery- 
ices and shall be evidenced by the at- 
tachment of its seal or label to such gas 
appliances. This agency shall be one 
which maintains a program of national 
inspection of production models of gas 
appliances at least once each year on 
the manufacturer’s premises. Approval 
by the American Gas Association Lab- 
oratories, as evidenced by the attach- 
ment of its listing symbol or Approval 
Seal to gas appliances and a certificate 
or letter certifying approval under the 
above - mentioned requirements, or 
listing by Underwriters’ Laboratories, 
Inc., shall be considered as constitut- 
ing compliance with the provisions of 
this section. — 

2. Approval by the authority having 
jurisdiction. 

(b) Any appliance that was originally 
manufactured for operation with a gas- 
eous fuel other than L. P. gas and is in 
good condition may be used with L, P. gas 
only after it is properly converted, adapt- 
ed and tested for performance with L. P. 
gas before the appliance is placed in use. 

(c) Any automatically controlled do- 
mestic appliance except ranges shall be 
equipped with an automatic pilot complete 
shutoff type. (Defined as “an automatic 
pilot fpr shutting off, automatically, the 
gas supply to the main burner and pilot 
in event of pilot or gas failure, and also 
for preventing the gas from being turned 
into the main burner unless the pilot is 
lighted.””) Manually controlled water heat- 
ers shall be so equipped also. 


5. Appliance Installation 
Requirements 


(a) Air for Combustion. 

1. Appliances shall be installed in a lo- 
cation in which the facilities for venti- 
lation permit satisfactory combustion 
of gas and proper venting, under nor- 
mal conditions of use. While all forms 
of building construction cannot be 
covered in detail, this requirement 
may usually be met by application of 
one of the following methods in ordi- 
nary building construction: 

(a) In buildings of conventional frame, 
brick, or stone construction with- 
out enclosed appliance rooms ,base- 
ment storm windows, or tight stair 
doors, infiltration is normally «de- 
quate to provide air for combus- 
tion and draft hood dilution. 

(b) Buildings having adequate air in- 

. filtration. 

Where appliances are installed in 
a confined space within a bui!ding 
having adequate infiltration, pro- 
visions shall be made for supp/ying 
this space with air for combustion 
and ventilation. This may be a¢- 
complished through use of tw 
permanent openings freely com- 
municating with interior areas of 
adequate infiltration in accordance 


BUTANE-PROPANE News 








rail 
you 


SWOT 


~ 


COS 


AY 


A 


B 
























































Piping can be made inconspicuous, but kept accessible, by following the edges of clapboards and edge boards. 


rail of an old iron bed, will enable 
you to straighten out bent and slight- 
ly flattened sections of tubing. 

Reasonably sharp bends may be 
made without weakening copper tub- 
ing, but only with a tube bending 
tool—not by hand. Without the tool, 
a sharp bend is almost certain to re- 
sult in crimping the tube, and this 
results in permanent weakness and 
a potential danger spot. Any crimped 
tubing should be discarded. To avoid 
damaging tubing, it is best not to try 
to run it direct from the roll. The 
better practice is to anchor the end 
on a floor or flat walk, and then roll 
the coil for the required distance, 
thus securing the length of tubing 
almost perfectly straight. 


Don’t Use Damaged Pipe 


For straightening and re-rounding 
tubing, the angle iron mounted solid- 
ly on a wooden block is an excellent 
tool. In pounding the tube out with 
a padded hammer, work from the 
ends of the deformity toward the 
center, using light blows, and the 
tube can be restored to almost per- 
fect contour. Dents caused by hitting 
too hard cannot be removed. Do not 
attempt to straighten and use tubing 
that has been bent sharply enough to 
start separation of the grain struc- 
ture of the metal. 

A light coating of grease on the 
cone of the flaring tool will help to 
make perfect flares without crack- 
ing the metal. Any imperfect flare 
should be cut off, and the tube re- 
flared. If the metal has hardened 
due to considerable bending, it may 
be very difficult to produce a perfect 
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flare, and breakage may occur later 
due to vibration. Hardened tubing 
may be softened, and made ductile 
and tough by heating to cherry red 
and plunging into cold water—the 
same treatment that hardens steel 
softens copper. 

Flared connections should be as- 
sembled dry, and made leak-proof by 
tightening, using no sealing com- 
pound of any kind. This requires 
good quality fittings and careful 
tightening. 

The use of “dope” or compounds 
to seal POL connections, or ground 
or sleeve joints, should also be avoid- 
ed. They are designed for perfect 
seal by tightening, and nothing but 
“elbow grease” should be used in 
making up the joint. 

Joint compound must be of a type 
suitable for propane. Those in gen- 
eral use with manufactured gas may 
be soluble in LPG, and may produce 
only a temporary seal. The special 
propane sealing compounds are inex- 
pensive, and since a permanent and 
perfect seal may be made by using 
only a drop or two on the male 
threads, there is no point in trying 























Straightening bent tubing is easy with a 
padded hammer and a well supported 
angle iron. 
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with Figure 1, or by compliance 
with provisions of item “c”. If ne- 
cessary, continuous ducts having 
cross sectional areas equal to the 
openings shall be utilized to com- 
municate with the source of air 
supply. The minimum dimension 
of rectangular air ducts shall be 
not less than 3 inches. 

Building unusually tight. 

Where appliances are installed 
in a confined space within a build- 
ing of unusually tight construc- 
tion, air for combustion and ven- 
tilation must be obtained from out- 
doors or from spaces freely com- 
municating with the outdoors, ven- 
tilated crawl-space or attic. Under 
these conditions, the openings 
called for in Figure 1 shall be re- 
placed by two openings having a 
combined area of not less than one 
square inch per 1000 Btu per hour 
of input rating. One opening shall 
be near the top of the enclosure 
and one near the bottom. These 
openings shall be approximately of 
equal area and shall communicate 
with the selected source or sources 
of adequate air supply, by ducts. 
Where ducts are required, they 
shall be continuous in the same 
cross sectional area as the openings 
to which they connect. The mini- 
mum dimensions of rectangular 
air ducts shall be not less than 3 
inches. Any duct from the top 
opening shall be horizontal or 
pitched upward. 


(d) Where appliances are installed in 


unconfined spaces, such as a full 
basement, within a building of un- 
usually tight construction, air for 
combustion and ventilation must 
be obtained from outdoors or from 
spaces freely communicating with 
the outdoors. Under these condi- 
tions a permanent opening or 
openings having a total free area 
of not less than 1 square inch per 























Piping should be supported at close 
‘intervals to prevent sagging. 


to get along with a less dependable 
product. In applying the compound, 
be careful not to apply it at the tip 
of the pipe, as any which is exposed 
within the pipe is likely to flake off 
and be carried through the line to 
the appliance, where it may clog a 
valve. 

After the piping is installed, it is 
of utmost importance that it shall be 
tested and proved free from leaks. 
The regulations say that the test 
shall be conducted at not less than 
operating pressure, using a mano- 
meter or other equivalent device that 
will indicate a drop in pressure. 


Testing with a manometer will in- 


dicate clearly if there is a leak in 
the piping, but it is not much help 
in locating any leak which may exist. 
A quicker and more generally useful 
method is the bicycle pump test. This 
is done with a special assembly in- 
cluding a pipe tee, into which is 
screwed an 0-30 lb. compression 
gauge and a globe type line valve, 
the other end of which is fitted with 
a Schrader tire valve. This assem- 
bly is screwed on the last opening in 
the piping, and pressure applied up to 
25 or 30 Ibs. The line valve is then 
closed, and the gauge observed after 
a few minutes. If there is no pres- 
sure drop, the piping is safe. If a 
drop is apparent, there is enough 
pressure in the line to show clearly 
any leaking joints when soapy water 
is applied. 


Section 4. Use of 
Approved Appliances 


Section 4 of LPGA Pamphlet No. 1 
limits the installation of new L. P. 
gas appliances to those which have 
been tested and approved for use 
with LPG by an authorized testing 
laboratory, or by the authority hav- 
ing jurisdiction. It also permits the 
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change-over of appliances not origin- 
ally intended for use with LPG, but 
only after they have been properly 
converted, adapted, and tested for 
performance with L. P. gas. 

When the LPG dealer’s represen- 
tative finds that the customer has 
purchased an appliance not meeting 
with these requirements, he should 
advise the owner of that fact, and if 
it is a new appliance, attempt to have 
the owner exchange it for an L. P. 
gas unit. If this is not possible, he 
should determine from the manufac- 
turer what changes are necessary to 
make the unit function satisfactorily 
on LPG. These changes should be 
made, and proper tests conducted, be- 
fore permitting the customer to op- 
erate it. Major changes and adjust- 
ments should be made in the shop, 
so testing and adjusting can be done 
under controlled conditions. 


When the dealer is called upon to 
supply fuel for an appliance that has 
been moved into his térritory from 
a manufactured or natural gas area, 
the customer should be advised of 
the differences in the gas, and ar- 
rangements should be made to per- 
form a complete conversion before 
the appliance is connected to the 
house pipe. : 

Some appliances can be satisfac- 
torily changed over to L. P. gas by 
merely changing the gas orifice size, 
if the venturi and primary air inlet 
are large enough to handle the 
higher Btu fuel. In making this 
change, if the appliance burner is 
equipped with an adjustable orifice, 
this should be removed and replaced 
with a fixed orifice of the proper size. 
It is not good practice to use adjust- 
able orifices with LPG, because these 

















Testing piping for leaks is easier and 
safer if done with air at higher than 
operating pressure. 
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1000 Btu per hour of input rating 
shall be provided. Where ducts are 
required, they shall be of the same 
cross-sectional area as the open- 
ings to which they connect. The 
minimum dimension of rectangu- 
lar air ducts shall be not less than 
3 inches. 

(e) Operation of exhaust fans, kitchen 
ventilation systems or fireplaces 
may create conditions requiring 
special attention to avoid unsatis- 
factory appliance operation. 

(b) Gas appliances shall not be installed 
in any location where flammable vapors 
are likely to be present, unless the design, 
operation and installation are such as to 
eliminate the possible ignition of the flam- 
mable vapors. 

(c) Every appliance shall be located so 
that it will be readily accessible for oper- 
ation and servicing. 

(d) Gas appliances shall be adequately 
supported and so connected to the piping 
as not to exert undue strain on the con- 
nections. 

(e) No device or attachment shall be in- 
stalled on any appliance which may in any 
way impair the combustion of gas. 

(f) Any combination of appliances, at- 
tachments or devices used together in any 
manner shall comply with the standards 
which ‘apply to the individual appliance. 

(g) Where air or oxygen under pressure 
is used in connection with the gas supply, 
effective means shall be provided to pre- 
vent air or oxygen from passing back into 
the gas piping. Where oxygen is used, see 
NBFU Pamphlet 51. 

(h) Non-portable appliances shall be 
connected with gas piping or tubing or 
combinations thereof as set out in Section 
2 (a). 

(i) Only appliances which are fully 
portable in nature shall be connected with 
gas hose. Appliances equipped with a con- 
trol valve or valves which permit com- 
plete shutoff of the gas supply shall not 
be connected with gas hose. This require- 
ment does not apply to hand torches, gas 
irons and other equipment which require 
both the mobility possible only with flex- 
ible connections and frequent and accur- 
ate burner control at the point of use. Gas 
hose should not be confused with tubing 
or appliance connectors of flexible metal 
tubing and fittings. 

(j) Only listed gas hose shall be used. 
Listed gas hose shall be used only in ac- 
cordance with the terms of its listing. Gas 
hose shall not be used where it is likely 
to be subject to excessive temperatures 
(above 125°F). 

(k) Where gas hose connection is made, 
a gas shutoff valve shall always be pro- 
vided on the supply piping where the hose 
is attached. When gas hose is used with 
an appliance having a valve on the inlet 
of the appliance, the valve shall be re- 
moved so that the user is compelled to use 
the valve at the pipe end except as pro- 
vided by 5(i). A gas shutoff valve which 
constitutes the only means of gas control, 
shall be easily accessible and within con- 
wWenient reaching distance when operating 
the burner of the appliance. 
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Heaviest loads should take off the main line nearest the regulating equipment. 


devices were designed to use the 
lower Btu fuel, which must be sup- 
plied in considerably greater volume 
to provide the necessary heating 
value. When adjusted down so the 
right amount of the richer LPG is 
passing, the gas is nearly always de- 
flected to the side, causing poor ‘air 
inspiration, incomplete mixing with 
air, and insufficient burner perform- 
ance. 


Check Burner Orifice 


All gas burners are rated on a Btu 
capacity rather than on a cubic-foot- 
per-hour-of-gas capacity. The burner 
that is correctly designed for natural 
or manufactured gas is calibrated to 
admit the amount of fuel that pro- 
duces the rated capacity of the 
burner, and the correct amount of air 
to provide complete combustion and 
a surplus of unburned oxygen. 

If this burner is used with L. P. 
gas without making the proper ori- 
fice change, it can pass three times 
as much gas as it can handle if it 
was originally calibrated for natural 
gas, and six to seven times as much 
if it was adjusted for manufactured 
gas. Obviously it would be possible 
to produce a hazardous room condi- 
tion by attempting to operate this 
appliance on L. P. gas. The surplus 
unburned fuel would mix with the 
air, and could produce an explosion 
or fire. No such appliance should 
ever be connected to an L. P. gas 
Pipe until the orifices have been re- 
placed with those having the correct 
capacity. 

The burner manifold of a stove 
that has been used with other types 
of gas should also be disassembled 
and cleaned, valves should be packed 
with lubricant that will hold L. P. 
gas, and then the whole assembly 
should be tested. Some stove cocks 
are not made accurately enough to 
hold L. P. gas, and if such are found, 
they should be replaced. 
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Section 5. Appliance 
Installation Requirements 


The entire contents of Section 5, 
on Appliance Installation Require- 
ments, should be practically self- 
explanatory, but the importance of 
providing adequate air for appli- 
ances cannot be overemphasized. 
Moderate deficiency of oxygen dur- 
ing combustion brings on the hazard 
of carbon monoxide. Further defi- 
ciency may fill the room with un- 
burned gas, unless the appliance is 
equipped with a 100% automatic 
shut-off. These hazards are not pe- 
culiar to L. P. gas—the carbon mon- 
oxide danger exists wherever any 
fire has inadequate oxygen, and the 
danger from the presence of un- 
burned gas can be created, under 
some conditions, from a number of 
fuels, including oil and coal. 

It is also quite important that ap- 
pliances shall be set up so they do 
not strain the pipe line, and sup- 
ported at all corners so they will not 
rock and cause crystallization of the 
piping or connections. Small square 
shims, cut from the thin veneer of 
appliance packing crates, and paint- 
ed black, provide the neatest, most 
convenient means of leveling appli- 
ances and providing them with solid 
footing. 


Use Permanent Connections 


As will be recognized, the para- 
graphs regarding hoses, (i), (j), (k), 
(1), and (m), are an attempt to con- 
trol a hazard which should be elimi- 
nated, but which cannot be entirely 
removed for the very practical rea- 
son that the public will not consent 
to such a measure. Portable domes- 
tic appliances, consisting mostly of 
room heaters and gas plates, should 
be installed with permanent connec- 
tions wherever possible. Rubber slip- 
end connections on gas hoses, if prop- 
erly forced on the right kind of hose 
connections, are safe while the rub- 


Good Practice Rules 
(LPGA Pamphlet No. 1) 


() Gas hose shall be of adequate ca- 
pacity, gas tight, and so designed as to 
permit the secure attachment to the 
nozzles of fully portable appliances which 
do not require mobility during operation 
and to hose end valves connected to the 
house piping. Where the gas hose is 
equipped with rubber slip end connec- 
tions, the gas shutoff valve at the house 
piping shall be a hose end gas valve or 
shall have a standard hose end nozzle at- 
tached to it. Where an appliance requires 
mobility during operation, such as a gas 
iron or hand torch, and is always used in 
the same location, the gas hose shall be 
permanently attached at the supply end 
by a threaded or other secure metal con- 
nection, and the appliance end shall be 
provided with a secure metal joint, which 
can be conveniently made and separated. 

(m) Where gas hose is used, it shall be 
of the minimum practical length and shall 
not extend from one room to another nor 
pass through any walls, partitions, ceilings 
or floors. Under no circumstances shall gas 
hose be concealed from view or used in a 
concealed location. 


(n) No devices employing or depending 
upon an electrical current shall be used 
to control or ignite a gas supply if of such 
a character that failure of the electrical 
current could result in the escape of un- 
burned gas or in failure to reduce the sup- 
ply of gas under conditions which would 
normally result in its reduction unless 
other means are provided to prevent the 
development of dangerous temperatures, 
pressures or the escape of gas. 


(o) The gas piping shall not be used for 
an electrical ground nor shall electric cir- 
cuits utilize gas piping, casing of controls, 
panels or other metal parts in lieu of wir- 
ing. This provision shall not apply to low 
voltage control and ignition circuits, and 
to electronic flame detection device cir- 
cuits incorporated as part of the applianve. 





ber retains its strength, and unless 
someone moves the appliance enough 
to loosen a slip connection. Both of 
these conditions constitute hazards 
which the LPG dealer cannot con- 
trol, and which the owner is quite 
likely to overlook. It is of utmost 
importance that paragraph (k) be 
followed to the letter, and that no 
customer shall be allowed to turn the 
gas off at the appliance end of a gas 
hose. Accidental disconnection of the 
hose is so easy, and the results are 
likely to be so bad! 

Paragraph (n) refers to types of 
control equipment operated by elec- 
tric solenoid valves. In order to be 
safe, these must be opened by the 
application of current, and closed, or 
moved in the direction of minimum 
capacity by the loss of electrical 



































How to be sure that customers will tam- 
per with the leveling of appliances. 


energy. Stated in the shortest pos- 
sible terms, failure of the electric 
current must not produce an unsafe 
condition. 





The mechanical problems con- 
nected with installation of piping 
and appliances are simple and easy 
to understand. The more complex 
problems come from the uninformed 
customers who desire to have instal- 
lations made according to their own 
ideas. The smart installation man 
will be thoroughly familiar with 
NBFU Pamphlet 58, LPGA Pamphlet 
1, and the applicable state and local 
codes. He will carry these publica- 
tions with him as he goes to the job, 
and where customers try to hold out 
for installation details that are not 
completely safe, the installation man 
can say, “I would like to follow your 
wishes, but these are the laws and 
regulations. I must follow them, not 
only to make your installation safe, 
but also to protect your financial 
interests, and to keep my service 
license in good standing.” 





Answers to Problems on 
Page 71 of the April Issue 


Problem 1. The installation should 
not be made at this location, because 
with the two cylinders in place, one 
or both will be closer than 5 ft. from 
an opening into which escaped gas 
might penetrate (within 5 ft.). If the 
customer is willing to extend a walk 
or lay planks to the site, the cylin- 
ders might be placed next to the 
house on another side where the lo- 
cation of openings would be suitable, 
or a spot might be found in the yard 
away from all building openings, 
which would be accessible and suit- 
able from every standpoint. Reliance 
should never be placed on closing a 
window while cylinders are being 
changed, as delivery by a new driver 
might create a hazard, and there is 
a possibility of exposure in case the 
safety relief valve might function. 


Problem 2. The rules state spe- 
cifically that where transfers of 
liquid are to be made from a domes- 
tic. container to portable containers 
such as on tractors, skid tanks and 
similar applications, the tank shall be 
located not less than 50 ft. from the 
nearest important building. The in- 
stallation of tanks in driveways is 
also discouraged, although: it is per- 
missible if adequate protection 
against collision from vehicles is pro- 
vided. The ideal location in this situ- 
ation would be in the pasture, across 
the driveway from the house, main- 
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taining the proper distance from all 
buildings. This would require fenc- 
ing to keep the farm animals away 
from the tank. Filling the tank could 
then be done from the driveway, and 
the tractors could use the driveway 
when necessary to fill their tanks. 


Problem 3. The upper location is de- 
cidedly undesirable, due to the im- 
mediate difficulty of getting the tank 
and materials for the foundation up 
to the site, and also because of the 
continuing nuisance of dragging a 
heavy hose up the hill to fill the tank. 
Placing the tank down by the drive- 
way eliminates both of these difficul- 
ties, but leaves the problem of pro- 
tecting the exposed pipe against dam- 
age. Probably the best means of pro- 
tecting the pipe would be to support 
it on a framework of timber through- 
out the distance that it must be 
aboveground. Unless the piping can 
slope continuously back toward the 
tank, a pipe drip should be installed 
at each low point. Propane would be 
necessary for this customer’s use in 
any locality where temperatures be- 
low 45°°F may be expected for more 
than a few hours at a time. 


Problem 4. In making a cylinder in- 
stallation at this same property, it 
would be desirable to locate the 
bottles at the foot of the first flight 
of stairs. Piping should be used in 
preference to copper tubing, which 
is much more subject to damage in 
exposed locations. Since the rock 











ledge is sloping, any kind of loose 
foundation would offer a hazard, sc 
the foundation should be of poured 
cement. If for any reason this lowe: 
installation should prove unsafe from: 
any standpoint, the cylinders should 
be located up at the house. 


Problem 5. This tank installation 
presents two hazards—the unstable 
foundation and the proximity of the 
incinerator—which should be elimi- 
nated before any fuel delivery is 
made by anyone. This tank is obvi- 
ously aboveground, and its installa- 
tion comes under paragraph 2.6(a), 
which states that such containers 
shall be provided with substantial 


. masonry or noncombustible struc- 


tural supports on firm masonry foun- 
dation. Since the four cement build- 
ing blocks laid on soft ground do 
not qualify, you should show the 
paragraph in Pamphlet 58 to the cus- 
tomer, and explain that his present 
foundations jeopdarize his insurance, 
and correction should be made. 
The proximity of the incinerator 
raises a question which can only be 
answered by consulting the state or 
local regulations or the fire author- 
ities having jurisdiction. Many states 
prohibit smoking or open fires with- 
in 50 ft. of an L. P. gas tank being 
filled. Pamphlet 58 is not clear on 
this point, although it may be as- 
sumed that the distances given in 
paragraph B.5 contemplates that the 
buildings may contain sources of 
ignition. Regardless of this, a perma- 
nently located 100-gal. tank would be 
filled from the same hose as a 1200- 
gal. tank, and the amount of fuel 
escaping when the connection is 
broken would be the same regard- 
less of the size of the tank. The 
writer has personally seen a fire 
flash back nearly to the tank from 
a rubbish fire at least 50 ft. from the 
tank filler valve during the filling of 
a tank on a windy day. Let’s keep 
tanks and fires a long way apart. 


Problem 6. The easiest, and prob- 
ably the most satisfactory method 
would be to carry the pipe across the 
foot bridge. The preferred loca:ion 
would be along the downstream side 
of the bridge, and at a height where 
it could not be struck by any object 
floating in the flood waters. Drips 
should be installed at the low point 
on each side of the bridge, to trap 
and revaporize any condensate. 


BUTANE-PROPANE News 












Problems for Discussion in the Fifth Safety Meeting 


Keeping everything safe in an LPG operation requires more than just knowledge of 
the rules and regulations. It also requires observation, plus analytical ability, which is the 
ability to reason from cause to probable effect. 

Rules and regulations can be learned, and analytical ability can be developed by study 
and practice. In fact, most college training in the scientific and engineering lines consists 
of learning rules (natural laws and formulas), and the development of analytical ability. 

Thought devoted to the solution of these problems will not only make the employe a 
safer, but also a more capable man. Answers to these problems will be printed in the June 
issue, for comparison with your own solutions. 





Problem 1. 


Your company takes over a domestic account 
which has been served by a competitor for the past 
three years. Should an inspection of the customer’s 
installation be made before delivering fuel? If so, 
who should make it, and what should the inspec- 
tion cover? 


Problem 2. 


Over on the poorer side of town you have cus- 
tomer of limited means whose fuel consumption, 
though not high, is steady, and he pays his bills 
promptly. He buys a second-hand range which may 
or may not be equipped to burn L. P. gas, and 
wants to make his own installation. Should you 
permit him to do so? If so, what instructions should 
you give him? Also, what inspection and tests 
should you perform before allowing the gas to be 
turned- on? What hazard could be produced by 
trying to operate a range equipped with natural 
gas burners on propane? 


Problem 3. 


After you have performed a job of house piping 
correctly, and installed the appliance safely, you 
instruct the customer how to use the appliance, 
how and where to turn off the gas if any trouble 
should develop, and caution him not to make any 
changes or additions to the piping, or install any 
more appliances, without first notifying your com- 
pany. How long can you be sure that the customer 
will rememHBer all of these details? What means 
can you devise to strengthen the impression of 
your instructions, and give them permanent effec- 
tiveness? Would it help to use printed tags giving 
instructions for turning off the fuel valves and re- 
minding that there are to be no unauthorized 
changes or additions? Where would be the best 
place to install such a tag? Would it be effective 
to mail this information on a printed slip to the 
customer now and then? Would a periodical in- 
spection program, during which the appliances are 
tested and adjusted, and these instructions re- 
newed, help to solve the problem? 


MAY, 1953 


Problem 4. 


Study of newspaper clippings reveals that a high 
percentage of the LPG accidents reported in the 
press occur in house trailers. What do you believe 
is the principal cause of these accidents — lack of 
safety. in the installation of the piping and appli- 
ances? Poor quality appliances? Lack of under- 
standing of the fuel and the necessary safety prac- 
tices by the trailer occupants? What would you 
expect would happen if the trailer occupant using 
a single cylinder installation would get his empty 
bottle refilled without first turning off the valves 
at the range, then reconnect the filled bottle, go to 
the washroom to clean up, then re-enter the trailer 
and try to light the burners with a match? What 
kind of mechanical device could prevent such ac- 
cidents? Do you know if there is such a device 
available? 


Quickie Problems 


How do you get the correct pressure for appli- 
ances on different floors, using fuel from the same 
source? 

Where must the shutoff cock be for an appli- 
ance attached by a rubber slip-end hose? 

What is the recommended spacing for clips sup- 
porting horizontal pipes in basements? 

Should L. P. gas piping slope toward or away 
from the appliance? 

Is there any hazard connected with the use of a 
room heater in a house that is very thoroughly 
weather-stripped? If so, how would you make the 
installation safe? 

Should second-hand pipe be used in making a 
domestic installation? 

Why are cast iron fittings considered unsuitable 
for use in any piping used in an L. P. gas system? 

What methods other than ‘the use of flexible con- 
nections are commonly used to provide for con- 
traction, expansion, jarring and vibration, or 
settling? Is this provision necessary in house in- 
stallations, or only in yard pipirig? 











Ramee SECT ig 


SEN EA SEM AD AI AGEN PED rm te NM 


eee 








By Gene Creighton 


HIGHLY unusual means of 

stimulating L. P. gas appliance 
sales has been developed by the 
Woodrow Perkins Co., Mexia Texas, 
in the form of “surprise deliveries” 
of appliances as gifts. 

Woodrow Perkins, owner of the 
firm, who built an extremely mod- 
ern, streamlined appliance store in 
this Texas community of 7000 back 
in 1948, has consistently exploited 
every possible avenue in L. P. gas 
appliance merchandising, with par- 
ticular attention to offering services 
which are normally not available 
through his competitors. He has 
utilized outside selling, “rolling show- 
room” display, contests, theater cook- 
ing schools, and most of the promo- 
tional tools available to dealers today. 
Over and above these, however, he 
has developed a unique service which 
is responsible for as many as a dozen 
extra appliance sales per month. 

This is “surprise installation”, a 
plan whereby husbands are - ap- 
proached with the suggestion of giv- 
ing a new, work-saving range to their 
wives for Christmas, anniversaries, 
birthdays or other special occasions. 
To implement the desirable “surprise 
angle”, Woodrow Perkins guarantees 
to zip the new range in place of the 
old one, during some short period of 
time while the housewife is away 
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“Surprise Installation” 














Builds Sales 

















Happy moment comes when housewife ‘‘discovers’’ a new appliance ready 
: for work in her own kitchen. 


from home. All that is necessary for 
the husband to do, is to send his wife 
to the movies, on a shopping trip, to 
church, etc. The Mexia dealer will do 
the rest. 

This unusual specialty came about 
when Perkins was exploring the pos- 
sibilities of expanding his appliance 
volume during the Christmas season. 
L. P. gas appliances, he felt, were not 
coming in for their share of the 
Christmas gift dollar, and the obvious 
ranking reason was the lack of “sur- 
prise value”. Almost every gift-giver, 


particularly where husband and wife 
are concerned, courtts heavily on sur- 
prising the recipient, and “gets most 
of the enjoyment out of seeing how 
the person honored receives it,” as 
Perkins pointed out. Since under 
ordinary circumstances, the husband 
must either supervise the installation 
with full awareness of his family, or 
merely hand his wife a gift certificate 
for a new range, there is little oppor- 
tunity for a climactic surprise. “Neith- 
er of these situations gives real satis- 
faction,” Perkins said. “If the house- 
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wife receives only a gift certificate, 
she feels somewhat let down, and of 
course, if the range is installed with 
her full knowledge, then most of the 
surprise element is lost.” 

Therefore, the Woodrow Perkins 
Company has simply set up a plan 
whereby a range can be rushed to the 
home, brought into the kitchen and 
swiftly installed, while the old range 
is being carried out. Under ideal cir- 
cumstances, the entire operation can 
be carried out in half an hour, al- 
though as the Texas dealer confesses, 
it usually requires closer to one hour. 
The operation includes complete re- 
moval of old connections and the for- 
mer stove, “cleaning up” and “dress- 
ing up” the new range with a brilliant 
red satin bow and perhaps a bouquet 
of flowers, depending upon the occa- 
sion. 

A crew of three men performs this 
lightning-fast installation service, 
with Perkins often going along to 
wield wrench and pliers. 

Along with three top lines of na- 
tionally-advertised ranges, the Wood- 
row Perkins Co. carries a com- 
plete stock of tanks, bottles, flexible 
connections, valves, elbows, tees, 
seals, etc., and enough sizes and 
shapes are taken along for every in- 
stallation to insure against having to 
make a return trip.. Husbands usually 
cooperate by having the kitchen table 
moved out of the way, and other ob- 
stacles cleared, so that no time is lost. 
Plenty of specialized tools makes the 








Woodrow Perkins uses crew of three for “‘surprise”’ installations. 


removal of bulky pipe and connec- 
tions simple. 

The surprise of a housewife, com- 
ing home from an evening out, or 
merely from a shopping trip, and find- 
ing a beautiful new range ready for 
operation in the kitchen, may well be 
imagined. Perkins’ usual policy is to 
instruct the husband not to give his 
wife any hint of the new beauty in the 
kitchen, but instead, let her find it 
for herself! 

News of this unusual service has 
been so well circulated that the Per- 
kins organization is being constantly 


called upon for similar “surprise in- 
stallations”. Scores of other appli- 
ances, usually in the top-price brack- 
et, have been sold as wedding gifts, 
for wedding anniversaries, for birth- 
days, and for the holiday season. The 
latter, of course, is the most difficult 
problem, inasmuch as only a few in- 
stallations can be handled on Christ- 
mas Eve. However, merely by insti- 
tuting a definite “surprise angle” in 
range installation, the Texas dealer 
has been able to ring up a lot of sales 
which might never otherwise have 
been accomplished. 
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Geared for service to butane-propane fuel 
users in the Big Bear valley area, Algas 
Fuel Service, Inc., a division of American 
Liquid Gas Corp., Los Angeles, has re- 
cently acquired two 4-wheel drive trucks 
to assure year-round service. They have 
also recently purchased the gas business 
of the Bear Valley Milling Co. 


Bear Valley, Calif., Firm 
Sold to Algas Fuel Service 


Purchase of the butane-propane 
gas business of the Bear Valley Mill- 
ing Co., Big Bear, Calif., has just 
been announced by Algas Fuel Serv- 
ice, Inc., a division of American 
Liquid Gas Corp., of Los Angeles. 

Fuel customers of the Bear Valley 
Milling Co. will receive uninter- 
rupted service through the Big Bear 
office of Algas. This office is in charge 
of Spencer Cooper. 

To assure year-round deliveries, 
Algas has added two 4-wheel drive 
trucks to their Big Bear operations. 
This heavy duty equipment is neces- 
sary to buck excessive snow condi- 
tions in the Big Bear area, where the 
snowfall sometimes exceeds 10 to 12 
ft. Very often it is necessary to carry 
the filling hose on snowshoes from 
300 to 500 ft. to reach the customer’s 
tank. 
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RegO’s Convention Staff Are’ 
Ready and Waiting For Your Visit! 


You owe it to yourself, to your business and to your Industry to attend the 
1953 LPGA Convention if you possibly can. 


While you're there plan on spending ample time at RegO’s booths. 

You'll not only see the one truly complete line of LP-Gas control equipment, 

but action exhibits and giant models, as well as the very latest developments 
in equipment for using and controlling LP-Gases. 


And, what could well be of utmost importance is the opportunity you will 
have to discuss equipment, safety, installation and related problems with RegO’s 
experienced and competent staff. 


Yes, the time you spend at the convention with the men who wear the RegO 
badge will be profitable to you! 


See.the new No. 2594 Multivalve—it is one of 
RegO’s new products. It is designed for convenient 
withdrawal of liquid for servicing combustion 
engines. 


registered trade mark of Bastian-Blessing Co. \RHS(0) 


LP GAS EQUIPMENT 


Stocked by These Distributors 
GAS EQUIPMENT CO. 
allas, Texas 
GAS EQUIPMENT SUPPLY CO. 
Atlanta, Georgia 
GAS EQUIPMENT CO. 
of DENVER—Denver, Colo. 
TILDEN ENGINEERING & 
‘EQUIPMENT CO. 
Fresno, Calif. 
A.C. FINK, S. A., Mexico, D. F. 
EMPIRE BRASS MFG. CO., LTD. 
ndon, Canada 
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A pictorial presentation of the 
products to be seen at the 1953 


LPGA Convention and Trade Show. 


Exhibitor’s booth number appears at top of every space 







18-19 

Whirlpool Corp. 
This new automatic gas clothes 
dryer features controlled air flow 
and convection heating plus an 
ultra-violet lamp which has a 
strong germicidal effect on 
clothes. Of compact design, it is 
easily installed. 


Right: Whirlpool Dryer 
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83 
Stampings, Inc. 


Among various types of bottled 
gas housings offered is the model 
C-2-PB post and prefabricated 
base type aluminum housing for 
a two cylinder installation. 


Left: Aluminum Housing 











198 
Conlon-Moore Corp. 


A complete line of space heaters, 
ranging from 20,000 to 85,000 Btu 
per hour, is shown. Also featured 
is the Moore vented and recessed 
wall heater, available in single or 
dual models. 


Left: Moore Heater 
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Chattanooga Implement 
& Manufacturing Co. 


An attractive line of space heat- 
ers, ranging from 20,000 to 75,000 
Btu per hour is offered, as well as 
a new recessed wall heater which 
features a baffle arrangement of 
inner unit to keep cabinet cool. 


Right: Royal Heater 






4 Wy 


Ww 





Sta 


‘RCA Estate Appliance 














Booth mee 
South Wind Division 
Stewart-Warner Corp 


A completely redesigned and 
panded line of Saf-Aire “Sa 
Sealed” heaters is featured #7 
well as a new wall furnace. 


Left: Saf-Aire Room He 
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“Top-of-the-line” ranges, wig” 
grill, bake and barbecue, ing 
porate a built-in griddle 
meat oven with radiant 
Automatic control permits ‘® 
sentee” cooking. ‘ 


Left: “Top-of-the-linc” Ra 
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147 
Ray-Glo, Inc. 


htel inserts, used in connec- 

with non-combustible fire- 
es, are featured along with a 
plete line of space heaters, 
ed and unvented circulators 
utility heaters. 


ht: Ray-Glo Mantel Insert 


51-52 
o Manufacturing 
& Supply Co. 


pliers of complete equipment 
engineering service for the 
industry, Anco displays the 
LC.C. “Pig” cylinder which 
porates a drawn hood and is 
pletely equipped, including a 
r return valve. 


Right: “Pig” Cylinder 


25-26 
Pacific International 
Products, Inc. 


Among the complete line of L. P. 
gas regulators and valves is this 
new regulating unit with a ca- 
pacity of 200 cubic feet per hour 
vapor, or 6% gallons of liquid per 
hour. 


Left: Pacific Regulator 


117-118 


Rockwell Manufacturing Co. 


Especially designed for accurate 
measuring, this new meter of 
aluminum alloy is corrosion-and 
leak-resistant. Other items in- 
clude service cocks, dispensing 
units, flow indicating meters and 
Nordstrom valves. 


Left: L. P. Gas Meter 


75-76 
Roney, Inc. 


A complete new line of efficiently 
engineered, ruggedly designed 
vapor compressors headlines the 
Roney display which includes 
LPG equipment for bulk plants, 
delivery trucks and consumer in- 
stallations. 


Right: Vapor Compressor 








115-116 
Empire Stove Co. 
Floor furnaces, circulator heaters 
and recessed heating units make 
up the Empire display. The im- 
proved, vertical-type “Thrift- 
matic” burner is an exclusive 
feature with Empire products. 


Right: Empire Heater 


195-196 
Dixie Products; Inc. 


One of the many new “Stylemas- 
ter” and “Dixiemaster” ranges 
which feature an extra large 
burner in the center. The fifth 
(middle) burner has an inter- 
changeable griddle and grate. 


Left: Stylemaster Range 


134 
Duo- Therm Division, 
Motor Wheel Corp. 


Designed for either residential or 
commercial use, this gas inciner- 
ator is a recent addition to the 
complete line of incinerators and 
home heaters offered by Duo- 
Therm. 


Right: Duo-Therm Incinerator 











110-111 
Trinity Steel Co. 


The Trinity Steel Co., cre- 
ators of the Eveready gas 
system and Eveready 
transports and truck 
tanks, display items from 
their line in miniature. 


. Eveready Gas System 


160-161 

Dearborn Stove Co. 
This model house is used to demon- 
strate “area heating” in various sec- 
tions of the home. It is‘a featured 
part of the complete display of space 
heaters and water heaters. 


“Area Heating”? Display 


48-49 
Linde Air Products Co. 
Division of Union Carbide 
and Carbon Corp. 
The Prest-O-Lite group of L. P. gas 
cylinders, constituting a selective 
line of styles and sizes, is manufac- 
tured by Linde Air Products Co 


Prest-O-Lite Cylinders 











120-122 
Pressed Steel Tank Co. 


The Pressed Steel Tank Co. displays a 
complete line of ICC cylinders for do- 
mestic use, ranging from 20- to 420-lbs., 
and the plumber type 20-Ib. cylinders. 
Various sizes of ASME truck and trac- 
tor fuel tanks will also be featured. 


L. P. Gas Cylinders 


53-57 
Remington Rand, Inc. 


The new sectional customer service 
counter for L. P. gas district office 
operation is a feature of Remington 
Rand’s office equipment and is manned 
by the company’s public utility de- 
partment. 


Customer Service Counter 


156 
The E. F. Griffiths Co. 


The E. F. Griffiths Co., manufacturers 
of conversion and servicing equipment, 
feature all types of orifices and special 
tools and appliances aimed at the re- 
quirements of gas dealers and service 
representatives. 


Gadgets for Gas Companies 
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155 

General Water Heater Corp. 
General Water Heater Corp., exhibit- 
ing new models for their eritire line, 
features the “General Deluxe” made 
with the “Generiser”, a separate, 
drainable heating element, and a new 
burner for use on L. P. gas. 


Above: General Water Heater 


73 
The Waldorf Heater Co. 
The table top water heater, an addi- 
tion to the Waldorf Heater Co.’s se- 
lective line of water heaters, is de- 
signed for installation with other base 
cabinets and is available in four sizes. 


Below: Table Top Water Heater 
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Peerless Manufacturing Corp. 


The new “Peerless” wall panel heat- 
ers, available with self-contained uni- 
trol or wall type thermostat for auto- 
matic temperature control, feature a 
“Rib” design for extra radiating sur- 
face. 


Above: Peerless Panel Heater 


119 
James B. Clow & Sons 


‘A product of James B. Clow and 
Sons, the “Gasteam” radiator is a 
complete steam heating unit requir- 
ing no boiler, basement, or steam or 
water pipes. The radiator comes in 
both the vented and unvented model. 


Below: Gasteam Radiator 
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Superior ‘Valve and Fittings Co. 


A new product, the No. 1045 bulk 
storage cylinder valve, has been ad- 
ded to the extensive line of valves 
and accessories offered... The new 
valve is engineered for speed and 
safety in filling. 


Above: Cylinder Valve 


74 
The Norris-Thermador Corp. 


A complete line of L. P. gas cylinders 
for varied installations is displayed 
by Norris-Thermador Corp. Cylinders 
are supplied with various valve ar- 
rangements and available with or 
without valves of any standard brand. 


Below: Cylinder 
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Manchester Welding & 
Fabricating Co. 


Representing the complete fuel tank 
line manufactured by the Manchester 
Welding and Fabricating Co. are a 
tractor tank,, an automotive type tank 
and a truck tank, together with valve 
specifications. 


Above: Fuel Tanks 


99-101 
A. O. Smith Corp. 


The new “Lo-Boy” warm air furnace 
is added to the wide range of heat- 
ing equipment made by the A. O. 
Smith Corp. The new unit features 
Magic-Heet control and is designed 
for basement home installation. 


Below: Warm Air Furnace 


Johnson Gas Appliance Co. 


The model CW water warmer stock 
tank heater is among many heating 
specialties and burners offered. This 
heater can be installed on all types 
of tanks, and special clamps make it 
adjustable to any depth or width 
tank. : 


Above: Stock Tank Heater 


37-38 
Servel, Inc. 


A feature of Servel’s line of gas-ab- 
sorption refrigerator models is the 
“Ice-Maker” refrigerator which 
freezes ice cubes by an automatic 
molding and drying process. This new 
model is available in three sizes. 


Below: Ice-Maker Refrigerator 


1-5 
The Weatherhead Co. 

The Weatherhead bottle filler, auto- 
matically operated by a single push- 
button, eliminates scale watching and 
fuel venting. It is among the complete 
line of cylinders, fittings, gauges, 
valves and regulators. 


Above: Automatic Bottle Filler 


15-16 
General Gas Light Co. 


Another product from the Humphrey 
line of heating equipment is the gas 
fired unit heater, which features new 
type free flow heat exchangers and is 
equipped with “Dual Flame” burners 
to develop maximum efficiency. 


Below: Gas Fired Unit Heater 

















Mindful of that age-old injunction 
against trying to serve two masters 
at one time, we at TEMCO wedded ourselves 
to gas fuel some thirty years ago. 


S HEATERS 


In spite of our share of temptations to commit 
manufacturing bigamy, we have never regretted that original 
decision. We believed, we still believe, that maximum progress 
in the development of gas appliances can be made only by those 
manufacturers like TEMCO, who concentrate their undivided loyalty 
and research in a single field. 


GAS WALL HEATER 





It appears to us that the household gas industry is approaching a similar hour 
of decision. It can continue to try to serve two masters and lose the dominant place 
it deserves in the American economy. 








Or it can align itself firmly behind the manufacturers who devote their total production and promotion 
efforts toward serving the gas industry. Naturally, TEMCO, with its corporate future firmly wedded 
to the future of gas, stands ready to cooperate completely in the latter course of action. 


TEMC Di inc. 


NASHVILLE 9, TENNESSEE 








BUILDER OF OVER 1,250,000 GAS APPLIANCES 
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Ohio Foundry and 
Manufacturing Co. 


The Lowboy circulator heater, a fully 
vented console from the Brilliant Fire 
series, is an addition to the line of color- 
harmony heaters produced by the Ohio 
Foundry and Manufacturing Co. 


Left: Circulator Heater 


127-128 
Hamilton Manufacturing Co. 


The Hamilton automatic L. P. gas clothes 
dryer, featuring the Fabri-Dial, the Sun- 
E-Day lamp and two automatic shutoffs, 
is a product of the Hamilton Manufactur- 
ing Company, who produce a complete 
line of automatic dryers. , 


Right: Gas Clothes Dryer 


91 
Selwyn-Landers Co. 


New safety relief valves for domestic 
systems, including the 500 and 1000-gallon 
sizes, are introduced by the Selwyn-Lan- 
ders Co., designers and manufacturers of 
L. P. gas equipment. 


Right: Safety Relief Valves 


13-14 
Odin Stove Manufacturing Co. 


The Beautydryer, an automatic clothes 
dryer originally designed for use with 
L. P. gas, is a product of the Odin Stove 
Manufacturing Co., who produce the 
Beautyrange line of automatic gas ranges. 


Left: Gas Clothes Dryer 


71-72 
Hardwick Stove Co. 


The EconoMatic automatic gas range, fea- 
turing exclusive new Equa-Flo oven and 
broiler burner and EconoMatic pin-point 
pilot is a product of the Hardwick Stove 
Co., manufacturers of a complete line of 
automatic gas ranges. 


Left: Gas Range 


21 
Weldit, Inc. 


Two new jet superheating torches de- 
signed to meet such applications as weed 
burning, road repair and thawing are dis- 
played by Weldit, Inc., in addition to their 
regular line of L. P. torches, accessories, 
plumbers furnaces and equipment. 


Right: Jet Superheating Torches 
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sensational, NEW oven 
and broiler burner! 


Absolute Heat Balance 
in the oven—perfect heat distri- 
bution in the broiler, with the 
exclusive, new HARDWICK Equa- 
Flo burner! Broils 2 big sirloins 
to perfection all over! Balances 
oven heat so that four cake lay- 
ers are identical—no turning, no 
peeking at all! 





EconoMatie 


sensational pin-point pilot! 
About '/3 usual size! 


All Burners, Oven, and 
Broiler light automatically 


‘with the turn of a dial—the 
conveniences of automatic gas 


cooking plus a cool kitchen, a 


cool range, and mighty easy on 
the gas bill! EconoMatic is the 
matchless: method of automatic 
lighting. 





Econolro! 


sensational 2-in-1 
automatic top burners! 


Thrifty EconoTrol burners 
mean 2-in-1 action—2 flames 
with countless visible variations. 
Start with high, hot flame for 
quick boiling; then click to in- 
stant simmer-center. Tiny, eco- 
nomical simmer-center is ideal 
for waterless cooking. Save gas, 
save vita- 

mins, save 

money with 

HARDWICK 

EconoTrol! 


oe eBOOTHS 71 and 72, UPGA TRADE SHOW 
May 3-6 — Conrad Hilton = Chicago 
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123-126 
Magic Chef, Inc. 


The new “Radiant-Hearth” gas console 
heaters, available in three sizes and fea- 
turing the appeal of a fireplace, are manu- 
factured by Magic Chef, Inc., producers 
of a complete line of domestic gas ranges, 
commercial cooking equipment and all 
types of gas room and home heaters. 


Left: Console Heater 





11-12 

Burroughs Adding Machine Co. 
The Burroughs Adding Machine Co.’s 
sensimatic accounting machine enables 
the simultaneous preparation of custo- 
mers’ statements and delivery records, 
thus eliminating time on degree day ledger 
posting. 

Burroughs Accounting Machine 





22 
Reo Motors, Inc. 

A new and smaller Gold Comet engine is 
now being produced by Reo Motors, !:c. 
Designed and built specifically for L. P. 
gas, the new engine is available in ihe 
company’s F-20 truck series. 
Gold Comet Engine 
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AMERICAN Meters give your 
customers regular utility type 
service 24 hours a day 


In the expanding LP-Gas Industry, the 
growing trend is toward metered service. 
More and more suburban home owners 
and business men are demanding the 
same accuracy of measurement of LP-Gas 
that they receive from other utility 
services. Meters —“cash registers” for 
the Gas industry for over 100 years — 
provide the answer. 

Modern American LP-Gas meters are 
precision instruments for accurate meas- 
urement from pilot burner to full rated 
capacity. They are built with the same 
fundamental design as the meters used 
in the Gas Industry — and for the 
same dependable, trouble-free operation, 
year-in and year-out. 


FREE- write for your Guide to LP-Gas Metered Service 


—new informative booklet 
describing many time and 
money saving suggestions on 
use, installation, handling, 
testing and storing of LP-Gas 
Meters. 


See our display booth 113-114, Liquefied Petro- 


leum Gas Association Annual Convention, Conrad 
Hilton Hotel, Chicago, May 4-6. 
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136 
Trageser Copper Works, Inc. 


Representing a new concept in water 
heater design, the Trageser “Copper 
Core” automatic gas water heater fea- 
tures an all-copper tank with an all- 
copper flue. L. P. gas cylinders by 
Trageser are also displayed. 


Above: Copper Core Water Heater 


6-8 
Norman Products Co. 


The Norman “Hi-Lo Boy” forced air 
gas furnace can be installed in a 
basement or service closet and is a 
complete heating unit with all con- 
trols prewired and mounted on a 
central control panel. 


Below: Forced Air Gas Furnace 
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Preview of 


145-146 
Crown Stove Works 


Occupying only 30 in. of space, the 
Crown “Space-Saver” gas range has a 
king-size 24-in. oven. The range is 
available in two models, and features 
such accessories as an electric lamp 
and clock. 


Above: Space-Saver Gas Range 


84 
Bowser, Inc. 


A new addition to Bowser’s inciner- 
ator line is the “Incinor” model B-42 
of four-bushel capacity for commer- 
cial use. With a 50,000 Btu per hour 
input the incinerator has manual 
push-button lighters, twin burners. 


Below: Bowser Incinerator 
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164 
William Wallace Co. 


“Metalbestos,” an insulated double- 
wall gas vent pipe, is manufactured 
entirely of aluminum and features 
adjustable lengths, adjustable elbows 
and special quick-couplers for easy 
cutting and fitting. 


Above: Metalbestos Vent Pipe 


29 
Faucehot Heater Co. 


The “FauceHot” automatic gas heater 
featuring exclusive “Aire-Lok” air 
controlled principle has new double 
heavy steel tank and silent burner. 
Other items displayed include the 
“FauceHot” line of boilers. 


Below: FauceHot Water Heater 
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IT’S GARLAND’S | 


1D) RANGE REPLACEMENT ¢ 


MONTH: 


Big Advertising And Promotion 
Program To Help You Sell Gar- GARL 
land In May. No oa 


250,000 ADS Te : with 


directed to restaurants, hotels, hospi- Centra-Heat 
tals, schools, colleges, churches, drug 

stores, department stores—wherever aT Open Top 
food is served—all concentrating on es , LAND 

Garland Series 29. . ¢ No. 47-29 


FLOOD OF DIRECT MAIL with 
For you to mail to your own special Unitherm 
prospects—all concentrating on Garland x Fry To 
Series 29. a GARLAND ‘ 


SPECIAL DISPLAY MATERIAL . No. 45-29 


To help you sell right on the floor— ; 

concentrating on Garland Series 29. Sell with ao —s war , a 

with the push. We’re telling ’em! Spertro-Heat “2 GA c Ee. 

You sell ’em! Hot Top hibit National Restaurant 
é' Convention and Exposition 

May llth to 15th, Navy 

Pier, Chicago. 





P-S-S-S-T 


Are you a 
*45-Twenty- 
Niner’’? 


Like fun? Good fellow-ship? 


Special est eta ~ al 
for a job well done? Then you'll Heavy Duty Ranges © Restaurant Ranges ® Broilers * Deep Fat Fryers * Griddles © 


Ewenty great fam beta Broiler Griddles © Baking and Roasting Ovens ® Counter Griddles * Dinette Ranges 


it’s secret. 





mROpUcTs. DETROIT-MICHIGAN STOVE CO., DETROIT 31, MICHIGAN 
Gu = in Canodo, GARLAND-BLODGETT, LTD., 2256 Eglinton Ave. W., TORONTO 
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50 
Siegler Heater Corp. 


The Lo-Boy gas heater, available in three models, 
is an addition to the line of the Siegler Heater 
Corp., which also features automatic gas home 
space heaters and a triple duty kitchen heater 
which heats, cooks and furnishes hot water. 


61-63 Below: Lo-Boy Gas Heater 


Cribben & Sexton Co. 


The Consume-All, a cylin- 
drical automatic gas inciner- 
ator for the home, is the 
newest product of Cribben 
& Sexton Co., manufacturers 
of the Universal line of gas 
ranges. The Consume-All, 
designed for outside use, is 
available in three models. 








Right: Incinerator 


194 
International Manufacturing Co. 
On display by the International Manufacturing Co. 
is the Chinook Wind portable heater, which is de- 
signed for varied uses in the fields of construction, 
maintenance and agriculture, and a number of 
other industries. Portable dryers and all purpose 
torches are other products from the company’s line. 


Left: Portable Heater 








104-105 
Detroit-Michigan Stove Co. 


Headlining the new Garland restaurant line pro- 
duced by Detroit-Michigan Stove Company is the 
“Granite Gray” range, which features the commer- 
cial cooking conveniences of a shelf with built-in 
flue, legs with adjustable height and heavy duty 
oven heat control. In addition to the “Granite 
Gray” model, the Garland range is available in 
black Japan and stainless steel. 





Right: Restaurant Range 








ALUMINUM 


pon) ie 


Penn alone saw the importance of installing a department 
to service you, “‘your own industry.”” This department 
offers you the following: 

*The flame blue protective carton—labeled, 
“Bottled Gas Tubing,” the industry’s standard. 
*Another Penn first—varied wall thicknesses 

to meet your needs—see chart below. 


50’ COILS INDIVIDUALLY PKD. 








WALL 
O. D. SIZES 


Wp 


Penn's Papco tube tools are also 
the standard for the LP industry. 
The Zip-Kit now includes, in addi- 
tion to the famous Papco No. 400 
flaring and the No. 500 cutting 
tools, the Form-a-Gage—another 
Penn first. Write for your industry’s 
tool guide. 


Copper Aluminum 

-030 | .035 

.032 | .035 | .035 | .049 
035 


TUBE TOOLS 


QUALITY TUBING HAS A “PENN NAME” 


PENN BRASS & COPPER COMPANY 


ERIE - PENNSYLVANIA - TELEPHONE 3-1164 
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82 
Imperial Brass Manufacturing Co. 


A new tool for flaring soft copper, steel, 
aluminum and brass tubing has been added to 
the line of Imperial Brass Manufacturing Co. 
Known as the No. 500-F Rol-Air Flaring Tool, 
it automatically burnishes the face of the flare 
after it has been formed and is designed to 
make 45° flares on 3/16”, 4%”, 5/16”, 3%”, 16” 
and 5g” O.D. tubing for standard S.A.E. flared 
fitting joints. 

Rol-Air Flaring Tool 














193 
Wright Products Co. 


Now in production by the Wright Products 
Co. is a remote low liquid level indicator. 
Called the Lo-Glo, it is an adapter for the 
magnetic liquid level gauges now in general 
use in homes and businesses and gives a red 
signal to tell the customer when the liquid 
level in his gas system reaches any pre- 
determined level. 


Liquid Level Indicator 


97-98 
A. R. Wood Co, 


The A. R. Wood Manufacturing Co. has an- 
nounced the new Hover attraction light for 
gas brooders. Designed to attract birds at 
night to the warmth of the Hover and thus 
prevent straying, the light is a single unit 
consisting of cap, cord, socket and switch, and 
takes either a 15 or 25 watt bulb. 


Brooder Light 





137 
Clifford B. Hannay: & Son, Inc. 

A side cabinet model of an explosion-procf 
electric drive hose reel is now being manu- 
factured by Clifford B. Hannay and Sons, Inc. 
for application to L. P. gas delivery. Designed 
for use with the explosion-proof motor, the 
new hose ‘reel eliminates gear-shifting and 
clutch engaging. 

Hose Reel 
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There’s a Permaglas automatic gas water 





Consumer acceptance of Permaglas proved by 
more than 2 million A. O. Smith glass-lined 
water heaters installed in American homes. 


Sell the automatic water heater your pros- 
pects want...the water heater with the ex- 
clusive formula glass-surfaced steel tank that 


and its made by 








AO.Smith 





Everyhome — 
owner wants 
ondoSvih Paymaglas 





heater to fit any home . . . anywhere, AUTOMATIC WATER HEATER 


can’t rust because glass can’t rust... Permaglas! 


Get the big share of water heater sales in 
your community with Permaglas . . . the auto- 
matic water heater with exclusive sales plus 
features: Glass lined tanks... Heetwall construc- 


tion...100% efficient controls. Se/] Permaglas! | 


PERMAGLAS is backed by the 
greatest, most consistent and 
continuous advertising-sales pro- 
motion campaign in the industry! 


Le | 
A. 0. Smith also man- = PERMAGLAS-HEATING DIVISION 
ufactures Gas Conver- : 
sion Burners, Home- KANKAKEE, ILLINOIS 
heating Boilers, Worm SALES: Atlanta * Chicago 4 * Dallas 2 ». Denver 2 © Detroit 21 
Air Furnaces and Com- Houston 2 © Los Angeles 22 * Midland 5, Texas * Milwaukee 8 
mercial Weter Heaters Minneapolis * New York 17 * Philadelphia 3 « Pittsburgh 19 

San Francisco 4 * Seattle 1 * Springfield, Mass. * Tulsa 3 





Washington 6, D.C. 


SERVICE: Chicago 17 © Dallas 1 * Oakland 21 * Union, N.J. 
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international Division: Milwaukee 1, Wis., U.S.A. 


Licensee in Canada: John Inglis Co. Lid. 
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41 
North Texas Tank Co. 


A packaged unit truck tank, the Nor-Tex “Convention 

Special,” is built and equipped especially for the L. P. 

gas dealer. Specializing in factory-tailored Nor-Tex 

units, the North Texas Tank Co. manufactures a com- 

plete line of L. P. gas equipment, including truck and 182 

trailer tanks, storage and domestic tanks and portable a 2 

filling stations. Siebring Manufacturing Co. 


Above: Unit Truck Tank Designed to operate continuously during 
heavy weather, the new gas burning 
stock tank heater of Siebring Manufac- 
turing Co. is available in six models, 
light and heavy, automatic, semi-auto- 
matic and manual control. Siebring is the 
producer of a line of metal products 
167 S ee oe specialties. 
Ardmore Products | oo . Above: Stock Tank Heater’ 

Division of Amco Corp. — 

The Ardmore L. P. gas power 

reel, for use with the Ardmore 

explosion - proof motor and 

switch, is available in side 
~ cabinet model with explosion- 

proof switch. Motor features 

push-button control, gear-to- 

gear drive and consumes only 

75 amps. 


Right: LPG Power Reel 
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READERS’ SERVICE COUPON 


Just fill in this coupon.for Products information and 
copies of new publications, and mail to 


BUTANE-PROPANE NEWS, 198 S. Alvarado St., Los Angeles 57, Calif. 


x5 


149-150 
Temco, Inc. 





items in which you are 
interested. 


No. No. No. 





5/53 Fill in numbers of ) No. No. No. 
J ‘ 


This. space heater features a series of 
metal plates curving eccentrically behind 
burner and radiants to create a rapid 
circulation pattern which produces heat- 
ing efficiency with cool cabinet safety. 
Temco also manufactures a line of vented 
and unvented heaters, floor furnaces and 
automatic clothes dryers. 


Above: Space Heater 
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“SALES CLINCHERS” FOR GAS RANGE SALESMEN 


No. 3 of a Series 


To sell her the GAS range, show her 
the “SPECTRUM OF HEAT” with... 


ALLTROL (4ater Sdamer 


Only ranges equipped with famous Alltrol Center 
Simmers* have a complete spread of heat from a 
“Keep Warm” 130° temperature to a hot, full flame for 
fast frying or boiling. Show it to your customer 
dramatically; have her turn the handle, hear it ‘‘click,”’ 


see the complete “‘spectrum of heat.” 


ONLY ALLTROL BURNERS GIVE THE "SPECTRUM OF HEAT” 


Full flame Starting A full range of inter- Click... here’s efficient “Cen- Click . . . a gentle “Keep 
Burner for quick boil or mediate heats when wide ter Simmer” that maintains Warm” heat . . . without 
fast frying. spread of heat is needed. boiling in any covered vessel. further cooking. 


*Write for names of ranges featuring ALLTROL Center Simmer. 
®Trade Mark Reg. U.S. Pat. Office 


SEND FOR FREE BOOKLET 
“How to Sell More Gas 
Ranges” 


Address Dept. 53B 


_ HARPER-WYMAN COMPANY 


nnes Avenue Chicago 20, Illinois 


““ALLTROL CENTER SIMMER’’ MAKES GAS THE’: WINNER 
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Men Must WANT to Work Safely 


Management's Attitude Toward Employes Important Factor 


. J. RODGERS, superintendent 

of personnel and safety, nat- 
ural gas department, Magnolia Petro- 
leum Co., speaking before a regional 
meeting of the Natural Gasoline As- 
sociation of America at Midland, 
Texas, recently stressed the impor- 
tance of “motivation” in accident pre- 
vention and safe practices. 


“The three ‘E’s’ of safety—engi- 
neering, education and enforcement 
—are extremely essential in solving 
accident problems,” said Mr. Rodg- 
ers, “but as reflected by our records, 
they are not enough. Men must want 
to work safely.” 

Mr. Rodgers presented a resume 
of the many factors that enter into 








<7 0 cy .Y 
RANGE 


KING SIZE 
OVEN 





See this 30” range and 
other Crown models at 
Booths 145 and 146 
LPGA Convention, 
May 3rd to 6th 
Conrad Hilton Hotel 
Chicago 





ve 


ITS HERE! 


~~ 
¥ 


CRO 


WN SPACE-SAVER 


tly, Aen 


Lane 








with the hk 


GIANT 24 INCH OVEN 


GIANT 20 IN, BROILER‘ 
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The sensation of the gas range industry. New 30” range 
with 24” wide oven. Easily accommodates 6 pies; 8 cakes; 
12 loaves of bread. All deluxe equipment with Alltrol 
Center-Simmer Top Burners, Electric Lamp, Clock and 
Chime Timer. 


If you will not be at the Convention send for detailed catalog today! 


| PP prdox 
DD) ABV CROWN STOVE WORKS 
CROW N 4627-35 W. 12th Place 
ee Chicago 50, Illinois 
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any safety program. “Basically,” said 
Mr. Rodgers, “I believe there are 
four fundamentals to our accident 
program: 

1. A safe place to work. 


2. Competent, well trained and under- 
standing supervisors. 

3. A feeling on the part of the em- 
ploye that he is a part of, and belongs 
to, the organization. 

4. The will and desire of the employe 
to work safely. 


“The first two of these are man- 
agement’s responsibility,” said Mr. 
Rodgers, “and to my certain knowl- 
edge, management of our industry 
has spent many dollars and much 
time in trying to accomplish this end. 
Management realizes that supervis- 
ors of today and those of tomorrow 
must have a broad interest, wide 
imagination and deep understanding. 
No longer can labor, management 
and capital go separate ways. Each 
is now dependent upon the others for 
the successful prosecution of its wel- 
fare and the welfare of society. 


Affects All Employes 


“Tf we fail to realize this, I am 
afraid we are not being intellectually 
honest. Further, management knows 
that if it fails to educate its super- 
visors and keep them informed on 
all problems, they may take the at- 
titude that production is their only 
responsibility or concern. If this hap- 
pens, employes take the attitude that 
safety is secondary and of little con- 
sequence. 

“The next two are the responsibil- 
ity of the individual supervisor, and 
I am firmly convinced that his only 
approach to achieving these accom- 
plishments is through a man-to-man 
approach. 

“Let’s stop right now and drag out 
into the open any attitudes we have 
toward employes. If there is any 
doubt as to whether or not we have 
such attitudes, I know one sure way 
to find out. I call it the ‘they’ method. 
If, upon checking ourselves, we find 
we refer to our employes more fre- 
quently as ‘they’ than as John, Fred 
or Slim, we may rest assured that 
we have attitudes that need looking 
into right now. I wouldn’t be a bit 
surprised if we discovered that most 
of our problems with employes today 
have come about as a result of em- 
ployes thinking of their supervisors 
and management as ‘they,’ and of the 
supervisors and management think- 
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NEW and appealing Decorator Models will 
highlight the BRILLIANT FIRE Line of Gas 
Heaters for 1953. Fresh and sparkling, the 
new finishes have won approval of expert 
decorators as representing popular moods in 
Color Harmony. Like all BRILLIANT FIRE fin- 
ishes, Decorator Models have hard, durable, 
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FOR ALL GASES 


DON'T sell Heaters . . . sell HEATING SERVICE. 
Sell the kind that gives a lifetime of cozy com- 
fort to customer . . . requiring least of your 
servicing time. There’s over a century of engi- 
neering “know how” behind BRILLIANT FIRE 
Heaters and every model is SERVICE CHEKD. 
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WRITE FOR CATALOG : oe 


THE OHIO FOUNDRY & 
MANUFACTURING COMPANY 
“Quality Heating Equipment Since 1846" 
STEUBENVILLE, OHIO 
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ing of employes in terms of ‘they’. 

“Every normal human being needs 
to have his personal importance ree- 
ognized before he can be and do his 
best; employes who fail to get such 
recognition from their . supervisors 
will get it elsewhere. And their loy- 
alty is bound to go to those who pro- 
vide that recognition. For example, 
Old Man Ego rules. Some people 
think that men organize into trade 
unions primarily because their ego is 
pushed around; because they haven’t 
been given a fair chance to preserve 





their individuality and assert them- 
selves. This double urge of preser- 
vation and assertion is given us by 
nature, and is called our ego—and 
we will fight and even die for it. 
“What sort of leader is a man like- 
ly to follow with enthusiasm?” asked 
Mr. Rodgers. “Will he choose the 
one who suppresses him, who pushes 
him around, who continually weak- 
ens his self-confidence, one who dis- 
courages him and who fails to set a 
good example? No! But he will give 
his heart and mind and hands to a 
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Everyone 
‘ S Looking 


AT THE NEW 
GOSS CYLINDER 
HOOD 






GOSS GAS wx 


Manufacturers of: 


L.P. Lead Melting Furnaces, Blow Torches and Salamanders. 
L.P. Cylinders - 10 Ib. 20 Ib. 


Cutting & Welding Equipment 


Pat. Pending 


GLENSHAW, PA. 


100 Ib. 











leader who gives him a chance to 
develop, who encourages him, who 
helps him to be right and feel right, 
and who sets a good example and 
practices what he preaches. Elemen- 
tary, isn’t it? Well, then, let it be 
our guide to leadership.” 

According to Mr. Rodgers, the dif- 
ference of opinion between manage- 
ment and labor is caused mainly by 
the behavior of management and 
labor toward each other. Therefore, 
behavior may become the key to the 
cause and cure of all accident prob- 
lems. “So,” he said, “let’s take hold 
of this behavior business and do 
something about it. 


Can’t Foresee Human Reactions 


“T doubt very much’ if there will 
ever be a book that contains cut-and- 
dried recipes for specific treatment 
of all kinds of behavior bound to 
result from all the types of people 
there are, under all conditions, be- 
cause of this all-important fact: Deal- 
ing with people is an art—not a 
science. There is no cut-and-dried 
procedure for painting a picture, for 
composing a song, for playing, sing- 
ing, acting or public speaking. While 
it is true there are guiding principles 
for all things, once these’ principles 
are established and understood, suc- 
cess in these fields, including per- 
sonal relations and accident preven- 
tion, can come through practice. 

“T am convinced that a man-to-man 
approach to our accident problems is 
the shortest and the best. So with 
the right attitude regarding the im- 
portance of the individual, the power 
of suggestion over command, the 
power of leading over driving, I sug- 
gest five simple rules: 

1. Let each worker know: how he is 
getting along. 

2. Give credit when due. 

3. Tell people in advance about 
changes that will affect them. 

4, Make best use of each person’s abi!- 
ity. 

5. Treat each person as an individue!. 


“Gentlemen,” concluded Mr. Rodg- 
ers, “when this is done, then will 
come the most important factor— 
MOTIVATION. Our employe will 
have the satisfaction of knowing he 
is part of a cooperative effort to pro- 
tect the lives and happiness of him- 
self, his family, his fellow employes, 
and will have THE ACTIVE DE 
SIRE TO WORK SAFELY.” 


BUTANE-PROPANE News 




















sion 
imr 
tion 
ers 
Chix 
Han 
ver, 
revi 
achi 
Ce 
and 
will 
the 
The 
indy 
gray 
Sions 


MAY 









F. N. Mabee George W. Bach 


Industry Attention Focused 


On Chicago Convention 


More than 3000 men and women 
from all parts of the United States 
and_ several foreign countries will 
view a greatly expanded trade show 
at the 1953 LPGA convention which 
opens at the Conrad Hilton Hotel, 
Chicago, May 3. The four-day event 
features a total of 196 exhibits cover- 
ing 40,000 sq. ft. of floor space where 
the latest in L. P. gas appliances and 
equipment will be displayed. 

An address by U. S. Senator Alex- 
ander Wiley, Wisconsin, chairman of 
the Senate Foreign Relation Commit- 
tee, will highlight the luncheon on 
May 4, after which an afternoon ses- 
sion will present talks by Mort Farr, 
immediate past president of the Na- 
tional Appliance and Radio-TV Deal- 
ers Association; H. Ferris White, 
Chicago, partner in Booz, Allen & 
Harnilton Co., and F. N. Mabee, Den- 
ver, Colo., LPGA president, who will 
review recent industry progress and 
achievements. 

Cal Tinney, prominent columnist 
and humorist of radio and television, 
will entertain industry members at 
the Wednesday luncheon on May 5. 
The afternoon has been reserved for 
industry section meetings. The pro- 
grarms and chairmen for these ses- 
sions will be as follows: 
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Marketers — I. W. (Pat) Patter- 
son, General Gas Corp., Baton Rouge, 
La., chairman. Speaker: W. R. Lund, 
Warren Petroleum Corp., Tulsa, 
Okla., “Marketing Research in the 
L. P. Gas Industry.” Panel on “Loads 
That Are Overlooked”: Walter H. 
Miller, Dri-Gas Co., Chicago; R. C. 
Harris, Suburban Gas Service, Up- 
land, Calif.; A. H. Cote, Suburban 
Propane Gas Corp., Whippany, N. J., 
and C. F. Butterworth, Magic Gas 
Service, Ortonville, Minn. Open 
Forum. 

Suppliers Joint Session — Speaker: 
Donald M. Hobart, vice president 
and director of research, Curtis Pub- 
lishing Co., Philadelphia, Pa., “Out- 
look for the Future”; M. L. Trotter, 
Carolina Butane Gas Co., “We’re on 
Your Team.” 

Appliance Manufacturers Session 


G. 


— George H. McFadden, Ohio Foun- 
dry & Manufacturing Co., Steuben- 
ville, Ohio, chairman. Round-table 
discussion. 

Equipment Manufacturers Session 
— Robert C. Lisk, Fisher Governor 


McRae dancers, known as ‘Dancing Delovelies,”’ will entertain industry mem- 
bers during Chicago convention and trade show. 
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Joan (left) and Jean McAllister, 17- 
year-old daughters of C. J. McAllister, 
vice president and general manager of 
The Parlett Gas Co., Waldorf, Md., 
will reign at the LPGA convention and 
trade show as the L. P. gas twins — 
Miss Butane and Miss Propane. 


Co., Marshalltown, Iowa, chairman. 
Round-table discussion. 

International — Al Alice, Delta 
Tank Manufacturing Co., Baton 
Rouge, La., chairman. Round-table 
discussion. 

Producers — George W. Bach, 
Skelly Oil Co., Kansas City, Mo., 
chairman. Round-table discussion. 

Tank Fabricators — Fred A. Hen- 
ninger, Charlotte Tank Co., Char- 
lotte, N. C., chairman. Round-table 
discussion. 

Utilities — John Knox Smith, Me- 
trogas, Inc., Chicago, chairman. 
Round-table discussion. 


Full Day For Trade Show 


“No business meetings will be held 
on Tuesday,” said Stan Beske, presi- 
dent of Kay Gases Co., Chicago, 
chairman of the arrangement com- 
mittee. “This is to give industry 
members a full day for visiting the 
trade show.” 

Climaxing the annual meeting will 
be the Wednesday evening banquet 
and “Gas-Flame Gaieties” with a 
parade of topflight entertainment 
headed by Rufe Davis, “Hollywood’s 
Most Fashionable Hillbilly.” 


NFPA 


The 1953 annual meeting of the Na- 
tional Fire Protection Association is 
scheduled in Chicago, May 18-22, at 
the Palmer House. : 

Among important subjects to be 
covered will be reports on the follow- 
ing: “Revised Standards for Lique- 


fied Petroleum Gas Piping and Ap- . 


pliance Installations in Buildings”, 
and amendments to “Standards for 
the Storage and Handling of Lique- 
fied Petroleum Gases.” 
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Southeastern District LPGA 
Holds Its Largest Convention 


Urging L. P. gas men who attend- 
ed the LPGA Southeastern District 
convention and trade show held in 
Atlanta, Ga., March 23-25 to chal- 
lenge all business decisions with the 
word W-H-Y, Lewis F. Gordon, bank 
and business consultant, of Atlanta, 
struck a keynote for the conference. 
WHY should my prospect cook with 
L. P. gas instead of electricity? WHY 
is my service more dependable? 
WHY should I select this particular 
market area? WHY this exact sales 
approach? WHY! WHY! WHY! “You 
won’t fool yourself,” he said, “if you 
test your actions with that word 
WHY; and you will .also develop 
‘sincerity,’ that most important in- 
gredient to business success. 

A total of 832 registered at the con- 
ference, but Secretary Tom Fields, 
of the LPGA Southeastern District, 
estimated that a good thousand peo- 
ple, including wives, were in attend- 
ance. The Jacksonville, Fla., meet- 
ing of a year ago, he said, drew a 
registration of around 600, and the 


By Craig Espy 


meeting two years previous had 400. 
Fifty-four exhibitors had their prod- 
ucts on display at the meeting. 

Max Fetty, Delta Tank Co., speak- 
ing on the subject, “Advertising To- 
day for Tomorrow’s Sales,” laid par- 
ticular emphasis on the fact that ad- 
vertising is a course of treatment, 
not a shot in the arm. It shouldn’t 
be turned on and off like water in 
a faucet, but is a constant selling 
tool. “Besides,” he said, “the non- 
advertiser pays for advertising 
whether he uses it or not. He pays 
for it in the volume of business lost 
and in the number of customers who 
buy elsewhere. The way to. do 
more business,” he pointed out, “is 
to invite business with advertising, 
not just hope for it. Good adver- 
tising does not cost,” he said, “but 
brings back the original investment 
with profit dollars along with it.” 

Talking on “Advertising with a Big 





Attending the Southeastern District LPGA convention in Atlanta were: (seated, 


left to right) James L. 


Harper, vice president, Georgia LPGA; R. C. Haupt, 


president, Georgia LPGA; F. Leslie Fagan, president, North Carolina LPGA; 

M. L. Trotter, president, South Carolina LPGA; D. N. Rivers, director, South 

Carolina LPGA; (standing, left to right) J .J. O’Connor, secretary-treasurer, 

Georgia LPGA; M. L. Prickett, director, South Carolina LPGA; -R. S. Steele, vice 

president, North Carolina LPGA; R. D. Shuler, director, South Carolina LPGA; 
and B. M. Lane, director, North Carolina LPGA. 
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A,” L. R. Chandler, Gas Oil Products 
of Florida, Inc., told how the hard- 
hitting cooperative advertising pro- 
gram of the gas institute of greater 
Miami, now in its second year, had 
helped to win the competitive battle 
over electricity. “This program,” he 
said, “plus other united efforts has 
practically reversed the water heater 
market, especially on project homes 
where at one time the power com- 
pany had sold approximately eight 
out of every ten water heaters.” He 
illustrated in numerous ways how 
advertising and selling work to- 
gether. 


Three Business Essentials 


S. L. “Sid” Stapleton, Consolidated 
Gas Co. of Atlanta, talking on the 
subject, “There’s a Salesman in Your 
Future,” said there are three basic 
things necessary to any successful 
business enterprise. “Find the right 
man; train him; supervise his efforts 
so he will produce profits for himself 
and for your company. To find sales- 
men,” he said, “first, create the op- 
portunity that will attract salesmen. 
Then talk to filling station attend- 
ants, route salesmen and everyone 
you meet about what your company 
offers. Don’t overlook your present 
employes, but give them a chance 
for advancement.” He also laid down 
rules for training and supervising. 

Speaking at one of the luncheon 
programs, L. L. Waters, of the School 
of Business, University of Indiana, 
predicted good years ahead for the 
L. P. gas business. “If general busi- 
ness declines,” he said, “the L. P. 
gas business will decline less than 
the general level and if business ex- 
pands, your business will expand be- 
yond the general level.” He predicts 
greater sales of the househeating 
load and said the industry had only 
scratched the surface in. carburetion 
and power uses. Jack Major, “The 
Colonel from Kentucky,” was the 
speaker at the annual banquet. 


R. H. Wherry, member District exe- 
cutive committee; J. A. Cleghorn, Jr., 
president Alabama L. P. Gas Dealers 
Association; L. B. Stokesberry, presi- 
dent Florida LPG Association; Lou 
D. Hill, president Georgia LPG As- 
sociation; R. T. Morris, president 
North Carolina LPG Association, and 
M. L. Trotter, president South Caro- 
lina LPG Association, presided over 
the various sessions of the conven- 
tion. Hermann Paris, James L. Chan- 
cey, J. R. Vaughn, E. R. Hughes, and 
Ken O. Dupree served as chairmen 
of the various convention commit- 
tees. 

Very high attendance at all meet- 
ings and convention functions was 
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partly due to attendance prizes made 
possible by manufacturers. The de- 
luxe gift of all gifts, a Chevrolet “Bel- 
laire” coupe, given away at the ban- 
quet, was won by R. F. Pecht, Bruns- 
wick Ice & Coal Co., Laurenceville, 
Va. 

A partial list of new officers elected 
at the state meetings held on the last 
day of the conference follows: 

South Carolina: M. L. Trotter, 
Carolina Butane Gas Co., Columbia, 
re-elected president; Charlie Smith, 
Seaboard Gas Co., Charleston, vice 
president; E. K. Butler Jr., Dualane 
Gas Co., Columbia, secretary-treas- 
urer. 

Directors elected were: D. N. Riv- 
ers, Dixie Gas & Electric Co., Ridge- 
land; R. D. Shuler, Pee Dee Gas Co., 
Inc., Conway; M. L. Prickett, Empire 
Gas Co., Holly Hill; N. M. Crews, 
Carolina Gas Co., Greer; John H. 
Barlow, Domestic Gas Co., Inc., 
Naval Base. 


North Carolina: F. Leslie Fagan, 
Gem Automatic Gas Co., Granite 
Quarry, president; R. S. Steele, 
Steele Rulane Service, Hickory, vice 
president; Jim Collier, Collier Gas 
Co., Inc., Whiteville, secretary-treas- 
urer; B. M. Lane, Carolina Gas Co., 
Inc., Morganton, director. E 

Georgia: W. G. Haupt, Coastal Bu- 
tane Gas Co., Savannah, president; 
James L. Harper, Service Gas Co., 
Jesup, vice president; J. J. O'Connor, 
Southern Gas Corp., Tucker, secre- 
tary-treasurer. Elections for Ala- 
bama and Florida will be held later. 

Hermann Paris, Consolidated Gas 
Co., Atlanta, Ga., and other officers 
of the company were hosts to a cock- 
tail party given to members, and their 
wives, of the board of directors of the 
National LPGA, which convened in 
Atlanta at the same time as the 
Southeastern District meeting. The 
affair was held in the new offices of 
the company. 


Two Hundred Attend 
Louisiana Convention 


Approximately 200 members, sup- 
pliers, and guests were registered at 
the annual convention of the Butane- 
Propane Institute of Louisiana, held 
at the St. Charles hotel, New Or- 
leans, March 30-31. 

Reports of the retiring officers, R. 
W. Anderson, president; J. C. Chen- 
evert, secretary; and W. C. Bogan, 
treasurer, indicated a successful 
year, with a moderate surplus in the 
treasury, and all except nine dealers 
in the state signed up for active mem- 
bership. 


Speakers included a number of in- 
dustry leaders from outside the state, 
and officers of the L. P. Gas Com- 
mission of Louisiana. 

Speaking on “Who Is Responsible 
for Safety,” Carl Abell, editor of 
“Butane-Propane News,” outlined 
the reasons for the unfavorable pub- 
licity affecting the industry, and pre- 
sented a constructive program to re- 
duce the adverse newspaper com- 
ments. 

W. R. Thorne, senior sales engi- 
neer, Stanolind Oil & Gas Co., Tulsa. 


Out-of-state speakers at the Louisiana convention. Left to right, Robert A. 
Johnson, Rockwell Manufacturing Co.; Eugene E. Bishton, L. P. G. Credit Corp.; 
Earl W. Gammage, Pan American Casualty Co.; Carl Abell, Butane-Propane 
News; James |. Gorton, GAMA; Wm. R. Thorne, Stanolind Oil and Gas Co. 
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New officers of Butane-Propane Insti- 
tute of Louisiana. Seated, J. C. Chene- 
vert, president; Frank M. O'Neal, vice 
president; standing, Walter C. Bogan, 
treasurer; Whitney J. Duhon, secretary. 


Okla., reported on the current status 
and economic importance of the un- 
derground storage program. 

James I. Gorton, range promotion 
director, Gas Appliance Manufactur- 
ers’ Association, Néw York, gave an 
informative talk on “How to Sell 
Modern Gas Ranges,” followed by 
the film on that subject put out by 
the association. 

In his talk on “The Advantages of 
Domestic Metering,” Robert A. John- 
son, district sales manager, Rockwell 
Manufacturing Co., emphasized. the 
load balancing effect produced by 
meters in combination with large 
consumer storage tanks, and the 
economy of delivery expense which 
results from smoothing out the sea- 
sonal curve. 

Eugene E. Bishton, vice president, 
L. P. G. Credit Corp., Cleveland, 
brought out the importance of con- 
sumer credit in developing sales vol- 
ume, and suggested methods of pre- 
selling prospective customers on in- 
stallment buying, in advance of the 
product sales effort. 

Speaking on “The High Cost of In- 
surance, and the Cure for It,” Earl 
W. Gammage, vice president and 
counsel, Pan American Casualty Co., 
Houston, emphasized that insurance 
costs are based on losses, and that 
the expense of safety work to pre- 
vent accidents eventually results in 
credits on the assets side of the 
ledger. 

The Liquefied Petroleum Gas 
Commission of Louisiana presented 
the program at the luncheon March 
30, with talks by W. J. Fischer, chair- 
man; K. E. Jones, director; and 
George H. Menefee, commissioner. 
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Their talks emphasized the non- 
political nature of the commission, 
and the desire’ of the members to co- 
operate with the distributors and 
dealers in safe and sound operations 
in the interest of the public. 

At the luncheon on the 31st, Vic. 
J. Schiro, acting mayor of New Or- 
leans, presented the keys of the city, 
and certificates of honorary citizen- 
ship, to all out-of-state visitors. 

The social climax of the convention 
was the grand ball, with top-billing 


entertainment features from the 
French Quarter. 

Officers for the coming year are: 
president, J. C. Chenevert, Alexan- 
dria; vice president, Frank M. 
O’Neal, Delhi; treasurer, Walter C. 
Bogan, Denham Springs; secretary, 
Whitney J. Duhon, Abbeville. Direc- 
tors elected were: Louis Abramson 
Jr., New Orleans; F. J. Roberson, 
Coushutta; Drozan Miller, Lake 
Charles; Quentin Jones, Houma; 
Max Dover, Shreveport. 
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May 3-6—National LPGA convention 
and trade show. Conrad Hilton ho- 
tel, Chicago. 


May 14-23—lInternational Petroleum 
Exposition. Tulsa, Okla. 


May 16-17 — Nevada LPG Dealers 
Association. Spring meeting and 
equipment show. Winnemucca. 


May 18-22—National Fire Protection 
Assn. Annual meeting. Palmer 
House, Chicago. 


May 20-22—Gas Appliance Manu- 
facturers Assn. Annual Meeting. 
The Greenbriar, White Sulphur 
Springs, W. Va. 


May 24-30—Southern LPGA Service 
Xhool. Louisiana State university, 
Baton Rouge. 


JUNE 


June 7-9—Arkansas Butane Dealers 
Association. Convention and trade 

* show. Little Rock. 

June 8-9—Utah LPGA, Salt Lake 
City. 

June 8-9 — South Dakota Liquefied 
Petroleum Gas Assn. Alexander 
Johnson hotel, Rapid City. 

June 14-16 — Mountain States Dis- 
trict LPGA. Annual convention and 
trade show. Troutdale-in-the-Pines, 
Evergreen, Colorado. 

June 15-16 — Ohio LPGA.. Annual 
meeting. Breakers Hotel, Cedar 
Point. 

June 16-18—WMissouri L. P. Gas Assn. 
Annual convention and trade show. 
New Jefferson hotel, St. Louis, Mo. 


June 22-23—Wyoming LPGA, Annual 
meeting, Townsend hotel, Casper. 





All associations are invited to send in dates of their 


forthcoming meetings for this calendar. 


CALENDAR 


June 24-26 — Texas Butane Dealers 
Assn. Annual convention and trade 
ony. Baker and Adolphus hotels, 

allas. 


June 25-27—Michigan LPGA. Sum- 
mer meeting. Johnson’s Rustic Re- 
sort, Houghton Lake. 


June 26-27 — Minnesota Petroleum 

s Association. Second annual 

summer meeting. Edgewater Beach 
hotel. Detroit Lakes. 


JULY 


July 19-21—Tennessee LPGA, An- 
drew Jackson hotel, Nashville 


July 26-28—Kentucky LPGA. Annual 
—r Seelbach hotel, Louis- 
ville. 


AUGUST 


Aug. 31-Sept. 2—Alabama L. P. Gas 
Dealers Association. Montgomery. 


SEPTEMBER 


Sept. 9-12—5th Eastern LPG Service 
School. University of Bridgeport, 
Bridgeport, Conn. 


Sept. 13-15—-New Mexico L. P. Gas 


Association. State meeting. Hilton 
Hotel, Albuquerque.. 


Sept. 14-15—Virginia L. P. Gas As- 
sociation. Annual Convention. Ho- 
tel Chamberlain, Old Point Comfort. 


Sept. 14-17—Texas Butane Dealers 
n. Management Institute Train- 
ing Program. Lubbock. 


Sept. 22—Pennsylvania L. P. Gas As- 
sociation. Annual. meeting. Penn 
Harris Hotel, Harrisburg. 


OCTOBER 
Oct. 11-17—Oil Progress Week. 
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SELL Siti lt, FE ATURES FOR Profits in your pocket 


Customer satisfaction 





6 
@ AUTOMATIC 
CLOTHES DRYERS 
AUTOMATIC TOPSIDE 
COOLING LNT T 
a CABINET . . 20 Gauge Steel Say TURBO-VENT 
DRUM AND INSIDE PARTS . . 16-18 Gauge Steel 
PAINT . . Rust-proof zinc phosphate coating. Epon 
rosin (epichlorahydrin bisphenol resin) is painted in- 
side and out, and baked at 400° temperature, to 
oe a durable, sparkling white finish. Bulkhead and 
rum painted in gray epon rosin, and baked at 400° 
temperature, to give a durable gray finish. 
Specifications 4 VOLTAGE . . 110 volt, 60 cycle. 
MOTOR .. 1/3 H.P. with built-in centrifugal switch. 
DRUM .. 44 R.P.M. 
CAPACITY . . 9 pounds, dry. 
BURNER . . 20,000 BTU's. 
ELECTRIC MATCH . . Requires no lighting of pilot. 
Turn timer dial, cycle starts automatically. 
SUN LAMP . . Sun-Aire germicidal lamp. 
VISUAL LAMP . . 20 watt, heavy duty. 


ILLUMINATED 
INTERIOR 











THERMOSTAT-TEMPERATURE SETTINGS . . Lo (140°), 
Controls Med (180°), and Hi (215°). High limit safety thermostat. 
TIMER . . One hour. Equipped with signal bell. 


MEASUREMENTS . . 25"" deep, 30'' wide, 36" high. 
a ag . « 2'* from floor to center.-7'' from right 
‘ 7 of center. 
Dimensions and ExHAust ‘s 8 from floor to center. 7" from right 
inpi ‘o center. 3'* diameter. 
Shipping Wis. DOOR . . Swings to the left—full opening door for ELECTRIC 
easy loading from either side. GAS LIGHTER 
SHIPPING WEIGHT . . 210 pounds. 














LIST—$289.95. DEALERS! You can make 56-2/3% on every 
Sun-Aire you sell. On what other line can you realize so much 
on your investment? Remember, too, you can average $12.00 per year on gas sales for this appliance. 


All LP Gas Installations demand 100% Safety Shut-off Valve or Unitrol 
for fully automatic temperature and safety control of all gases. 


SUPERLINER MODELS STREAMLINER MODELS 


Depth Floor Approx. Depth Floor Approx. 
Model BTU Height Width Including toCenter Ship. List Madel BTU Height Width Including toCenter Ship. List 
No. Input Diverter of Flue Wot. No. Input Diverter of Flue Wot. 


370 70,000 301,” 35” 231%)” 22” 147 Ibs. $132.25 570 70,000 30%” 33” 23,” 20” 135Ibs. $122.00 
355 55,000 30Y,” 30” 23Y,” 22” 131 tbs. 113.50 555 55,000 301,” 28” 23,” 20” 1201bs. 107.00 
340 40,000 30Y,” 30” 19” 22” I11ibs. 98.50 540 40,000 30%,” 28” 18” 20” 98lbs. 93.50 
330 30,000 224,” 26Y,” 19” 15Y)” 83ibs. 80.75 530 30,000 22” 23%,” 18” 15” 60lbs. 75.75 


270 70,000 304,” 35” 234,” 22” 141 Ibs. $110.25 470 70,000 30,” 33” 23%” 20” 125tbs. $100.00 
255 $5,000 301%” 30” 234,” 22” 123tbs. 91.50 455 55,000 30,” 28” 23,” 20” 110lbs. 85.00 
240 40,000 30%” 30” 19” 22” 108Ibs. 76.50 440 40,000 30/,” 28” 18” 20” 90lbs. 71.50 
230 30,000 221%,” 26%” 19” 15%” 75ibs. 58.75 430 30,000 22” 23,” 18” 15”  5Olbs. 53.75 


100°/, Shut Off Safety Valve, List $18.00 Unitrol Safety Valve and Temperature Control, List $28.00 
PRICED RIGHT e@ DISCOUNT RIGHT @ MODERN DESIGN e@ COOPERATIVE ADVERTISING PLAN 


If you are not now handling both the Worm-Aire and the Sun-Aire THE STIGLITZ CORPORATION 
lines, you are overlooking profit opportunities. Write today... . 2007 Portland Ave., Louisville 3, Ky. 
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LPGA Board Will Tally 
Regulators Manufactured 


More than 40 directors of the’ 
Liquefied Petroleum Gas Association 
and guests were present at the board 
meeting in the Dinkler-Ansley hotel, 
Atlanta, Ga., March 23. Most of those 
in attendance went over to the At- 
lanta-Biltmore hotel following the 
session for the annual LPGA South- 
eastern District convention and 
trade show. 

Plans of the Market Research 
Committee for a quarterly survey of 


manufacturers to determine the 
number of L. P. gas regulators sold 
were authorized by the directors. In 
presenting the proposal, A. F. Smith, 
A. O. Smith Corp., Milwaukee, Wis., 
chairman of the committee, said the 
project will be extremely helpful to 
the manufacturers and the industry 
as a whole in supplying badly need- 
ed statistical information. A similar 
survey among L. P. gas tank fabri- 
cators was initiated by LPGA last 
year. 

A. C. Ferrell, A. C. Ferrell Butane 
Gas Co., Atchison, Kan., chairman 

















Now! At the National LPGA Convention pope 


THE ALL NEW 


IMPERIAL TABLE-TOP 
GAS WATER HEATER 














hae 


means GREATER SALES 


with "HI" or “LO” INPUT in ONE MODEL 





30,000 B.T.U. INPUT FOR “HI’’ 
FULL 30 GALLON CAPACITY 


Endless Features 
Tank, N-A-X: High 
Tensile Steel with 
ample Hand Size 
Clean Out Port. Con- 
trol, 100% Safety 
Shut-Off. IMPERI- 
AL TABLE-TOP ful- 
fills the Hot Water 
Requirements of all 
size families. 


See the IMPERIAL 
Now or Write Today! 
on "tare, 
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“LO” INPUT FOR NO VENTING 


IMPERIAL, STANDARD and U-TUBE HEATERS 


CONVERSION BURNERS and “POLY TROL” SAFETY SHUT OFF VALVES 


HANDLEY=BROWN 
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of the Membership Committee, re- 
ported that association membership 
had climbed to a new all-time high 
record of 1658. 


The directors were told t the 
National Fire Protection Association 
has employed the engineer who will 
work in the field under a program 
co-sponsored by LPGA to promote 
safety and nation-wide use of NFPA 
safety standards. 

Bringing the board up to date on 
the progress of the National LP-Gas 
Promotional Program, Lee A. Brand, 
Empire Stove Co., chairman, said all 
four major operations of the propect 
—advertising, publicity, employe 
training and the adequate storage 
campaign—are growing steadily 
month by month. Nearly 100 con- 
tributing members were added in the 
past three months, he asserted. 

A. H. Menuet, Skelly Oil Co., Kan- 
sas City, Kan., chairman of the Tech- 
nical and Standards Committee, pre- 
sented and received board approval 
on several proposed revisions to 
NFPA’s Pamphlet 58 to be submitted 
for inclusion in the 1954 edition of 
the publication. He reported consid- 
erable progress by his group in the 
preparation of new standards cover- 
ing L. P. gas motor fuel usage and 
motor fuel service stations. 


The directors regretfully accepted 
the resignation of Mr. McAllister as 


chairman of the Gas Fuel Technol- 
ogy Foundation Committee. W. S. 
Lander, Suburban Rulane Gas Co., 
Charlotte, N. C., was appointed to 
fill the vacancy. 


A resolution commending Richard 
P. Walsh, Alton S. Lutz and John W. 
Oyler for their “patient, efficient and 
faithful attention to the problems of 
the L. P. gas industry and its rela- 
tion to the emergency and national 
economy” during their recent gov- 
ernment service in Washington, D. 
C., was adopted by the board of 
directors. 

LPGA President F. N. Mabee, 
Mountain States Gas Co., Denver, 
Colo., presided at the meeting. He 
announced that the next sessions 
will be held May 3 and 6 at the ::a- 
tional convention in’ Chicago. 


Mountain States District 
Annual Meet June 14-16 


The Mountain States District 


‘ LPGA holds its annual meeting and 


trade show June 14-16 at Troutdale- 
in-the-Pines, Evergreen, Colo. Among 
the scheduled events for attending 
members will be a “fire-fighting 
demonstration” and a “gas versus 
electricity” demonstration conducted 
by representatives of Harper-Wyman 
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LPG TANK............ 


LPG dealers everywhere are recognizing the superiority of McNamar 
Tanks... the increased demand plus the customer satisfaction make 
McNamar Tanks outstanding in the field. You can depend on McNamar 
for quality fabrication and quick delivery on any size. Liquid openings 
are easily accessible from top and bottom. Fittings are arranged for 
most convenient filling and unloading. ... Available in all standard 
sizes. Look for the big star in the LPG sky...Look for McNamar! 


CHECK WITH US ABOUT OUR NEW McNAMAR FINANCE PLAN 


McNAMAR 


wee ee ees ORT © OF 


BOX a oa TULSA, GaeAHOMA 





Co. Featured speakers include: 
Charles Corken of Corken’s, Douglas 
Havens of Dearborn Stove Co. and 
a representative of the National Com- 
mittee for L. P. Gas Promotion. A 
dinner-dance and variety show will 
highlight the program on June 15. 


Oklahoma 


Glenn A. Springer, of Enid, has 
been appointed executive secretary 
of the Oklahoma L. P. Gas Associa- 
tion, R. L. Epple, president, has an- 
nounced. 


Mr. Springer has been a retail L. 
P. gas distributor for more than six 
years, together with experience in 
association work. He will direct the 


‘association’s program, giving em- 
’ 


phasis to uniform safety practices 
and strict compliance with federal 
and state laws regarding appliance 
installation, storage and customer 
service. 

The association also has created 
10 districts in the state, with board 
members representing each district, 
to serve with the president, J. D. 
Howard, vice president, and Mr. 
Springer. Members are: 





BOOST YOUR 


CUSTOMER’S PROFITS. 


THROUGHOUT THE WINTER WITH 
WARMER WATER FROM A JOHNSON 
AUTOMATIC LP-GAS STOCK TANK HEATER 


Here’s the stock tank heater 
adaptable for any tank . . . con- 
crete, wooden or steel. An LP 
GAS STOCK TANK HEATER 
means ICE-FREE water (see illus- 
tration at right) .. . instead of 
partially free water. 


It has been proven that warm water increases beef gains and milk production 

. also cattle take less feed when warm water is available during winter 
months. The Johnson Water Warmer Automatic Stock Tank Heater will give 
you all_of these advantages and will pay for itself in one season. It’s com- 
pletely dependable and has the type of automatic operation that means less 
work in caring for herds. Guaranteed completely free of condensate problems. 


HERE ARE THE JOHNSON FEATURES 
WHICH MEAN MORE PROFITS FOR YOU 


Increased gas load. Average 600 Ibs. per year 


per customer. 


Satisfied customers. Increased good will. 
Designed for the job. No condensate problem. 
Automatically maintains 48° water temper- 


ature in coldest weather. 
Stays lit. 
Easy installation. 


Recommended by leading distributors and 


merchandisers of bottled gas. 


- 


JOHNSON GAS APPLIANCE CO. 


597 E. Avenue N.W. 


Cedar Rapids, lowa 


Fifty Years of Quality Manufacture of Gas Burning Equipment 








District 1—Francis Borelli, Okar- 
che, and Byron Bristow, Oklahoma 
City; No. 2—Kenneth Collins, Ponca 
City, and Charles Monroe, Perry; 
No. 3—W. D. Lance, Vinita, and A. 
E. Richardson, Newata; No. 4—G. O. 
Black, Idabel, and Jewel Callaham, 
Broken Bow; No. 5—Troy Stone, 
Durant, and Dewey Wood, Ardmore; 
No. 6—Homer Cokley, Chickasha, 
and V. C. Truitt, Carnegie; No. 7— 
Sherman Sprading, Hollis, and J. D. 
Howard, Elk City; No. 8—G. V. Stew- 
art, Medford; No. 9—Clifford Har- 
grave, Taloga, and Jack Pierson, La- 
verne; and No. 10—S. A. Schuster, 
Beaver. 


Georgia 


Reginald C. “Bubber” Haupt, presi- 
dent of Coastal Butane Co., Savan- 
nah, Ga., has been elected president 
of the Liquefied Petroleum Gas 
Dealers Association of Georgia. 

Other officers named at the recent 
convention in Atlanta were: James 
Harper (Jesup), vice president; and 
J. J. O'Connor (Tucker), secretary- 
treasurer. 


Minnesota 


The second annual meeting of the 
Minnesota Petroleum Gas Associa- 
tion will be held June 26-27 at the 
Edgewater Beach Hotel, Detroit 
Lakes, Minn., according to Steve Fil- 
gelman, president. 


New York 


The New York Legislature has ad- 
journed. During the session Assem- 
bly Bill No. 2181 providing for 
weights and measures regulation of 
the sale and delivery of L. P. gas was 
passed. Other reported bills died. 


North Texas 


A review of industry problems 

was the keynote of the February 
meeting of the North Texas Butane 
Dealers at Mount Pleasant. 
- Executive Secretary William J. 
Lawson of the state-wide Texas Bu- 
tane Dealers Association presented 
a review of his association’s activ- 
ities, which included the industry- 
wide safety program and legislation, 
with attention focussed on the Stop- 
Look-and-Listen: bill, taxation, and 
the truck leasing bill. 

The meeting, which featured a cin- 
ner preceding the business session, 
was presided over by the group presi- 
dent, Dan Hutchison, of DeKalb. 
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HEATING EQUIPMENT 


THE COMPLETE LINE FOR ALLG@d NEEDS 


Forced Air and Gravity Circulators, Radiant Heaters, Panel Heaters and Fan Type Unit 
Heaters. 68 Years of progressive advancement has developed 
this complete, tried and proved line—styles, types and sizes 
for domestic, commercial or defense heating requirements. 


ne 20,000 


U. B.T.U. A 


Stylewise, Qualitywise and Pricewise 
The PEERLESS Line Is Best for Every 
Heating Requirement — For Small 
Homes, Apartments, Housing Projects, 
Defense Housing, Churches, Schools, 
Motor Courts, Stores, Offices, Shops. 


Write for literature and prices today. 
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85,000 
B.T.U. 


000 B.T.U. 
—— . 65,000 B.T.U. 


22,500 B.T.U. 


SUITE 1485 MERCHANDISE MART KANSAS CITY MERCHANDISE MART ROOM 570 WESTERN MERCHANDISE MART 
YEAR "ROUND DISPLAYS CHICAGO, ILLINOIS KANSAS CITY, MISSOURI SAN FRANCISCO, CALIFORNIA 


PEERLESS MANUFACTURING CORP., ——— LOUISVILLE 10, KENTUCKY 
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Advertising Today for Tomorrow's Sales 


T may interest you* to know that 

44% of the people in America 
today are consciously experiencing 
for the first time a free market in 
which they can buy what they 
want from a normal assortment. 
Yes, year after year, in spite of every- 
thing, two million young people up 
and get married. Every day in every 
year, new people become interested 


in ads of diamond rings, twin beds, 
plumbers friend, lawn mowers, baby 
carriages, gas appliances, not to men- 
tion many of them in the market for 
bottled and tank gas, high hats and 
evening gowns. 

Yesterday they weren’t interested 
but today they are. Tomorrow others 
will be interested! Then doesn’t it 
make good sense to keep on adver- 








INCREASE YOUR PROFITS WITH THE PHILGAS* 


WAY PROFIT 
PLAN! 














I. High Quality Product 
2. Dependable Supply 


3. Experienced Engineering 
4, Effective Marketing Help 


5. Operational Assistance 


*Philgas is the Phillips Petroleum Company trademark for 
its high quality propane-butane LP-Gas or bottled gas. 


PHILLIPS PETROLEUM COMPANY 


Sales Department s 


Bartlesville, Oklahoma 


pe gy me mel gee natn Alyg> war po gy oe Colo., Des Moines, Ia., 


Mich., mee Kansas inig Mo., M 


Pontiac, 
Minn., New York, N. Y., 





Nebr., Raleigh, N. C., St. ae Baa Tole, Olle, Wichita, Kan. 








By Max Fetty 
Sales Promotion and Advertising 
Manager, Delta Tank Manufac- 
turing Co., Baton Rouge, La. 


tising, and advertising and advertis- 
ing? The market is not static but 
changing from day to day! You're 
not advertising to a grandstand—but 
to a parade—always on the ;move 
continually bringing“iiew eyes and 
ears in contact with your ads! 


New Readers All the Time 


Good advertising of good merchan- 
dise never loses its pull. Even if to 
you, your message seems so familiar 
as to be trite—to some readers it 
will be news with a capital “N”. 


There are stores advertising today 
who were advertising when Martin 
Van Buren was president. To some 
readers these ads are old stuff—but 
to others, they are as interesting as 
that elephant was to the kid who 
never saw one before. The circus 
will return, gay and noisy, and flam- 
boyant. Throngs of kids will stare 
with goggle-eyed wonder at that 
strange new animal—the elephant! 
So, this elephant walks around se- 
renely confident that among every 
blase group that says, “That’s just 
an elephant,” some eager voice will 

ry, “So that’s an elephant?” 

So, says the merchant, that’s old 
stuff, too. I’ve heard that before. 
What can I do about it? For one 
thing, he can advertise all the time! 
Full-time advertising brings better 
response for the same reasons that a 
full-time salesman makes more sales 
than a part-time salesman. 

The salesman who works four 
weeks each month, will eventually 
make more than three times as many 
sales as a competing salesman w/o 
works only two weeks; out of the 
month. The full-time salesman’s e‘ii- 
ciency will increase faster. The full- 
time salesman will pick up a lot of 
orders from prospects who were 
actually sold during other weexs. 
These orders the part-time salesman 
will miss, because he is not around 
at the moment when the prospec’ is 
ready to buy. The full-time sa'es- 





*Presented at the LPGA Southeastern 
District Convention and Trade Show in 
Atlanta, Ga. Abstracted by “Butane-!’ro- 
pane News”. 
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4 | For Cooking and Heating Indoors and Out! 


; °| A “PLUS” SALES ITEM for LP-G DEALERS! 
| eae Available with or without ICC Cylinders 








One of, the most practical cooking 

and heating units for sportsmen and 

in for those who work out of doors. 
to When closed it’s a heater. Open 
it’s a two-burner cook stove. Made 

of sheet steel and nickle-plated. 
Mounted on a 20-lb. ICC cylinder, : 
stove stands 28” high. Weight ‘etl Seti 86 ee oe 


swing out for cookin der for outdoor and 
ay ‘ . without fuel 37 Ibs. Equipped with ce stove ts opened. on triped for wae in 

















in Fisher “Little Joe” Regulator. Foor" sek see 
ne : 
ut 
’ Exclustve Distributors of Vim MAGNETIC FLOAT 

0 
: $ ISIB\®™ GAUGES 
m- : 

> ; oe. “ 1 

* wy x For LP-Gas and Anhydrous Ammonia 
se- % > , ’ The “Master” Visible Gauge is designed There is a complete range of Visible 


Ty 3 ‘ for both LP-Gas and Anhydrous Am- Gauges for LP-Gas. Die-cast gauge head 


ist 
rill 


monia. Counter-balanced accurately for 
positive operation in low specific gravity 
liquids. Full 8-inch dial face. Heavy alum- 


is of zinc alloy or aluminum alloy. Head 
easily withstands pressures in excess of 
5,000 Ibs. per square inch. Break resistant 
plexiglas crystal. Large, easy-to-read dial 


inum corrosion resistant head plate. Long face. Alnico magnetic pointer and drive. 
yd epee 6%-inch float for maximum buoyancy. Spring steel float rod. 


e! For the South and Southwest — 
. QUALITY LP-G EQUIPMENT 


We carry warehouse stocks and are exclusive 
ur factory representatives in the South and South- 
west for — 


% FISHER GOVERNOR COMPANY 
Regulators and Accessories 


he % SELWYN-LANDERS COMPANY 


Warehouse stocks also available on the following: 


%* LP-G Hose 

% Hose Couplings 

* Bottle, Truck and Bulk Plant Pumps 
% Liquid and Vapor Meters 


fh. LP-Gas Tank Valves and Fittings % Copper Tubing and Flared Fittings 
ill. % Gas Cocks and Stove -Connectors 
of %& Pipe Sealing Compounds 

re , %& LP-G Cylinders 


KS. YOUR COMPLETE LP-G EQUIPMENT SUPPLIER 


nd Immediate Delivery from Our Dallas on Memphis Warehouse 


i 
x — SD | 


in INCORPORATED 
1 2545 SUMMER AVE. 1213 S. AKARD ST. 
MEMPHIS, TENNESSEE DALLAS, TEXAS 
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man will make a deeper impression 
and he will be of greater service to 
his accounts. His accounts will learn 
to depend on him. The full-time 
salesman will also pick up a lot of 
fine orders which have been almost- 
sold by his part-time competitor. 

“Many of those prospects, who told 
this part-time salesman “no” on his 
last call, eventually decide suddenly 
to act on the salesman’s suggestion. 
However, the part-time salesman 
isn’t around, so when the full-time 


fellow walks in, there is an order 
waiting for him. 


No Time Table for Human Wants 


Human wants and needs do not 
comply with any time table or sched- 
ules. Nobody checks the date-line 
on their favorite newspaper to see 
whether today is a good day to shop 
for those things that they need and 
want. Nobody looks at the calendar 
to see whether today would be a 
good day to shop for those things 








Imperial offers a broad line 

of flared tube fittings for 
LP-Gas installations. Listed by 
‘Underwriters’ Laboratories. 


i's the QUALITY 
EXTRAS in... 


. . - That Make Sure of 


Tight Connections Every Time 


Accurately machined threads and seats — ade- 


quate wall thicknesses — flats for wrench hold 


TUBING 


— consistent rigid inspection are a few of the 
“quality extras’ of Imperial Flared Tube 
Fittings that assure you of tight tubing 


which they have already decided to 
buy! New needs arise every day in 
the year! New arrivals come in every 
day: Weddings, births, and deaths 
occur every day; pianos, refrigera- 
tors and radios wear out every day; 
hot prospects read the newspapers, 
and listen to their radios or tele- 
vision sets every day in the year. 


‘By what yard stick, or crystal ball, 


could we determine then, on which 
day the most prospects will search 
for a commodity or service? 

Let’s face one type of advertising, 
that is, newspaper advertising, and 
see how it applies. Newspaper adver- 
tising is either a gamble against odds, 
or it is a profitable and-dependable 
investment. And I might add the 
same holds true with other forms of 
advertising. The advertiser is usual- 
ly kidding himself when he says that 
he can afford to advertise once a 
month, but that he cannot afford to 
advertise every week. If you can’t 
afford to advertise every week, then 
you can’t afford to advertise once a 
month. Most of the more successful 
radio stations refuse to accept an ad- 
vertising campaign for less than 13 
weeks. They just feel that this is 
the shortest time in which they can 
be sure of returning to you a profit. 


Advertising Must Be Consistent 


And this is true in the other media 
of advertising. Most direct-by-mail 
houses demand a year’s contract, and 
a mailing every 60 days—highway 
signs demand at least a year’s con- 
tract—and in many cases a three 
year contract. Despite the competi- 
tion of the various forms of adver- 
tising, they all agree in that one im- 
portant phase, advertising just will 





connections. 
You can be sure of safety in every installa- 
tion when you use Imperial Fittings, They 
carry the Diamond “I” — your assurance 
of the very finest in fittings. 
THE IMPERIAL BRASS MANUFACTURING CO. 


1210 W. Harrison St., Chicago 7, Ill. 
In Canada: 334 Lauder Ave., Toronto, Ontario 


Bulletin No. 702 describes 
Imperial LP-Gas Fittings, 
Tube Working Tools, 

Brass Pipe Fittings, 
Shut-Off Valves and 
Moisture Traps. Ask 
for your copy. 


not work unless it’s well planned— 
and given a chance to work for you. 

The editors of McGraw-Hill Pub- 
lications, publishers of 42 industrial 
and trade journals, classify the nu- 
merous functions of advertising in 
five major objectives: 

a. To establish and protect a com- 
pany’s standing. 

b. To develop and maintain a com- 
pany’s market. 

c. To develop and maintain a com- 
pany’s distribution. 

d. To increase the effectiveness of 
personal selling. 

e. To safeguard a company’s fu- 
ture! 

On a certain street in ancient Bag: 
dad, a number of basket weavers 
kept their tiny shops. All day they 


TOOLS | 
=a, / 


a 


For faster and better flaring, cutting, 
bending, swedging, reaming, etc., 
depend on Imperial Tubing Tools. 


VALVES 


An outstanding line of 
shut-off valves for 
multiple-type LP-Gas 
installations. 














Visit Our Exhibit at the LPGA Trade Show 
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AREA HEAT 








“Dearborn Area Heat is the most 


sensible, most salable heating concept yet! It gives 
your customers automatic heating at its best. By 
putting a Dearborn gas area heater in each living 
zone of their home — with each heater automati- 
cally controlled — it gives them even temperatures, 


“barefoot comfort” throughout the house. 


DEARBORN AREA HEAT — Makes Sense 


to Your Customers .. Because it costs them less 
to buy than any other type of heating equipment 
—costs less to install, no expensive labor bills or 
materials, adaptable to new homes or old — costs 
less to operate, wastes no space, they heat only the 
areas they want to heat, save costly heating of un- 
used rooms, put heat where they want it when they 
want it — gives them the beauty of smart Dearborn 
heaters — gives them Dearborn’s unusual safety. 


DEARBORN AREA HEAT — mekes Doliars 


for You . . Because it gives you BIG, MULTIPLE 
SALES of Dearborn gas area heaters. Every cus- 
tomer you sell on Dearborn Area Heat will buy the 
heaters he needs for each area of his home — from 
3 to 6 heaters or more. Every customer you sell on 
Dearborn Area Heat is a multi-unit customer in- 
stead of a single unit customer! And you get EXTRA 
SALES ON DEARBORN AUTOMATIC CONTROLS. 
Every heater you sell carries the extra sale of a 
Dearborn automatic control..an extra helping of 
profits from Dearborn Area Heat! 


Dearborn Area Heat can bring you more sales and profits than 
any other kind of heater sales — and that’s a fact, not an idle claim. 
It’s a fact we'll be glad to prove — ask us to do it! Write, wire or 
call for more information. 


REGIONAL SALES OFFICES: 


5830 North Pulaski Road Merchandise Ma. 
Chicago, Ill. , Dallas, Texas 


3625 South Grand Ave. 513 Glenn Bidg. 
los Angeles, Calif. Atlanta, Ga. 


Merchandise Mart 303 Merchandise Mart 
San Francisco, Calif. Kansas City, Mo. 
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Gas Heaters 


Cheerfulator Vented 
Radiant Circulators 


Adams Vented 
Fireplace Inserts 


Adams Cheerful 
Cabinet Heaters 


Write for catalog and prices 








ADAMS BROS. MFG. CO., INC. 


eon 
898 


1500 NORTE AVE., W. PITTSBURGH 33, PA 


sat weaving baskets and loudly be- 
seeching the passing multitudes to 
buy their wares. The eldest and wis- 
est of these basket weavers was 
named Ben Ahmend. He sat as long 
and shouted as loudly as the others 
to sell his baskets, and he did one 
more thing. Ben Ahmend had hired 
a young man to walk up and down 
in the market place carrying one of 
his finest baskets. Every day this 
young man would stroll about, cry- 
ing to all who would listen, that his 
basket was the best to be had— 
fashioned by the hands of Ben Ah- 
mend, the Basket Weaver! 


And then one year a swarm of lo- 
custs descended on the banks of the 
river, outside the city and destroyed 
all the rushes from which the towns- 
people made their baskets. Over- 
night the demand for baskets rose 
and the weavers could sell even the 
poorest basket they made from their 
stocks of rushes! Still Ben Ahmend’s 
messenger appeared in ‘the market 
place, exhibiting Ben Ahmend’s prod- 
ucts and crying their virtues. 

The other basket weavers won- 
dered at this, and came to Ben Ah- 
mend, asking, “Why do you throw 
away that money on this needless 
display, when you can easily sell all 
your baskets and at any price?” 


Ben Ahmend smiled and stroked 
his beard. “You shall see, my broth- 
er,” he said, “you shall see.” 

In a few months the rushes were 
again plentiful by the river side, and 
again the basket weavers had to 
shout loud and long to sell even a 
single basket. But now there was a 
steady stream of customers in Ben 
Ahmend’s little shop! They wanted 
to buy the baskets of which they 
had been reminded so constantly. 
Once again his fellow weavers came 
to Ben Ahmend, this time asking for 
the secret of his amazing success. 

“There is no secret, my brothers,” 
said Ben Ahmend. “Is it not sensible 
to plan today for tomorrow’s sales?” 


Buyers’ Market Ahead? 


And, Mr. L. P. Gas Dealer, whether 
we are looking forward to the pros- 
pect, whether we are prepared or 
not, we are right now heading 
into a great new buyers’ market! 

And now is the time to advertise— 
keep shouting loud and long. Don’t 
neglect your love affair with the 
buying public. Advertise! 

Oh, if we but would remember the 
words of the great showman, P. T. 
Barnum: “Advertise,” said Mr. Bar- 
num, “or the sheriff will do it for 


” 


you. 





. This semi-portable skid-mounted Clark compressor, run on propane, tests up to 
805 Ibs. It was used to test with compressed air each valve of the 16-in. natural 
gas pipe line completed last year by Northeastern Gas Transmission Co. in Con- 
necticut. Valves are spaced at 10-mile intervals along 100-mile stretch of line. 
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Handy Binder 








to preserve your copies 


of the new size 
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A Beautiful DeLuxe Binder 








These binders are made especially to preserve copies of your favorite magazine. 


Holds 12 copies—one full year. Magazines can be inserted or taken out in a second’s 


time, or bound permanently for future reference. Covered with long-lasting maroon 


Du Pont Fabrikoid with the name Butane-Propane News stamped in gold on cover 
and backbone. You'll be proud of these beautiful binders. $2.50 each, postpaid. 


BOUND IN A FLASH 


Slip open magazine under 
elastic band it’s bound 


firmly into place. Can be 


removed just as quickly. 


OPENS FLAT 

The curved backbone and 
patented binding system 
allow each magazine and 
page to open flat. 


Send check for $2.50 for each binder 


BINDS SECURELY 
Patented Elasto Cord sup- 
ports weight of each mag- 
azine separately, no me- 
chanical devices to get 
out of order. 


PERMANENT BINDING 
Plexon plastic covered 
wire and instructions sup- 
plied with each binder. 
Replaces elastic cord for 
permanent binding. 





Butane-Propane News 
198 So. Alvarado St., Los Angeles 4, Calif. 


or $3.00 from countries outside U. S. 


@ Add 3% Sales Tax for California orders, and 
3%2% Sales Tax for Los Angeles City orders. 
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American Liquid Gas Makes 
Deal With Gasair Associates 


Expansion of the facilities of 
American Liquid Gas Corp., Los An- 
geles, to service all customers of 
Gasair Associ- 
ates, San Fran- 
cisco, in the mat- 
ter of parts and 
replacement ne- 
cessities, has 
been announced 
by Harold W. 
Smith, president 
of American Li- 
quid Gas Corp. 

Gasair Associ- 
ates has discon- 
tinued manufac- 
ture of all Gasair equipment and 
parts and has gone into other busi- 
ness activities. In expanding its oper- 
ation, American Liquid Gas Corp. 
will provide additional service to 
many of its customers who have long 
used Gasair equipment, as well as 
other users of Gasair plants. 

The Algasair Division of the com- 
pany has taken over the entire stock 
of machines, parts, jigs and patterns 
of Gasair Associates. They will be in 
a position to furnish engineering in- 
formation and parts for all Gasair 
machines that have been manufac- 
tured for the past 20 years. 


Harold W. Smith 


Progress Reported By 
T & S Subcommittees 


Substantial progress in the devel- 
opment of new standards for the use 


of L. P. gas as a motor fuel is indi- © 


cated, according to reports made at 
the recent meeting of LPGA’s Tech- 
nical and Standards Committee in 
Tulsa, Okla. Subcommittees con- 
cerned with the project expect -to 
complete their work within the next 
few months. 

Included among some 50 members 
and guests at the Tulsa session were 
the following: A. R. Allen, Colorado 
deputy oil inspector; W. J. Marshall, 
Oklahoma state fire marshal; H. F. 
Browne and G. M. Kintz, U. S. Bu- 
reau of Mines, and Hugh V. Keepers, 
assistant manager, Fire Prevention 
and Engineering Bureau of Texas. 

Three full days were devoted to 
the discussion of industry subjects 
by the committee and 18 subcommiit- 
tees currently working on specific 
research assignments. Early ap- 
proval by the National Fire Protec- 
tion Association of revisions recom- 
mended by LPGA in Pamphlet 58, 
“Standards for the Storage and Han- 
dling of Liquefied Petroleum Gas,” 
is expected, it was reported. Prob- 


128 


able adoption of LPGA’s Booklet 
No. 1, “Recommended Good Prac- 
tice Rules for Liquefied Petroleum 
Gas Piping and Appliance Installa- 
tions in Buildings,” as an NFPA 
standard was also indicated . 

The next committee session is 
scheduled for September in Mon- 
treal, Quebec, Can., according to an 
announcement made by A. H. Men- 
uet, Skelly Oil Co., Kansas City, 
Mo., chairman of the group. 


1952 Tank Production 
Statistics Released 


LPGA’s Market Research Com- 
mittee has released the following 
statistics on L. P. gas tank fabrica- 
tion covering the last six months 
and entire year of 1952: 


Last Entire 

6 Months Year 

1952 - 1952 
0- 99Gals......... 7,878 20,876 
100- 199 Gals......... 22,968 39,927 
200 - 299 Gals......... 30,974 51,209 
300 - 399 Gals......... 2,970 . 6,096 
400 - 599 Gals......... 36,159 73,135 
600 - 899 Gals......... 832 1,270 
900 - 1099 Galls......... 12,814 30,186 
1100 - 3000 Gals......... 575 1,050 
All others .................. 8,760 30,128 
Total........123,930 253,877 


The Defense Transportation Ad- 
ministration has announced that 2012, 
or nearly one-third of the total num- 
ber of railroad tank cars constructed 
and assigned to service in 1952, were 
built for L. P. gas. 


Government Posts Vacated 
By Walsh and Lutz 


Richard P. Walsh, director of the 
Natural Gas Production and Process- 
ing Division, Petroleum Administra- 
tion for Defense, and Al Lutz, chair- 
man of the L. P. gas branch of the 
division and a former executive of 
the Protane Corp., Erie, Pa., recent- 
ly resigned their Washington posts. 

Mr. Walsh, a graduate engineer 
and geologist, has opened a consult- 
ing office in Washington. Mr. Lutz 
has not announced his future plans. 


Legislative News 
Nevada 


The Nevada Legislature has ad- 
journed. During the session the fol- 
lowing laws were enacted: 

1. Assembly Bill No. 231 creating 
the Nevada Liquefied Petroleum Gas 
Board and authorizing it to issue L. 
P. gas safety regulations. It is sub- 
stantially the LPGA model safety 













law with the addition of requiring 
the licensing of businesses installing 
L. P. gas equipment or selling L. P. 
gas. (See Legislative Bulletin 6-53.) 
2. Senate Bill No. 117, providing 
for taxation of special fuels used in 
motor vehicles. This law is a sub- 
stantial copy of the NAGTC law and 
provides for the licensing of special 
fuel dealers and special fuel users 


“Get-together” Scheduled 
For Philgas Men 


It’s going to 

happen! All for- 
mer Philgas men 
are invited to a 
“get-together” to 
be held on Sun- 
day, May 3, 1953, 
at 6 p.m., at the 
Conrad Hilton in 
Chicago. 
’ This will mark 
the first organ- 
ized party for the 
many who started in the L. P. gas 
industry as employes of Phillips Pe- 
troleum Co. A committee of four- 
namely, Lee Rasmusson, K. M. 
“Dutch” Thompson, Glenn Eige, and 
Bob Lisk, have organized the affair 
and, by the requests for tickets thus 
far, it will be a real success. Those 
eligible for attendance are all former 
Philgassers and current Phillips’ 
men who were in the Philgas organ- 
ization of ten or more years ago. Ad- 
missions are $10 each. All who are 
interested should address their re- 
quests for tickets to K. M. Thompson, 
105 Tenth St., N. E., Cedar Rapids, 
Iowa, as soon as possible. 


New Fuel Lockoff For 
Use In Conversions 


The Parkdale Co., Los Angeles, 
Calif., has introduced a new auto- 
matic valve 
which can be ap- 
plied for preven- 
tion of leakage of 
fuel, as a remote 
control shutoff 
for stationary en- 
gines, or as a 
means of switch- 
ing from gasoline 
to L. P. gas. 

Underwriters 
Laboratory approved for use with 
converted trucks, tractors, fork li‘ts, 
automobiles and stationary engines, 
the new valve assures positive fuel 
lockoff whenever the engine is 
stopped. For use on direct current, it 
is built to operate under pressures up 
to 300 psi, with postive operation at 
25% less than rated voltage. 





Lee Rasmusson 
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A converted passenger car ‘gases up” at Cook Butane 
Company’s Highway 71 Truck Stop, Texarkana, Ark. 















Truck Service Is 


BIG BUSINESS 


Cook’s Butane Truck Stop on Highway 82. LPG dispenser and cylinder filling 


For 


Cook 


Butane Service 





scales at corner of building. Storage tank may be seen at extreme right. 


WO service stations catering par- 

ticularly to the truck trade have 
paid off for Cook Butane Co., Tex- 
arkana, Ark., through a substantial 
increase in gallonage. 

The first of these stations, located 
on highway 82, east of Texarkana, 
has been in operation for just a year, 
during which time more than two 
million gallons of fuel have gone 
through the dispenser. Most of this 
gas has gone into the operating tanks 
of converted trucks and passenger 
cars, but a profitable and growing 
volume has also been built through 
the filling of cash-and-carry cylinders 
for house trailers, domestic, and in- 
dustrial use. 

A number of factors have contrib- 
uted to the building of this truck 
volume. Included are a spacious, 
accessible location on a major artery, 
prominent signs illuminated at night, 


130 


24-hour service, and a mechanical 
department offering engine conver- 
sions and emergency help for cus- 
tomers. 

The 1000-gal. storage tank, located 
out of the way at the back of the 


lot, is piped to the Texoil dispenser, 
which is located on a separate island 
at the corner of the service station 
building, with a separate driveway 
to facilitate traffic movement through 
the station. Fuel is supplied direct 


Cook Butane Co.’s second truck service station, on Highway 71, showing 
isolation of LPG and diesel dispensers from gasoline island. 
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Storage, island, and parking space at Cook’s 71 Truck Stop. 


from the company’s transports, which 
operate in connection with the 70,000- 
gal. main plant in a nearby location. 

Advantage is taken of the display 
space available at the truck station 
to display items such as truck and 
tractor tanks, customer tanks, and 
filled cylinders of the domestic type. 

The results at the original Cook 
Butane Truck Shop have been so 
satisfactory that a second installation 
has recently been made on highway 
71, north of the city. Here again the 
L. P. gas dispenser has been located 
well away from the gasoline pumps, 
so the trucks will not interfere with 
the passenger car traffic through the 
front of the station. Since this high- 
way carries a heavy volume of itin- 





erant diesel trucks, a diesel dispenser 
has been added at the service island. 

R. D. Cook, of Cook Butane Co., 
points out several advantages of the 
service station operation. The vol- 
ume is substantial and profitable. 
He is literally his own best customer, 
and there is never any worry about 
getting paid for the fuel supply. Nu- 
merous domestic and transient fuel 
accounts have been secured as the 
result of the service station opera- 
tion. The engine conversion end of 
the business ties in nicely with the 
tractor conversion program which 
goes with the farm service end of 
the business. And what started as a 
side-line is now one of the largest 
branches of the business. 





Manchester Welding Makes 
New Special Tractor Tank 


A 35-gal. propane tank to be 
mounted in place of the gasoline tank 
on the John Deere 60 tractor has 
been developed by Manchester Weld- 
ing & Fabricating Co., Lynwood, 
Calif. Designed to mount as low as 
possible, for minimum interference 
with the driver’s vision, it is brack- 
eted for simple mounting with the 
least possible alteration of the orig- 
inal tractor. A sleeve through the 
tank accommodates the steering 
shaft. 

The Model 60 is the latest addition 
to the John Deere line, and comes 
with standard compression ratio for 
regular grade gasoline. Dealers who 
have converted these jobs to L. P. 
Sas report excellent economy and 
performance without changing the 
compression ratio.” The illustration 
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shows a conversion job done for 
Davies Machinery Co., John Deere 
distributor, by L. O. McClure, of 
Bakersfield, Calif. Century carbure- 
tion was used with the new Manches- 
ter tank. 


New Century Carburetor 
Made for Deere Tractors 


A new carburetor for the Model 
50 and 60 John Deere tractor is an- 
nounced by Century Gas Equipment 
Co., Lynwood, Calif. 

This dual throat, 3C Model is a 
metering valve type carburetor 
which has just one simple adjust- 
ment for power and idling—it never 
requires readjustment. 





Century Model 3C 


According to the manufacturer, the’ 
idling and power of this carburetor 
using standard Century converter 
and strainer fuellock is not affected 
by heat or cold or high altitudes. 


Third Generation Active 
With Ensign Carburetor Co. 


Paul W. Ensign, president of the 
Ensign Carburetor Co., Los Angeles, 
has announced that the third gener- 
ation of Ensigns have assumed posi- 
tions of responsibility after their as- 
sociation with the company over 12 
years. 


Robert P. Ensign has been ap- 
pointed vice president in charge of 
sales; Harold W. Ensign has been 
made assistant chief engineer, and 
Roy K. Ensign holds the position of 
development engineer. The first two 
mentioned are the sons of Paul W. 
Ensign, the president, and Roy K. 
Ensign is the son of Roy F. Ensign, 
secretary-treasurer of the company. 

All three of the Ensign boys took 
time out during World War II to 
serve in the South Pacific with the 
United States Navy. 

The company, founded by O. H. 
Ensign in 1911, has given undivided 
attention to carburetors and today 
is prominent in the manufacture of 
carburetors and gas pressure regu- 
lators for natural gas and butane- 
propane fuels. 
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The Question ? 


Editor: The instructions put out 
by the L. P. gas carburetor manufac- 
turers tell us to advance the ignition 
timing when we convert an engine. 
This is supposed to be necessary to 
get maximum power and economy. 
I set all my conversions on a chassis 
dynamometer, and I find that after 
raising the compression about 1 or 
1% ratios, the correct timing is just 
about where it had formerly been 
with gasoline. Isn’t it misleading to 
put out that information about ad- 
vancing the timing for LPG? 


C. F., Minnesota. 











The chassis dynamometer is the quickest method of setting ignition timing 
accurately. It reproduces road test conditions without leaving the shop. 


Ignition Timing Problems 


With Converted Engines 


Dear C. F.: It is always mislead- 
ing to put out a general statement 
about a variable subject without de- 
fining all the conditions. Neverthe- 
less, both you and the carburetor 
manufacturers are right. You are 
quoting the findings of one of the 
most accurate instruments on earth 
regarding a specific condition, name- 
ly, the effect of a higher compression 
ratio than was originally used in the 
engine. The manufacturers are tell- 
ing you what to do about ignition 
timing when using the same com- 
pression ratio as was used with gaso- 
line. 

Correct ignition timing is one of 
the most important factors in both 
power and economy. It has often 
been stated that more fuel is wasted 
through incorrect ignition timing 
than on account of improper carbu- 
retor adjustment. This is just as true 
of L. P. gas engines as it is with 
those operating on gasoline. Setting 
the ignition timing either too early 
or too late results in the loss of 
power and mileage. Fig. 1 is drawn 
from an actual dynamometer power 
curve such as you could run on your 
own instrument. The economy curve 
follows the same general pattern, 
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except that in a vehicle on the road, 
the loss becomes correspondingly 
greater as we set the timing away 
from the peak position. 

Since the most favorable ignition 
timing is not the same for L. P. gas 
as for gasoline at a given compres- 
sion ratio, and since the correct igni- 
tion timing changes with differences 
in compression ratios, it becomes 
important that those engaged in en- 
gine conversion work should under- 
stand the basic principle of combus- 
tion in engines, and how to compen- 
sate for the differences noted above. 
There is nothing complicated or dif- 
ficult about the principle, and it leads 
to a simple and accurate procedure. 


Here is the basis which not only: 


governs the adjustment of ignition 
timing, but also the design of the 
ignition distributor: The engine de- 
velops its highest power at any given 
speed when the greatest possible 
pressure is exerted against the piston 
through the longest possible distance 
of piston travel. In order to produce 
this maximum pressure through 
maximum piston travel, it is neces- 
sary to complete the burning of the 
fuel, so as to release the greatest 
amount of heat (which produces 


pressure) just as the piston starts its 
effective downward movement. De- 
pending on the ratio of bore to 
stroke, this will be approximately 
10° to 14° past top dead center. 

That gives us the one condition 
which must be met to produce maxi- 
mum power, and incidentally it also 
gives us maximum economy, because 
it is not wasting power. Now, how 
do we create that condition? To an- 
swer that, we must see what happens 
while the fuel is burning. Contrary 
to popular belief, it does not explode. 
The flame starts at the spark plug, 
and spreads at a steady rate through 
the fuel in the combustion chamber, 
with a sharply defined flame front 
that burns all fuel clean as it goes. 
There is no after-burning, and the 
flame does not follow the piston down 
the cylinder in a correctly timed en- 
gine: We must start the fire far 
enough in advance to permit the 
burning to be completed at the cor- 
rect instant. 

This timing must be accurate. if 
we start the fire too early, the risi:g 
piston is bucking the increasing pre s- 
sure of the burning: fuel instead of 
taking the bulk of the pressure rise 
after it is practically at top de:d 
center. If we ignite the charge tvo 
late, the piston has already startd 
down the cylinder before combustion 
is complete, so we never get maxi- 
mum pressure, and what we have is 
effective through only part of tne 
stroke. ; 

In controlling the fire, there re 
certain variables for which we m ist 
compensate. As engine speed in- 
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creases, less time is required for the 
crankshaft to pass through a given 
number of degrees, but the time re- 
quired to burn the fuel changes very 
little with changes of engine speed. 
Hence, if we fired the spark at a 
fixed point of crankshaft travel, the 
timing would be progressively later 
as engine speed increased. We must 
use an automatic advance governor 
in the distributor to advance the 
timing for higher speeds and allow 
time for the fuel to complete its com- 
bustion just as the piston is ready to 
start down the cylinder. 

There is another factor governing 
the speed of combustion for which 
we must compensate in the variable- 
speed, variable-load engine—mixture 
density. This varies with changes of 
throttle opening. When the throttle 
is nearly closed, very little fuel mix- 
ture reaches the cylinder. With the 
throttle wide open, the engine takes 
in a great deal of fuel. Whether the 
mixture in the cylinder is much or 
little, it is compressed into the com- 
bustion chamber preparatory to igni- 
tion. The combustion chamber is 
constant in size, so if we pack more 
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Why Ignition Timing Affects Power and Economy. 


fuel into it, the molecules of gas and 
air are crowded much closer together 
than is the case if the throttle is near- 
ly closed. Flame travels faster 
through the denser mixture, because 
the molecules, being closer together, 
are heated to their ignition temper- 
ature more quickly. It’s the same 
principle that we see in a grass fire, 
where the flame spreads rapidly 





Get Mare Satisfaction 


BY CONVERTING TO LPG POWER WITH 


DI 


CARBURETION 


BUTANE -PROPANE 
SIMPLIFIED 


FOR TRUCKS, TRACTORS, BUSSES 
PASS. CARS, STATIONARY ENGINES 


through a dense growth, but slows 
down where the blades are farther 
apart. 

We need something in the distrib- 
utor to compensate for these differ- 
ences in flame speed due to varying 
mixture density so the combustion 
will be complete at the correct in- 
stant. This is the function of the 
vacuum distributor control, which 
automatically advances the timing 
to allow additional time to burn the 
leaner mixtures, but drops back 
against the centrifugal governor for 
full throttle mixtures. 

This auxiliary vacuum advance is 
an important economy factor in en- 
gines which operate in the part- 
throttle range most of the time, as 
in passenger cars, buses, and trucks. 
There is less need for such a device 
in engines working at relatively high 
load factor most of the time, and on 
jobs like pumping irrigation water 
the vacuum advance is superfluous. 

The standard gasoline engine is 
equipped with a distributor incor- 
porating the above characteristics, 
and calibrated for the combustion 
speed of gasoline in a given compres- 
sion ratio. Then we start changing 
things. First, we substitute L. P. gas 
for the gasoline, and the manufac- 
turers of the LPG carburetors te’! 
us to advance the ignition timing. 


Dealers and Owners — Save yourselves a lot of worry and service calls by 
making conversions with DIX L-P Gas Carburetors, simplest of them all — 
easiest to install — saves overhaul! Ask the mechanic, he knows! 


— ALSO DISTRIBUTORS FOR — 
Electro Test Equipment — Trapit Filters — Idle Plates and 


We must do this to get the full power 
and economy that can be produced 
in that compression ratio, and the 
reason is simple. The ignition te1- 
peratures of butane and propane ave 
higher than the ignition temperature 
of gasoline. It takes longer to heat 
the molecules up to combustion te:- 
perature, so the speed of flame travel 
across the combustion chamber ‘:s 
slower. L. P. gas is a slower burning 





IN CHICAGO 
LPGA CONVENTION 
be sure to contact 
DICK ADAIR 
at the Conrad Hilton 
' Hotel during May 3-6 


Dealers Wanted! 


Connectors — Air Cleaners and Adaptors — Mixer Hose — 
Cotton Loom — Vacuum Gages for LPG Engines — Rust and 
Corrosion Inhibitors — Ignition Seal — Upper Cylinder Lubri- 
cators — Liquid Wrench dissolves rust, etc. You need all these 
if you do LPG carburetion. 


— Substantial Discounts to LPG Dealers — 


DIX MANUFACTURING CO. 


3447 East Pico Blvd. e Los Angeles 23, Calif. 
Export: 301 Clay St., San Francisco 11, Calif. 
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Obviously, an “out to lunch” sign on a restaurant is bad 
advertising. It makes good business sense to practice what 
you preach...to use the products you sell. In short, if you 
sell LP Gas, use it yourself. 


As a supplier or hauler of LP Gas, you certainly know 
the advantages of your product. You know that LP Gas 
gives greater economy...low, low maintenance cost. 


HAUL YOUR LP GAS WITH LP GAS FOR MORE PROFIT 


You'll benefit two ways with LP Gas: (1) You'll enjoy a 
more economical, profitable and dependable operation; 
(2) You’ll certainly be able to tell a more convincing 
sales story when you practice what you preach...when 
you prove that. you’re sold on LP Gas yourself. Now, 
for the first time, you can haul LP Gas in REO trucks 
specially designed for the exclusive use of LP Gas 

fuel. You have a choice of 100 hp. or 142 hp. models. 

The new REO Gold Comet LP Gas engine has 

already made trucking history. This sensational engine 
makes full use of LP Gas fuel characteristics, and has 
demonstrated outstanding fuel and maintenance savings 
on the job. For outstanding performance it’s the REO 
Gold Comet LP Gas engine. 


DOLLAR WISE...SALES WISE... 


It’s Smart To.Haul Your LP Gas In Reo LP Gas Powered Trucks 


See Your REO Dealer Today for Full Particulars, or write to 





NOW AVAILABLE... 


© Reo Trucks with Gold Comet LP Gas Engines, 
100 hp. or 142 hp. 


© Reo LP Gas Conversion Kit for the 
331 and the 255 Reo Gasoline Engines 


¢ Complete Reo Gold Comet LP Gas Engine 
for replacing old, worn out engines 
in your present trucks (any make) 


REO MOTORS, INC., LANSING 20, MICHIGAN 
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..-A CINCH TO INSTALL 
MANCHESTERLPG TANKS 


NO DRILLING OR DISASSEMBLING. 
THEY ARE ENGINEERED TO FIT 
ALL POPULAR MODEL TRACTORS. 





Sibi ee 


ALLIS CHALMERS WD 





Says the carburetion manager of one 
of the largest Propane Corporations: 
‘When | send my men into the field 
with a Manchester tractor tank for a 
certain model tractor, | know the con- 
version will be made with a minimum 
of installation time and the customer 
will be satisfied because Manchester 
tanks fit accurately and neatly."’ 

Though the tanks are priced like stock items, 
the finished conversion looks like a custom job. 
Manchester tanks come complete with mount- 
ing brackets, hood supports, and instrument 


panel clips. All valves are UL approved and 
conform to all industry standards. 


Write for our Tractor 
Tank Installation Manual 


NCHESTER 


WELDING & FABRICATING CO. 





2880 NORTON AVENUE, LYNWOOD, CALIFORNIA 
PHONES: NE 1-9357 NE 6-2839 
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| fuel than gasoline. But to reach full 


power, the combustion must be com- 
plete at that same critical point of 
crankshaft travel. We must allow a 
little more time for the fuel to burn, 
so, to get it burned in time, we must 
start the fire earlier—advance the 
timing. 

Now let’s make another change— 


| raise the compression about 1% 


ratios, as you mentioned in your let- 
ter. Raising the compression ratio is 
done by reducing the size of the com- 
bustion chamber. The engine can still 
take in as much fuel as before, but 
it is compressed into a smaller space 
—squeezed tighter. The density is 
greater at the time combustion takes 
place. Remember the grass fire? Be- 
cause the fuel molecules are closer 
together, the flame spreads faster in 
the high compression engine. Unless 
we set the timing back closer to top 
dead center, the combustion will be 
complete before the piston reaches 
the correct position. 


Advance Timing For LPG 


So we advance the ignition timing 


| when changing from gasoline to L. P. 


gas, because the fuel burns slower. 


| But we retard the timing when we 
| raise the compression ratio, because 


with the greater mixture density any 
fuel burns faster. Your observation 
was correct—the gain in flame speed 
by raising the compression about 114 
ratios just about offsets the loss of 
flame speed due to the higher igni- 
tion temperature of LPG, so the tim- 
ing in that case comes right back to 
where it did the most good with 
gasoline. 

The conversion man naturally 
wants to know the simplest way to 
compensate for these changes, and 
get the timing set “right on the 
money”. Unfortunately, there is no 
very simple method or formula, prin- 
cipally because there is no reliable 
starting point or reference mark 
from which to work. It is true that 
nearly all engines have a timing 
mark on the flywheel or the vibra- 
tion damper, but in nearly all cases 
these are put on according to the 
factory engineer’s conception of “av- 
erage conditions,” which take in such 
variables as altitude, octane value of 
average gasoline, and even the habits 
of the mythical, average individual 
who will be driving the vehicle. 


In nearly all passenger car engines 
the timing marks are several degrees 


late, to enable the customer to drive 
a high compression engine on low 
compression gasoline without trou- 
blesome detonation, or knocking. 
Truck and tractor engines are gener- 
ally marked closer to the maximum 
power point, because these engines 
are designed for the regular grade 
gasoline which most operators use, 
so the engineer need only allow for 
the worst condition likely to be en- 
countered. Smart gasoline engine 
tune-up men have known these con- 
ditions for years, and have been able 
to improve the operation of the en- 
gines a great deal by timing for best 
possible performance under the con- 
ditions of elevation, fuel, and driving 
to which the engines are subjected. 

With the gasoline engine converted 
to L. P. gas, there is only one factor 
that needs to be considered in setting 


/6GNITION TIMING FOR 
POWER AND ECONOMY 


SPARK 


Timing the ignition early or late causes 
a loss of both power and economy. 


the timing—adjust it for best per- 
formance, which is, of course, the 
maximum power setting, which also 
gives best economy. There are sev- 
eral methods of doing this, and the 
use of a timing light and the manu- 
facturer’s timing marks is definitely 
not one of them. 

The best and most convenient 
method yet developed for engines in 
mobile vehicles is the chassis dyna- 
mometer. This is an adaptation of tl:e 
engine dynamometer which is used 
in laboratories. Instead of connecting 
the dynamometer. directly to the fiv- 
wheel of the engine, the chassis dyna- 
mometer is driven by rollers whi-h 
are turned by the drive wheels of 
the vehicle. The resistance in tie 
dynamometer is adjusted to provi le 
the full load that the engine can 
handle in the driving range selected 
for the test, and the power at the 
wheels is read directly from a meter. 


To adjust the timing, the distrib- 
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utor is rotated slowly both clockwise 
and counterclockwise, until the set- 
ting which gives maximum power is 
indicated by the meter. 

Chassis dynamometers are not 
available in every shop, because of 
the high investment cost. There are, 
however, other methods of timing en- 
gines accurately which are within the 
means of every shop. 


With several spark plugs shorted out, the 
electric tachometer permits accurate ig- 
nition timing in the shop. 


The electric tachometer is an ex- 
cellent instrument for this purpose. 
The recommended procedure is to 
short out enough spark plugs (or dis- 
connect the spark plug cables) so 
the engine will only reach the mid- 
dle speed range at wide open throttle. 
The distributor is then set at the 
point which shows the highest read- 
ing on the tachometer. The tacho- 
meter is the ideal method for timing 
stationary engines pulling constant 
loads, as it is only necessary to con- 
nect the lead wires to the proper ele- 
ments of the ignition system and ro- 
tate the distributor to the point giv- 
ing highest speed. 

Correct timing may also be deter- 
mined for any mobile engine—truck, 
tractor, or automobile—with no in- 
struments except a speedometer or 
a watch having a second hand. It is 
not as quick or convenient, and it 
involves driving the unit over a test 
course, but the results are accurate. 

With vehicles, such an adjustment 
is best determined by an acceleration 
test on the road. A straight, fairly 
level stretch of road should be se- 
lected where the vehicle may be ac- 
celerated in high gear from 10 to 40 
miles per hour with passenger cars 
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and light trucks, and from 10 to 25 
miles per hour with heavy trucks. 
When using the speedometer as the 
test instrument, a marker should be 
selected or set up for the starting 
point, and another point established 
near the end of the accelerating run. 
Approach the starting marker at a 
steady speed of 10 miles per hour, 
and as the mark is passed, open the 
throttle wide, holding it open until 
the second marker is passed. Read 


the speedometer at that point, reset 
the distributor, and repeat the accel- 
eration run in the same direction. 
This latter is important, as even a 
slight grade or a moderate breeze 
will give erroneous results. Repeat 
the test until the distributor is set 
to give the highest possible reading 
on the speedometer as the second 
marker is passed. 

Setting the timing with a watch 
is done in exactly the same way, 
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in various models in 6 and 12 volt d. c. for both Butane- 
Propane and Gasoline fuel lockoff. 
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Distributors 


LPG Products Co. 
P. O. Box 105 
Kearney, Nebr. 
Stewart Petroleums Ltd. 
517 8th Avenue West . Box 333 
Calgary, Alberta 
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More Power To You 


Power that packs a wallop... 
finer transportation that costs less 
per mile — both yours with an Ellis 
“Bu-Power”’ Manifold. 


One satisfied customer after an- 
other says L-P installations are most 
effective with Ellis Manifolds designed 
especially for L-P gas. 


In most cities, dial 
information 4 the 
number of 
Ellis Manifold 
Distributor 


For additional 
details write 


le Hii lll 


2212 EAST WASHINGTON BOULEVARD - A 
LOS ANGELES 21, CALIF. 











A New Progressive Firm Now 
Sells. The Proven and Accepted 


NATIONAL CARBURETION 


*% National Carburetion for all gas- 
gasoline engines. 


* Domestic, motor fuel, tractor custom- 
built tanks. 


*% 20#, 60#, 100# I.C.C. cylinders. 

* L.P. fittings and regulators, valves. 

% Flare tube fittings and copper tub- 
ing. 


% Propane hose, L.P. pumps, all ac- 
cessories. 
Write, wire or call us for your National 
Catalog today. Contact our home office 
for available dealerships and distribu- 
torships. THE COMPLETE LINE "FOR 
BUTANE DEALERS. 


UNIVERSAL PRODUCTS, INC. 
LPG Carburetion Division 
6918 Lindberg Street, Houston 17, Texas 
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except that you are working to cover 
the course in the lowest possible 
number of seconds. It is just as ac- 
curate, and some. operators consider 
it more convenient, to measure the 
time required to accelerate from the 
lower to the higher test speed. 


Timing the Tractor Engine 


Timing a tractor engine presents 
a problem similar to a passenger car 
or a truck. The dynamometer method 
is not generally feasible unless spe- 
cial equipment is provided to drive 
the dynamometers roller from a belt 
pulley. The electric tachometer 
works, out very well, as does the 
mechanical tachometer if the tractor 
happens to be equipped with one. Or 
the test may be made with a watch 
and two markers, pulling the tractor 
under full load and working to get 
the lowest possible time between two 
markers. 

In performing any test for ignition 
timing on an engine equipped with 
a governor, it is necessary to run the 
engine with the throttle set below the 
governed speed. 


No attempt should be made to ad- 
just ignition timing by the use of a 
vacuum gauge. The results are too 
erratic, as the readings at wide open 
throttle are too low to make an ac- 
curate determination of the differ- 
ences. 


Mark the Flywheel 


After the correct ignition point has 
been determined by any of the above 
methods, it is possible to save time 
in future service adjustments by 
marking the flywheel or vibration 
damper with a fine line of white 
paint lining up with the index point- 
er, so the setting can be repeated by 
the use of a timing light. If this is 
to be done, the mark should be put 
on immediately upon completion of 
the original test, as normal wear in 


the distributor parts causes the tim- 


ing to change toward the late side. 

Individual timing tests should be 
run on each engine, instead of try- 
ing to establish a standard timing in 
relation to the factory marks on a 
group of engines of the same make 
and model. Engines are individuals, 
like people, and the same treatment 
does not give identical results, in 
spite of the assumption that they are 
all alike. 


Ignition timing marks on engines 


specially made for LPG appear to be 
set for average conditions normally 
encountered at altitudes up to about 
2000 ft. Due to the individual vari- 
ations, accurate tests may show this 
to be as much as 2° to 3° off the 
maximum power setting, generally on 
the late side. This is not particularly 
serious. At altitudes above 2000 ft., 
the effect of diminishing atmospheric 
density will be found to increase 
rapidly, and it will be profitable to 
reset the timing, by one of the meth- 
ods outlined above, in order to ob- 
tain the maximum power and econ- 
omy.—Kditor. 


New Algas Converter 
Fits Small Engines 


To meet the demand for a small 
butane-propane converter with sen- 
sitive response, providing fuel capac- 
ity for engines up to 75 hp., Ameri- 
can Liquid Gas Corp., Los Angeles, 
has just announced production of a 
new vaporizer-regulator unit known 
as the Algas Model 1900 Converter. 

It incorporates the exclusive Algas 
feature of two stage vaporization, be- 
fore the primary regulator, and be- 


tween the primary and secondary 
regulators. Hot water from the en- 
gine is utilized for vaporization o! 
the fuel. The heat exchanger case 
and coils are made from a non-cor- 
rosive lead brass alloy, to provide 
high resistance to chemical action o! 
water and fuel impurities. 

The 1900 Converter is recommend: 
ed for either mobile or stationary 
engines in any horsepower up to 75. 
in which it is desired to use a liquid 
withdrawal system. It may be use: 
with a special L. P. gas carbureto” 
such as the Algas 1400 series, or wit! 
a spud-in installed in an existing 
gasoline carburetor. It may be ob- 
tained with either an electric or 4 
manual primer. 
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The "Know-How’ you need for 
Installations and Conversions 


Butane-Propane 


POWER MANUAL * 


Published 5y BUTANE » 


@ A De Luxe Edition in handy pocket- 
size, flexible binding. 23 Chapters, 
334 Pages, Completely llustrated. 


OUTLINE OF CONTENTS 


The Nature of L.P. Gas 

Basic Engine Facts 

Basic Facts of Fuel Combustion in 
Engines 

Factors Affecting Operating 
Economy and Power 

L.P. Gas Carburetion Systems 


Regulating Gas Pressure and 
Temperature 


Fuel Supply System. Vehicle Tanks 
and Equipment 

Natural Gas Carburetion _ 

Planning the L.P. Gas Installation 

. Checking the Engine’s Condition 

. Raising the Compression Ratio 

. Cooling the Intake Manifold 

. Ignition Problems 

. Tractor Conversions 

. Truck and Bus Conversions 


. Passenger Car and Taxicab 
Conversions 


. Industrial Engine Conversions 


. Installing and Adjusting L.P. Gas 
Carburetion Systems 


. Manufacturers’ Instructions for 
Adjusting L.P. Gas Carburetors 


. Lubrication of L.P. Gas Engines 
. Trouble Shooting 


. Safe Storage and Handling of 
L.P. Gas 


. Selling L.P. Gas Carburetion 
Appendix (including Definitions) 


@ ORDER YOUR COPY NOW! 


£ 
2. 
2 
4. 
“3 
6. 
ws 
8. 
9. 


Use this handy Order Coupon > 
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Here is the first authoritative guide ever published 
for the rapidly expanding LPG power market. 
Basic facts of engines, fuel, and power are given 
in easy-to-understand language; then careful di- 
rections and clear illustrations take you step-by- 
step through installations, conversions, servicing 

. everything needed in a practical ‘working 
manual for practical men. 


What Readers Say 


Nearly 5,000 copies of the Butane-Propane 
POWER MANUAL have already been sold. 
Readers throughout the country have paid tribute 
to the excellence of the work in statements such 
as these: 


“This book answers a need our industry has had for years.”— 
F.E.S., Bartlesville, Okla. 


“It is head and shoulders above most of the normal technical 
books.” —C.V., Cedar Rapids, lowa. 


“After reading it, | want every man in my department to 
have one.”-—P.H., Fresno, Calif. 


“It is the best we have seen. We are makin ng a present of ae 
to each purchaser of an LPG powered REO truck.”—H.D.E., 
Detroit, Mich. 


“So far ahead of any handbook we have thus far seen as to 
classify it as invaluable.’"—A.B.F., Boise City, Okla. 





Butane-Propane News, 198 S. Alvarado St., Los Angeles 4, Calif. 
Please send copies of the Butane-Propane POWER 
MANUAL. I enclose $ in payment. 








Price $3.50 


(in California 
add a COMPANY 








We pay postage on ADDRESS. 
orders accompanied 





by remittance. 
CITY ZONE STATE 














Orders from individuals must be accompanied wd amount of purchase 
unless credit has been establi 3 
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Tractor Dealers 
Can Help You Sell 


By Ralph E. Meeder 
Sales Manager, Selwyn-Landers 
Co., Los Angeles 


HE liquefied petroleum gas indus- 
try has been searching constantly 
for years to establish an equalized 
fuel lead for each month of the 
year. What appears to be of excellent 


assistance is the larger customer 
storage program being publicized by 
the National Promotion Committee 
because the fuel producer is reported 
to offer better price contracts on a 
delivery ratio of 1 to 1 than the 4-1 or 
5-1 ratio formerly used by many 
dealers. 

But, during the past few years L. 





New 3C type, 
LP-Gas 
Century 

Carburetor 


FOR MODELS 


soanpco JOHN Deere Tractors 


FOR GREATER LUGGING power as well as easy starting, 
perfect idling get the advantages of LP-Gas operation and con- 
vert your Model 50 or 60 John Deere Tractor using the new and 
proved Century 3C Carburetor. 

Here is an LP-Gas Carburetor that is thoroughly tested and 
proved in the field. It offers more power, longer engine wear and 
fuel economy unmatched by any other fuel. Century Carburetors 
are the metering valve type; they are efficient in all weather 
conditions and at all altitudes. 


CENTURY GAS EQUIPMENT CO. 11188 Long Beach Bivd., Lynwood, California 


URY @® Oldest Manufacturer of LP-Gas Carburetion 


SET IT! SEAL IT! FORGET IT! 








Ralph Meeder 


P. gas motor fuel consumption has 
developed to be the really interest- 
ing phase for expanding our industry 
in addition to being a method for con- 
tributing to year-around distribution 
at about the same amount every 
month. The conversion of farm trac- 
tors from gasoline carburetion to L. 
P. gas has consumed: considerable 
effort of the dealer in order to assist 
in developing a spring, summer and 
early fall fuel load. 


The excellent job in making con- 
versions has shown the farm tractor 
manufacturers that development of 
LPG factory installations merited 
consideration. Engines have been 
developed to take advantage of the 
many features of L. P. gas as well 
as lower operating costs. Minneap- 
olis-Moline Co. pioneered the factory 
equipment program and now has 
practically all sizes of tractors avail- 
able to use L. P. gas. International 
Harvester Co. is now offering sev- 
eral of its most popular farma trac- 
tors built to use this fuel, and prac- 
tically all of the other tractor manu- 
facturers are active in supplying 
LPG-powered farm tractors. 

Just imagine every farming com- 
munity in the U.S.A. that uses farm 
tractors becoming conscious of pro- 
pane as a motor fuel and then im- 
agine all the farm tracter dealers be- 
coming salesmen for the local LPG 
dealers at no cost to them! This op- 
portunity to expand and stabilize our 
industry should become a major part 
of our 1953 promotion activity. 

Some dealers have already realize | 
these opportunities and have esta)- 
lished working arrangements wiih 
farm equipment dealers in their sales 
areas. Here are a few suggestions 
to the L. P. gas dealer: 

(1) Get acquainted with the farm 
tractor dealers and their salesmen, 
as well as the local branch offices of 
the farm tractor manufacturers. 


(2) Invite these people to your 
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plant—possibly for a meeting with 
your sales and service organization. 
Show them how you can service the 
fuel business. 

(3) Offer to fill each new tractor 
in 1953 with the first tank of fuel at 
no charge—that will provide a pros- 
pect that frequently has never used 
L. P. gas on his farm and should lead 
to a sale of all household appliances. 

(4) Have your delivery men lo- 
cate tractor prospects so that you 
can channel them to your friends. 
Ceoperation is better when it works 
both ways. 

Not many of us realize the huge 
volume of business that will be 
thrown into the laps of the LPG 
dealer in 1953. There should be over 
20,000 propane-equipped farm trac- 
tors sold by the farm equipment 
manufacturers in 1953. 


Truck Field Is Big, Too 


In addition to the farm tractor 
manufacturers getting behind the 
LPG program, there is considerable 
impetus developing in the truck field. 
In 1952 International Harvester Co.’s 
truck division, and the Reo Motors 
Co., of Lansing, Mich., announced 
LPG-powered trucks. Other well 
known tractor and truck manufac- 
turers, are also doing development 
work on L. P. gas and should an- 
nounce equipment designed for this 
fuel in 1953. The LPG dealer can 
help make this a reality more quick- 
ly if he will contact all the truck 
dealers in this market and familiar- 
ize them with the many advantages 
of propane in the same manner that 
was suggested: for the farm tractor 
program referred to PY in 
this article. 

If the fuel supply segment of our 
industry provides adequate service 
it will encourage expansion for many 
years to come and should assist in 
establishing our industry as the fast- 
est growing one in the country. 

Let’s prevent the equipment manu- 
‘acturers from being required to 

hrow this business in our laps. Let’s 

0 out and get it into our hands be- 

ore it is literally forced on us. 


A Liberal Education 
in Booklet Form 


All members of the L. P. gas indus- 
iry will benefit from the wealth of 
information now available in a series 
of booklets just released by the Na- 
tional Committee for L. P. Gas Pro- 
motion. 
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A complete training course is of- 
fered in the series which has a four- 
point objective: (1) to teach L. P. 
gas salesmen and other contact em- 
ployes the fundamentals of success- 
ful salesmanship; (2) to give them a 
thorough grounding in the history, 
production, distribution and utiliza- 
tion of L. P. gas; (3) to arm them 
with effective selling ammunition to 
use in competition with other fuels; 
(4) to school them in the special 
techniques required to sell each of 
the principal domestic L. P. gas ap- 
pliances. 


Eight booklets comprise the course, 
and the complete set, including eight 
examination and answer sheets and 
a leader’s guide, is available to in- 
dustry members for $4.50. The cost 
of individual booklets ranges from 
40 cents to $1. Address inquiries to 
National Committee for L. P. Gas 
Promotion, 11 S. La Salle St., Chi- 
cago, Ill. 

Lee E. Clancy, director of sales, 
Detroit-Michigan Stove Co., Detroit, 
Mich., is chairman of the training 
subcommittee responsible for the de- 
velopment of the course. 








with New 


Improved 
CONVERTER 


SMOOTHER POWER FOR ANY ENGINE! 


TO INSURE AN EVEN FLOW OF LP-GAS and smooth, 
uniform power the new Century Converter is precision- 


made of an aluminum alloy that exchanges heat with 
high efficiency. Its cast-in coils eliminate the usual 
problems of gaskets and loose connections. And the 


Single or Dual 
Throat Carburetors 
for all 
LP-gas engines. 


thinner back gasket serves as a safety diaphragm. If 
for any reason the converter should freeze, this dia- 
phragm takes up the expansion without damage to 
the coils or casting. The whole unit is light, compact 
and easy to install. Once installed, there are no adjust- 


ments to interfere with efficiency! 


CENTURY GAS EQUIPMENT CO., 11188 Long Beach Blvd., Lynwood, California 


Sper 


Oldest Manufacturer 


of LP-Gas Carburetion $ Fuelock and 


SET IT! SEAL IT! FORGET IT!. 








Perfection’s sensational, new line of vented L-P gas heaters has been newly 
styled to build more business for you. All porcelain-enameled inside and out 
—throughout. Lifetime written burner guarantee and 20-year written combus- 
tion chamber guarantee. Four competitively-priced models from 20,000 to 
65,000 B.t.u’s. 


Designed for steady sales! Seven unvented 
models of L-P gas heaters . . . four with 
radiants. Priced to move fast. Built for manual 
or automatic operation, with 100% safety 
valve. Porcelain-enameled exterior. Lifetime 
written burner guarantee. 8,000 to 30,000 B.t.u’s. 


65 years of fine products 


A Perfection STOVE COMPANY, 7418-A Platt Ave., Cleveland, Ohio 
fe 1 
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What's Ahead 
For LPG? 


By L. L. Waters 
Professor of Transportation, 
Indiana University, School of 
Business, Bloomington, Ind. 


HE dominant influence on your 

business* during the next year 
or so will be the high level of busi- 
ness activity of the nation as a whole. 
That will have more to do with how 
you fare than anything else you 
talked about at this convention. I 
further predict that no matter what 
happens to the level of business ac- 
tivity for the nation as a whole, your 
industry will do better. In most of 
the postwar years your sales have 
expanded at an annual rate of ap- 
proximately 25% with 6% last year 
but 9% in the part affecting you 
most. If the nation’s business slips 
some, a lot, you may slip a little. 
If the nation’s business stays the 
same you will expand, and if the 
nation’s business expands you will 
do more. 


Farmers Are Richer 


Now for some more specific con- 
siderations on your long range out- 
look. All of you know that a sub- 
stantial part of the L. P. gas market 
is in rural areas. If you took a look 
at the 1950 census and that of pre- 
ceding years, you know that one of 
the striking developments has been 
the decline in the number of farms. 
More people like city life. But as 
they do, farm production seems to 
go up and so does farm income. You 
may have fewer farms and, there- 
fore, will have to concentrate your 
efforts on selling more to richer 
farms than to a lot of poor farms. | 
need not tell you that what you wan! 
to do is to get more installations on 
the farm that use your appliances 
and, therefore, are your prisoners. |! 
you get people who have L. P. gas 
driers, stoves, irrigation. or drainage 
pumps, tractors, and a half dozen 
other things, you are likely to keep 





*A paper read at the Southeastern Dis- 
trict Meeting of the LPGA in Atlanta, Ga. 
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them as customers and get them to 
buy more. 

Some of the publications I have 
been reading in the L. P. gas field 
call attention to the increased com- 
petition of rural electrification with 
the activities of REA and private 
companies. That competition is high- 
ly. significant because as you know 
there are greater economies in step- 
ping up the purchase of electricity 
than there are with L. P.-gas because 
of the block system of charging for 
electricity. That same thing is often 
true of natural gas. 

I suspect that electricity is sharp 
competition for some things but not 
for others. If a man heats his house 
with oil he might prefer to buy L. P. 
gas and then turn around and cook 
with gas even though he has elec- 
tricity to light his castle. Again the 
electricity may make him so much 
more effective as a producer that he 
will increase his net income and be 
able to modernize his operations by 
buying some of the appliances that 
use your product. 


Competition Builds Business 


Railroads, for example, compete 
with air lines and yet I am sure that 
the aircraft industry makes more 
traffic for the railroads than air lines 
ever thought of taking away from 
railroads. 

Costs of oil seem to be rising and 
thus one of your principle competi- 
tors has a hard row ahead. The same 
may well be said for the outlook in 
the price of coal. The demand for 
coal has been increasing, at a pro- 
digious rate caused by such things 
as the new atomic energy plant along 
the Ohio River, which will use 742 
million tons of coal per year. As I 
see your outlook in relation to other 
energy sources, you are in a most 
favorable position. 

Although I have covered most of 
the literature which has been re- 
leased on your industry during the 
past few months and although every- 
one is optimistic about the market 
for LPG for tractor purposes, I be- 
lieve that you are not optimistic 
enough. One or two in this audience 
will remember that at the Lawrence, 
Kan., engine fuel school I asked the 
group how many tractors had been 
converted in their-own area of oper- 
ation. As I recall, I rounded up about 
15 or 20 thousand during the pre- 
ceeding 12 months just out of a little 
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It’s dashing and debonair! Perfection’s new “Tuxedo Top” is by far the most 
outstanding L-P gas range on the market today. The bewitching black porcelain 
enamel top and gleaming chromium trim adds irresistible sales appeal to the 
quality and workmanship for which Perfection has always been world famous. 
Naturally, all the regular Perfection features are still there. 


Newly Styled All-White Models, too! Perfection 
All-White models feature plenty of eye-appealing 
chromium and sales clinchers like the famous 
“Banquet Oven”; adjustable oven door springs; 
automatic oven heat control; simmer-control 
burners. Also a 6-burner model at lowest price yet! 





65 years of fine products 


A etfection STOVE COMPANY, 7418-A Platt Ave., Cleveland, Ohio 
fe ] 
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© best for you — because Metalbestos is easily and 
quickly installed. Precision made couplers slip 
together without forcing . .. are tightly and per- 
manently sealed without using mastic or cement. 

Adjustable lengths, adjustable elbows and other 

versatile fittings speed assembly and eliminate 

wasteful cutting and fitting. Your costs are lower, 
profits higher, because with Metalbestos you can 
make more installations per man per day. 

ebest for your customers — because Metalbestos 
assures safe, trouble-free venting for the lifetime 
of the house itself. Double-wall design provides 
an inner “hot stack” for strong draft, minimum 
condensation ... and an air-insulated outer pipe 
to protect adjacent wall surfaces from dangerous 
overheating. Permanently tight joints and cor- 
rosion-resistant aluminum construction are further 
reasons why Metalbestos can be installed and 
then forgotten. 

* Extensive research and hundreds of tests with both labora- s 
tory and field installations have proved that Metalbestos’ . 
insulated, double-wall design and all-metal construction ee 
assure safer, more efficient venting than other commonly 
used types of gas vent pipe. 





Send for free copy of 


VENT INSTALLATION HANDBOOK 
Based on the latest gas venting 
research, this pocket-size booklet 
contains complete, up-to-date infor- 
mation on venting practices plus 
many helpful installation tips. Write 
today to Dept. “M” 














group. A tremendous demand is 
there and I think the number of con- 
versions is probably already far in 
excess of the highest statistics which 
have been published. 

You have only touched 6%. For 
all the reasons that the couple hun- 
dred thousand have converted, more 
will. According to releases in your 
industry, a great many of the tractor 
conversions have permitted the ma- 
chine to work on both L. P. gas and 
gasoline. I cannot help but think that 
you do the man and your industry 
an injustice whenever you permit 
him to operate on a dual fuel basis. 
He is likely to wind up with an ar- 
rangement which does not enable the 
tractor to take advantage of the econ- 
omies of LPG. It would be far more 
logical to supply him with two L. P. 
gas tanks on his tractor in case he’s 
afraid of running out of fuel rather 
than have him committed to both 
fuels. 


An Expanding Market 


During recent weeks I have visited 
with officials of two of the trucking 
company manufacturers who have 
developed LPG lines. Spokesmen of 
both companies are almost immodest 
in their claims for the résults ob- 
tained on propane. You have only 
scratched the surface of the market 
for trucks, buses, and perhaps pas- 
senger cars. 

Sales of LPG for irrigation and 
drainage pumps, tobacco curers, and 
alfalfa dehydrators will undoubtedly 
move forward. The same is true for 
cooking, heating water, and heating 
houses. This is especially true of the 
latter. With better roads, the city 
dwellers are taking to one-acre 
ranches. Natural gas lines are com- 
monly not feasible. Oil or LPG is 
the answer. Shortages of gas within 
cities and the comparative price ac- 
vantage of natural gas, with relation 
to oil or anthracite coal or, occasion- 
ally, bituminous coal, have put grea! 
demands upon gas companies for a:- 
ditional service. These gas compani«s 
have solved their problem of peax 
demands by insisting that the peop’e 
install gas furnaces and let you take 
on the load when the temperature 
drops below 20° or some figure 1 
the vicinity. 

One part of the market may »e 
larger than you think. I refer to one 
or two-room space heaters. The 1 
crease in size of families in recent 
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years, arising out of the expanded 
birth rate, will not only increase the 
number of houses which are built 
but, what is more important to you, 
will increase the numbers of addi- 
tions to houses. Three or four babies 
in a house do not take up much room 
but when five years are added a 
larger house is necessary if the par- 
ents are to maintain their equilibria. 


Big Heater Market 


Literally thousands of additions are 
being tacked on to the five-room cot- 
tage which the young couple ac- 
quired right after the war. In many 
cases the central heating plant can- 
not absorb the burden. Some of the 
fancy wall heaters which have been 
displayed at this convention will 
solve the problem. In many cases the 
cost of wall heaters may be less than 
the cost of extending heating ducts, 
so that your appliances will sell not- 
withstanding the excess capacity of 
the furnace. 

The air conditioning market has 
been scratched somewhat in the 
cities where natural gas has been 
available, but, as yet, you have not 
done much. An enormous market 
awaits you. Also, you have done 
nothing about gas turbines. 

Your market among trailer dwel- 
lers is a difficult one to estimate. 
Everybody thought that after the 
war all of those who lived in trail- 
ers would forsake them. We’re grow- 
ing, however, a class of people who 
love to live in trailers and we have 
2,000,000 people now living in 600,- 
000 trailers and a good many of them 
using your product. Who am I to say 
thet they won’t live in them for 
keeps? Your market in the realm of 
cigarette lighters, I guess, is suffi- 
ciently limited. I won’t go into that, 
but lest you should think that I 
haven’t considered it, let me call to 
your attention the fact that they’re 
making the cigarettes too long. Peo- 
ple are going to smoke only a certain 
number of inches of cigarettes each 
day and if the cigarettes are longer, 
they won’t have to light ’em up quite 
as any times, and your sale of pro- 
pane is likely to be less. 

Most of the long range factors, then, 
seem to be favorable, and yet you 
have several major problems. I don’t 
Want to be too critical because I have 
been much impressed with how rap- 
idly you are mobilizing your forces 
to solve some of the other problems 
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It’s a lot easier to work 
with 


RibkiIp 
Extra-Utility 
Pipe Vises 


Compare those work-saver 
RIGAID Vises with any others 
and you see the bonus of ex- 
tra utility you get for your money. Kit vise is easily toted to the 
job, quickly clamped on edge of bench or plank, ready to use. 
All other RI@AID vises have handy integral pipe benders and 
rests to make cutting and threading easier. Full-width firm- 
gripping jaws of top quality tool-steel, bodies of rugged special 
malleable—for years of service. 9 models, yoke and chain, 23 
sizes, meet every need. Get your money’s worth—buy RIEAID 
Vises at your Supply House. 


Ps 


Kit Yoke Vise 
clamps anywhere 
=to 2” 


tOeAANA 


eRELERE 


SRREER LEE 





* 
# 
#3 
# 
* 
2 
i 


THE RIDGE TOOL COMPANY ° 


ELYRIA, OHIO 





145 








For Marinun 5SIVET Y 
in LF froae Connecliona / | 





"G J-BOSS” 


GROUND JOINT FEMALE 
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Without equal in efficiency, durability and safety for all L-P Gas 
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sures leakproof, trouble-free seal. Furnished with super-strong 
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you have. Meetings of this very 
sort are evidence of the type of spirit 
that will be necessary to keep you 
strong and durable. Let me tell you 
about five problems that I think are 
bigger than you recognize to date. 

One—Taxation. Two—Rival lobby- 
ing for regulation. .Three—Higher 
pricing. Four—Your seasonal factor. 
And Five—Transportation. 

Let’s take the first one—taxation. 
Your industry has already been sub- 
jected to many of the taxes which 
rest upon competing products. You 
are, however, likely to be taxed even 
more than you are now. As far as I 
can tell, very little thinking has been 
done on the part of, members to ac- 
quaint themselves with tax prospects. 
Your national association is in the 
forefront in this area and will need 
your earnest support. 


Tax Survey Coming 


I would like to discuss taxés in 
detail but am just getting underway 
with a one-year project on a part- 
time basis intended to survey the tax 
status of the L. P. gas industry. Let’s 
wait for the full treatment until the 
survey is complete. 

I especially commend to you a 
statement which was sent by John 
C. Hastie of the Skelgas Division of 
the Skelly Oil Co., to my research 
assistant. “. . . At present, methods 
of handling tax refunds and the col- 
lection of tax does. present, in most 
states, much complication, confusion 
and paper work. However, tax laws, 
as regards liquefied petroleum gas as 
a motor fuel, are going through 
‘growing pains’, and in time, no 
doubt, such tax laws will be stream- 
lined, more or less, to be identical in 
all states. In the meantime, however, 
frequent changes can be expected 
and therefore, the service bulletins 
issued by the State Tax Reporter and 
the American Petroleum Institute, 
will do much to keep one up to date.” 

Now the second problem—rivl 
lobbying for regulation. Yours is t!.e 
most interesting industry in that its 
product or service is a perfect sub 
stitute, if not a superior product, for 
many items that are commonly ‘e- 
garded as public utilities and «re 
regulated. Take a lesson from what 
the railroad industry is trying to do 
to the truck lines and the air linvs. 
You may find some of your rivals 
rounding up tremendous sums of 
money of such magnitude that you 
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would not believe my figure, if I gave 
you one, for the purpose of subject- 
ing the upstart to the same type of 
restrictions, or superior ones, that 
hamstring the others. ; 

The basic idea is that if one indus- 
try’s arm is broken everybody else’s 
arm should also be broken. I see no 
point in mentioning names but you 
men have been around long enough 
to learn the facts of life. May I assure 
you that work within the last week 
with some conventional public util- 
ities has given me first hand evidence 
of the concern of the industry for 
you gentlemen and your thriving en- 
terprise. You may think that you 
shouldn’t be regulated more, but a 
lot of industries get regulated that 
shouldn’t be, just like a lot of men 
go to the death chamber shouting, 
“IT am innocent of the crime for which 
I am charged.” One natural gas ex- 
ecutive would solve the safety prob- 


lem of L. P. gas by prohibiting you’ 


from operating. 


The Price Problem 


The third point, higher pricing to 
you. I have read many assertions 
that sources of supply could be ex- 
panded without undue difficulty to 
yield 15 or 16 billion gallons a year. 
I have no doubt that they could and 
that even that total might be ex- 
panded. I also call your atten- 
tion to the fact that in the beginning 
your product was relatively easily 
acquired, and to a certain extent, it 
partook of the nature of either a 
waste product or at least a by-prod- 
uct. The cost to you as distributors 
can be extremely favorable under 
such circumstances. The history of 
American business, however, is filled 
with stories of by-products which be- 
came end-products. You are already 
moving into that stage. Even though 
there are many producers of butane 
and propane you are not wholly free 
of reconsideration of prices. The fa- 
vorable market factors which I have 
discussed are known to producers 
far better even than they are to me. 
Iam of the opinion that some of the 
price superiority which you have 
over rival products may be split 
somewhat equally between higher 
prices to producers and greater rev- 
enues to the collectors of internal 
revenue. As long as I am in the 
Southland—some of you know that 
cotton seed used to be thfown away. 
Not so any more. 
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I listed the seasonal factor as a 
major problem because everybody 
else does. It is a big one for you, 


.and naturally you would like to have 


a more uniform demand for your 
product. Several of the new markets 
into which you are going to move, or 
old markets which you are going to 
expand, will undoubtedly help to re- 
duce the seasonal factor and simul- 
taneously solve a related problem of 
storage. 

On the other hand, the fact that 


you have a high seasonal factor does 
not necessarily mean that you don’t 
have good business. Even Christmas 
has become a good. business now, and 
it’s about the most seasonal thing I 
can think of. The ice business is a 
good example. Especially as it used. 
to be carried on years ago. The de- 
mand was very great in the summer 
and ice companies simply charged 
enough in the summer to make good 
money on the year-around basis. 
Maybe you wouldn’t even want to 
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BOTTLED GAS SERVICE BODY 


Service-Master is designed to speed up your work — styled to 
reflect the ability of your firm. Its six weathertight compart- 
ments include shelves and bins for the tools and parts you'll 
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1. Weathertight, double-panel doors. 
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take all of the seasonal factors out. 
How else are you going to have a va- 
cation? The storage, itself, might be a 
solution, or at least a fairly satisfac- 
tory approach to it, just like storage 
of eggs helps overcome the problem 
of the hens’ greater fecundity during 
the spring and summer than in the 
fall and winter. 

I think that you ought to approach 
the seasonal factor in a variety of 
ways. Eliminating the seasonal by 
building up other demands is not 
necessarily the only answer. An 


equally satisfactory result might be 
obtained by studying your pricing 
and marketing system to adapt them 
to the seasonal situation. You might 
even want to solve it wholly outside 
the realm of L. P. gas in somewhat 
the same manner that coal yards 
solve the problem of uneven demand 
by also going into the lumber busi- 
ness. You may even think of a ham- 
burger stand that solved its supply 
problem by locating next door to a 
dog and cat hospital. 

Much of the complaint about the 
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Yes, Odin’s Treasure-chest takes up 
‘ less space than a TV set. 
; bakes and broils like a hotel range. It’s 
perfect for small kitchens. And we have 
the promotional mats and dealer aids to 
help you putit over. Immediate Delivery. 


STOVE MFG. CO. 
® Seautydnryenrs 


Yet it cooks, 


ERIE, PA. 








seasonal factor has been attributable 
to the fact that many dealers have 
sold more appliances than their 
source of supply would support. I 
think that the solution lies in deal- 
ers analyzing what their require- 
ments might be and working with 
the producer or source of supply in 
order to enable him to expand his 
production to take care of what the 
needs are likely to be. It seems tc 
me now that much of the trouble i: 
attributable to the lack of informa- 
tion on the part of producers and, in 
many cases, dealers, about the rela- 
tionship of demand to inventories. 
Larger consumer tanks and under- 
ground storage may be partial an- 
swers. 


The Transportation Problem 


The final problem is that of trans- 
portation. L. P. gas is at a marked 


‘disadvantage in many parts of the 


country because of the high cost of 
transportation. You will persist in 
being at a disadvantage although 
some progress can be made. An ar- 
ticle in one of the trade publications 
gave an excellent review of trans- 
portation costs into the New York 
area and wistfully contemplated the 
difference between railroad rates on 
rival products and L. P. gas. 

The industry cannot hope for the 
differential to be narrowed appreci- 
ably. Anyone acquainted with the 
railroad rate structure knows that 
rates vary tremendously from one 
item to another without offering 
promise that the differences will dis- 
appear. Natural gas moves through 
pipelines at far lower rates than LPG 
can move by rail or truck. Oil moves 
by pipeline and barge far below L. 
P. gas rates by rail. 

Some hope exists that a limited 
number of trunk pipelines can be 


. built for L. P. gas. These would have 


to be combined with underground 
storage in salt domes, mines, or quar: 
ries probably near the point of or‘ zin. 
This would solve only a small vor: 
tion of the problem because the vol: 
ume of movement would no: be 
great enough to build feeder lin«s of 
the type prevalent in'the distribution 
of natural gas. Truck peddle «uns 
would still be necessary. 

Most of the literature about °.. P. 
gas, and the addresses which I .:ave 
heard, flatter you by asserting that 
the industry has now come oi age. 
You are alleged to be mature. All 
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his is far from the truth. Your in- 
dustry is not mature. It can be de- 
scribed at best as newly adolescent. 
You as individuals are mature but 
your business is just out of the stage 
of infancy. Nothing that I have said 
today is more important than my de- 
scription of your stage in develop- 
ment. The whole of your planning 
will be different if you realize where 
you are. 

In conclusion, I am in hopes that 
during the months ahead, when your 
business will be at a relatively high 
level, you will continue to cope with 
the problems that you have been 
battling so effectively during the 
postwar years. I am also in hopes 
that you will raise your sights just a 
bit and redouble your efforts to 
grapple with some of the things that 
are ahead. 


You have become a major indus- 
try and now that you are in the ma- 
jors, you’re going to be expected to 
do battle and live in the majors. Get 
ready to defend yourself, get ready 
to be taxed more, get ready to meet 
your rivals on neutral ground, and 
keep on expanding and serving. 


Southwestern Exposition 
Will Be Held June 24-26 


With a small remainder of exhibit 
booths not yet contracted for by ex- 
hibitors, the finishing touches are 
being applied for 
the forthcoming 
Southwestern 
Butane Exposi- 
tion of the Texas 
Butane Dealers 
Association. It is 
expected to be 
the largest and 
most important 
in the associa- 
tion’s history, ac- 
cording to Wil- 
liam J. Lawson, 
executive secretary. 

The show, an annual five-state dis- 
play, will be held in the Baker hotel 
in Jallas, Texas, June 24-26, and will 
feature products of manufacturers 
anc. wholesalers from all sections of 
the country. 

Because of the overall effort of 
Pariicipating exhibitors this year to 
present a wide range of products, 
and to assure attractiveness of dis- 
plays, the event is expected to at- 
tract a greatly increased attendance 
from adjoining states. 





¥. J. Lawson 
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® Application control from tractor © Double hydraulic operated 
® 250-gallon ASME Code Tank @ Extra heavy-duty welded steel frame 
® Adjustable trailer hitch @ Pasture and spring shank attachment 


SESCO SAFE-TEE LPG & AMMONIA TRAILER 





® One man can load and 
unload 3 
® Extra heavy-duty frame 


® Made for 48”, 46” and 41” 
diameter tanks 
® Doubles as utility farm trailer 


SESCO . Incorporated 


P. O. Box 952 Tulsa, Oklahoma 
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Flare Fittings 


Brass Nipples 





Write for Catalog and 
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RELIANCE TUBULAR PRODUCTS CO. 
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LPG Marketer's Problems: 


PG distributors have many prob- 
lems. Everybody has problems, 
day-in and day-out. This can be said 
about problems, however— though 
there are millions of them and every- 
one has his share, problems are not 
universal. What one man considers 
a problem, another man sees as an 
opportunity. 
There are really no problems 
which have not been encountered 


and satisfactorily solved. Solution of 
problems has been reduced to a 
science. The Society for the Advance- 
ment of Management offers this five- 
step rule: 

1; State the problem. 

2. Find new information. 

3. Consider various ways. 

4. Try different methods. 

5. Choose the best. 
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. in L. P. gas also Cities Service means Good Service 
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@ UNIFORM PRODUCTS 
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OTHER SALES OFFICES 
Cleveland ¢ St. Paul ¢ Kansas City * Toronto 








= i. 


CO. 


Chicago, Illinois 





By L. T. White 


Cities Service Petroleum, Inc. 
New York City 


There are as many solutions to a 
problem as there are angles from 
which you can approach it. A wise 
man once said: “All the people in 
the valley will meet on top of the 
hill if they continue to climb.” 


As you think about—“stating the 
problem” — “finding new. informa- 


tion” — “considering various ways” 


— “trying different methods” and 
“choosing the best,” you'll see the 
wisdom of belonging to this associa- 
tion. 

Whatever problem you have, you 
are likely to find a man here today 
who has solved all or part of it. The 
meeting method of problem solving 
is an American method. Americans 
believe in the exchange of ideas. 
They voluntarily join associations 
for that purpose. 


The Five Parts of Management 


Now that we know a formula to 
solve marketers’ problems, let’s con- 
sider the different parts of managing 
your business. The subject of man- 
agement sometimes appears complex 
and baffling, but it can be reduced 
to five basic parts. Each part begins 
with the letter “M” which makes it 
easy to remember. They are: 

1. Markets. 

2. Money. 

3. Men. 

4, Methods. 

5. Materials. 

You can arrange these “M’s” of 
management any way you prefer. 
For example, you’ll note that I placed 
“materials” at the bottom of the list 
for today’s discussion. 

After considerable research into L. 
P. gas marketing literature, it was 
apparent that the subject of “ma 
terials” usually heads the list. 

So for a change, we’ve reversed 
the order and placed “markets” and 
“money” first. Let’s see how the 
problem solving formula works. 


Markets 


The problem of “markets” can be 
stated as “To continue expanding 





*A paper delivered before the Central 
States District, LPGA, Annual Convention 
in Oklahoma City, Okla. 
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propane plant in Holyoke, Mass. When write to Worthington Corporation, Section 
Holyoke changed from manufactured 24N,3.3, Harrison, N. J. 
gas to natural gas piped from Texas, they 

installed this automatic propane plant to 

serve as an auxiliary source of supply. 


N.3.3 
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WORTHINGTON LPG TRANSFER UNIT is 
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sales of gas, but balance the summer 
and winter volumes.” 

Here is brand new information 
which puts light on the marketing 
problem. 

The search for this information 
was arranged by the Bureau of Ad- 
vertising (Research) of the Ameri- 
can Newspaper Publishers Associa- 
tion. These findings are given you by 
the Springfield, Mo., News and the 
Leader Press. Their research report- 
ers went into the business district 
two weeks ago and asked 69 people 
these questions: 


1. What is L. P. gas? 
2. What are its uses? 
3. Do you know by name who sells it? 
You'll be interested in the an- 
swers. 


“What is L. P. gas?” 
Correct (bottled gas 9) 


Incorrect (low pressure, artifi- 
cial, by-product, manufactured, 
waste gas, etc.) 12 


No idea 








29 
69 


Total 








TULSA, 
P. O. Box 801 








Carter produces high 
quality Propane and Butane 
for both industrial and do- 
mestic uses. Our service and 
products are unexcelled. 


You can depend on Carter. 
Wholesale Only 


THE CARTER OIL Company 


oO K LAH OM A 


Phone 2-6101 





“What are its uses?” 
Cooking and heating 


Water heating 


Internal combustion engine.......... 7 





Refrigeration 
No idea 








Total 
Last week in this city the Oklc«- 
homa Times conducted a similar 
series of test interviews. Here is 
what was found in Oklahoma City: 
“What is L. P. gas?” 
Liquefied petroleum gas....6 12% 
Don’t know 





100% 

“What are its uses?” 

Persons who know uses 10% 
Don’t know 45 90% 
50 100% 

(Heating, 3; truck and tractors, 3; 
cooking, 1.) 

These replies may shock you but 
the revelations are truly useful. 
When 49 people can name only five 
uses for L. P. gas when there are 
hundreds of uses; when 70 of those 
questioned have no idea what L. P. 
gas is good for, we can see where we 
can work to advantage. 

Every marketer of L. P. gas in any 
community, Springfield, Mo.; Wichi- 
ta, Kan.; Oklahoma City, Okla., could 
well work together to see that the 
public knows more about this fuel 
and how it can help in their homes, 
farming, business, manufacturing and 
transportation. 

Such a program of consumer edu- 
cation should precede direct sales 
efforts. 


_ Inform the Public 


Many people are uninformed or 
confused about L. P. gas. It is a new 
and strange product to them. They 
will have to be informed before they 
can be interested and before they 
can be sold. 

They must become aware of their 
problems which this fuel can scive. 
In other words, there is a lac: of 
public understanding. Education 
must precede advertising or pers..nal 
salesmanship. 

People like to learn about sew 
things without exhortation or pres 
sure. A few people will try a ‘ing 
simply because it’s new. A few more 
will imitate them. Thus a new vrod- 
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uct or service can be introduced and 
win some business and then gain at 
e snail’s pace. 

That explains why it sometimes 
takes generations to bring a new 
taing to universal usage. Watches 
were available 400 years ago, but 
only in the past 25 years have they 
come to be worn by everybody. Gas 
was used in internal combustion en- 
gines 37 years ago in this country, 
but only now are farmers and truck- 
ers beginning to see its possibilities. 

The third question of our search 
for new information on the problem 
of marketing will be of particular 
interest to you marketers who are 
anxious to strengthen and build your 
own independent, private business 
enterprises. Here are those answers: 

Do you know by name anyone who 
sells L. P. gas? 

“No” was the answer by 34 per- 
sons, 49%. 

The other 35 people named one or 
more marketers. 


These names totaled 47. 
In Oklahoma City, the answer to 


“Do you know by name anyone who 
sells L. P. gas?” was: 





Don’t: know? icc 46 92% 
Named marketers ............ 4 8% 
50 100% 


(City Service Skelgas). 

This indicates that all independent 
marketers of LPG could identify 
themselves more thoroughly in the 
public mind. 


Efficiency In Advertising 


Notice that one marketer’s adver- 
tising is much more efficient than the 
other 13. There is efficiency in adver- 
tising just as there is efficiency in 
combustion. L. P. gas marketers could 
weli devote study to that phase of the 
problem. You'll find newspapermen 
ready to help on the general public 
education program and on how to fix 
your name in buyers’ minds when 
they become informed and interested. 

You may want information about 
advertising so you can better under- 
stan! how to use it to the best advan- 
tage with minimum cost. You can 
have such information free of charge 
through the public school system in 
your town or county. 

Distributive Education is provided 
to heip build business just as agricul- 
tura! instruction helps farmers and 
trade instructions help labor and 
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craftsmen. You'll find the D.E. men 
near you, ready, willing and able to 
provide any information, instruction 
or guidance you may need. 

We see, therefore, our problem 
solving formula for finding new in- 
formation, shows the way to create 
demand for your services as an in- 
dustry and how to increase your in- 
dividual share of it. 


Sell the Benefits 


Before we leave “marketing,” may 


I offer a thought on the name of 
your product. It is called “liquefied 
petroleum gas.” 

That’s descriptive but of little in- 
terest to the user. You can make it 
more exciting and motivating if you 
can teach the public that the letters | 
“T.-P” also mean “Live Perfectly”; 
‘Live Power”; “Lots of Pleasure”. 

When automatic gas cooking was 
introduced nearly 40 years ago, 
housewives were cold to the word 
“thermostat.” They were scared of 








RHT, 1712” 
long 


RHT, 3234,” long, 
with home-made fixture 
for preheating 
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TO SWELL YOUR 
FUEL LOAD 


Sell RANSOME RHT and RUT Torches to— 


Machine shops 

Sheet metal shops 

Oil fields 

Farmers and ranchers 
Garages 

Factories 

Slaughter houses 

Public utilities 

Public works departments 


Melting lead, babbit and white metal 
Pipe bending 

Preheating 

General heating and thawing 
Fender repairs 

Singeing 

Weed burning and flame cultivating 
Disinfecting poultry houses, dairy 
barns and swimming pools 


These heavy-duty torches, for jobs requiring large, intense flames, 
are real load builders. RUT burns 1 gal. in 50 mins. at 10 Ibs. 
pressure; RHT, 1 gal. in 90 mins. That’s more than most floor 
furnaces ...and it’s not confined to cold weather. Most RANSOME 
torch users buy LP-Gas the year round, often in small, premium- 


priced containers. 


You can sell RUT and RHT torches for hand or fixture use . . . 
and with trigger valve for intermittent work. They’re good re- 
peaters—several dealers have sold 100 to 200 in a year!! Single 


users frequently buy several torches . . . 


build your fuel load. 


and every torch helps 


Cash in NOW. Write TODAY for price list, discounts and catalog. 


RANSOME COMPARY 


Liquified Petroleum Gas Division 
ROOM A-5 * 4030 HOLLIS STREET * EMERYVILLE, CALIF. 36 


Rambome 
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the pilot light. But when you said, 
“A modern gas range will make you 
more attractive,” they were inter- 
ested. They want to preserve their 
good looks and the love and affection 
of their families. They will make 
great sacrifices to gain those human 
satisfactions. They'll even try to lis- 
ten if you insist on dragging hydro- 
carbons and Btu’s into your sales 
talk. 

Here’s the experience of a fellow 
who was given the job of selling the 


first automatic gas water heater for 
$150 in his town. He had been sell- 
ing range boiler sidearm heaters at 
$15. His boss said the president of 
the bank wanted to talk water heat- 
ing the next day. 

Our friend knew the prospect was 
a tight guy with a buck. The banker 
knew the cost of a copper tank, the 
installation, the controls, etc. He 
knew what labor was per hour. 
Something had to be added to make 
the new heater look like a bargain 





arent ae eyrrpceryny 
nent meerqygt) Whoo 





__ 
MODEL 362385"CP” 
Automatic Clock Controlled 


ALL STEEL 





PORCELAIN ENAMEL CHASSIS 


This chassis found in all Enterprise gas and electric ranges, is one perfect illustration 
of Phillips & Buttorff’s “Engineering for a lifetime” policy. 


It is fabricated from heavy steel, painstakingly jig-welded into a single rigid unit, 
including the base. The finish for the entire chassis, including the base, is lifetime 
Porcelain Enamel, impervious to moisture or wear. Cleaning with a damp mop can 
never cause the base of an Enterprise to rust! 


Thirty different gas models . . . fourteen different electric styles 
from which to choose. For more range sales, see your Phillips & 
Buttorff distributor, or write for catalogue. 


Serving a Value Conscious America for nearly 100 years! 


PHILLIPS & BUTTORFF MANUFACTURING COMPANY 


NASHVILLE 3, TENNESSEE 
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at 10 times the price of the old 
heater. 

That night he met a young doctor 
who was trying to build up his prac- 
tice, just like our friend was trying 
to build up the gas. business. 

Over the 35-cent “blue plate din- 
ner,” he said to the doctor: “Why 
would a man pay $150 for a source 
of plentiful hot water?” 

The doctor said: “There’re lots of 
reasons. When you get rich you prob- 
ably have gout. Your limbs are stiff. 
Warm water is soothing. The stiff 
joints work freer. Everything is 
lighter in water. 

“Do you know what is the fare to 
Hot Springs? What it cost to put up 
at a good hotel? It would cost hun- 
dreds of dollars to take the ‘cure’. 
You say you have an automatic gas 
heater for $150? I know a banker 
who would pay that in a minute. 
Tell him how it would relieve his 
suffering and pain. How it would 
give him more years of life.” 

And so our friend did. He ex- 
plained the “human benefits” of that 
automatic heater. He made the sale. 

There are thousands of people who 
should hear what L. P. gas hot water 
can do for their happiness. 


Money 


The second L. P. gas marketer’s 
problem of management is that of 
“money”. 

America was founded and has 
flourished under the capitalistic sys- 
tem. The Pilgrims who settled one 
of our colonies decided’ to come to 
America in 1617. It took 101 of them 
three years to raise the capital re- 
quired, about $17,000. This year 
American businessmen will raise 100 
million dollars per day. Growth of 
a nation or a business and its capi- 
tal go hand-in-hand. 

For 333 years, from 1620 to this 
day, we have raised capital constant: 
ly. All businesses in America must 
raise capital. L. P. gas marketers 
must raise capital. 

Therefore, to apply our formula 
again, we would state the problem 
of money as: 

“L. P. gas marketers with expand- 
ing business must continuously raise 
more capital.” 

The raising of capital, like the vais 
ing of cattle or grain, is an art and 
science in itself. Someone has to 
make it his job to raise capital. The 
man best qualified is the boss-—the 
distributor himself. 
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ing BACK OF YOUR TRUCK... 
with only one lever—one cylinder 

. TO DO ALL OPERATIONS 


are Efficient material handling into and out of trucks is now at its 


peak of perfection. So simple—so safe one man can handle 
: of loads up to 4000 Ibs.—at one time. Load or unload anything, 
anywhere. Anthony design eliminates time-consuming opera- 





‘00 tions—does this without extra cylinders, valves, controls, etc. 
tiff, A complete range of capacities for all trucks and semi-trailers. 
stiff New Brochure shows HOW you can save up to 50% on your 
z is trucking costs. Send for your copy today. 
. OPENING 
* POWER: CLOSING 
ae LIFTING 
ire? LOWERING 
gas 
ker 
ute. 
his 
yuld 
ANTHONY the Power to lower delivery costs 
ex 


Patd. & Pats. Pend. %* 
U.S. and Foreign ry 





LIFT 2 GATES 


who ANTHONY COMPANY 


STREATOR, ILLINOIS ¢ DEPT. 16A 











ter’s 
t of 


has 
sys 
one 
e to 
hem 
| re- 
ear 
100 
h of 
capi 


this 
tant- 


st PROPANE TRUCK TANKS 
FOR ALL DELIVERY NEEDS 


slem In streamline (illustrated) and walkway 

types, 1,181 gal. to 1,700 gal. water capacities. Constructed 
and: in accordance with A.S.M.E. Code, par. U-69, 200# w.p., or 
raise A.S.M.E. Code, 1950 edition, 250# w.p. Mounted on your 

chassis complete with valves, fittings, pump, hoses. Unit 
rais- ready for immediate use when picked up. Write for details. 
and 
is to 


™ 1 \\cqowey7 McNAMAR ano CROWLEY, Inc. 


SALEM 5, ILLINOIS 
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When an L. P. gas marketer de- 
cides that he will be the capital 
raiser, he must prepare himself. 
There is a lot to learn. 


Equity Capital 

A while ago two men called on a 
distributor in Massachusetts. One of 
them was the supplier’s salesman. 
The other was a business consultant. 
The distributor said to the salesman: 
“Bill, I am glad you came. I want 
to show what a mess I’m in by fol- 
lowing your advice to expand. I used 


your ideas about salesmanship and 
promotion. I’ve stretched as far as I 
can go. I have sunk $50,000 in it, and 
today I get this dirty letter from your 
credit department. It says, hereafter 
pay for your stuff C.O.D.” 

Then the distributor turned to the 
third man and said: “What are you 
doing here?” 

The advisor replied: “I am selling 
books.” 

“Books,” the distributor said. 
“Gosh, I need bucks, not books.” 


“That’s right,” said the man. 








WHY YOU SHOULD 
CHECK SUNRAY... 


PROMPT 
DELIVERY. 


CONVENIENTLY 
LOCATED 
PLANTS. 


DEPENDABLE 
SERVICE. 


TRAINED 
TECHNICAL 
PERSONNEL. 


UNIFORM 
QUALITY 
PRODUCTS. 


32 YEARS OF 
PETROLEUM 
EXPERIENCE. 


FULL LINE OF 
LPG PRODUCTS. 


Yes, —7 is a lucky number 
—but in this business LPG 
dealers can’t depend upon 
luck alone. That’s why 
SUNRAY can make your 
problems much easier. Prompt 
delivery service and a 
dependable source of supply 
means everything. 


SUNRAY has plants that 
offer a full line of LP-Gases 
in Arkansas, California, Kan- 
sas, Louisiana, Oklahoma and 
Texas. 


WRITE, WIRE OR TELEPHONE 


SUNRAY OIL CORPORATION 


General Office 
5th & BOSTON 


@ First 


National Bldg 
TULSA 3, OKLAHOMA 








“Would you like to know how tc 
raise money which you never have 
to pay back?” 

The distributor in amazement: 
“What did you say?” 

The man continued: “Would you 
like to know how to raise money 
which you don’t have to pay back ani 
for the use of which you pay only 
when you feel like it?” 

“Now wait a minute,” the distrib- 
utor said, “is this legal?” And the 
man said, “Yes, you can read about 
it for 15 cents. Here’s the book, ‘Fi- 
nancing a New, Small Business’. It 
tells about equity capital. It’s legal. 
It’s published by the U. S. Depart- 
ment of Commerce.” 

If you prefer to keep the govern- 
ment out of this, here’s another 
pamphlet, “Equity Finance,” which 
they will give you if you visit Mer- 
rill, Lynch, Pierce, Fenner & Beane’s 
office here in Oklahoma City, in 
Tulsa or Kansas City. Most any 
stock broker will show you how 
business. capital is raised through 
stocks and bonds. 

The first piece of news, therefore, 
is that there are two kinds of capital 
—borrowed and permanent. 

The next step in the preparing of 
small businessmen to raise capital is 
to talk the language of the fellow 
who has capital. 


Language of Finance 


You know the trouble a salesman 
would have if he came to you talking 
Chinese. Neither he nor you would 
get any place. 

Businessmen who won’t talk the 
language of capitalists are liable to 
be very short of capital. What is the 
language of capitalists? It.is mathe 
matics. Mathematics is the language 
of the world. It is the quickest and 
clearest way to tell of business re 
sults. A company can condense mil- 
lions of words into three or four 
digits. It reports all of its operations 
in dollars and cents per share. 

Marketers, therefore, must have 
figures. They must have “profit and 
loss” statements, “balance sheets”; 
they must have “cost analysis.” 

Then they must be able to siate 
their plans and prospects in figures 
which will stand the scrutiny of ex- 
perts. 


Confidence In Your Future 


When the boss has armed himself 
with figures, he is ready for step two 
in his preparation. He must have 
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confidence in the future of this coun- 
try and this business. People buy 
securities on faith as well as figures. 

He must sell people the idea of 
investing in his business. You use 
persuasion to sell stoves and heaters 
or carburetors and you use persua- 
sion to sell mortgages, preferred or 
common stock. 


Money to Spare 


There are many comparisons be- 
tween L. P. gas marketers as they 
start out to attract capital for expan- 
sion and our Pilgrim fathers when 
they set out for America. They had 
to search until they found seven men 
with money. Today millions have 
money to spare.. In 1600 a capitalist 
was rare. In 1953 it’s everyone with 
$10 to spare. The co-ops have demon- 
strated that fact. 

There is no shortage of capital in 
America but there is a shortage of 


businessmen who can raise it. Only 


about one businessman in a thou- 
sand has mastered the handling of 
capital as he has mastered handling 
of flammable products. 

Those L. P. gas marketers who 
have money will be the ones who 
grow bigger and more substantial. 

Much attention is being devoted 
to reservoirs for L. P. gas. Those 
who “salt” away potential investors 
will be the most continuously suc- 
cessful. The most assured distributor 
I ever met said, “I know where to 
call on enough men to buy $100,000 
worth of 4% preferred stock at any 
time.” nay’ 


Your Problems Can Be Solved 


We see, therefore, that the prob- 
lems of L. P: gas marketers can be 
reduced by the 5-point rule: 

1. State the problem. 

2. Find new information. 

3. Consider various ways. 

4. Try different methods. 

5. Choose the best. 


We have seen how it can be used 
on two of your problems—“markets” 
and “money”. If there was time we 
could discuss the problems of “men”, 
“methods”, and “materials”. 

That brings us to.a happy ending. 
' You are merchants of comfort and 
energy. Your products serve people 
wherever they may be. You benefit 
all you supply. You have raised the 
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standards of living of those you al- 
ready serve. 

As you expand your markets and 
increase your capital, you will please 
thousands more with warmth from 
your products and with wealth from 
your dividends. 


Capital Planning 


Capital planning is a subject that 
deserves your attention. The finan- 


cial structure of your growing busi- 
ness needs as much consideration as 
the additions to your warehouses or 
show rooms. 

Here’s another little book which 
is worth its weight in gold to any 
businessman—“Behind the Scenes of 
Business” by Roy Foulke, of Dun & 
Bradstreet, Inc. Your capital struc- 


‘ture and plans will be much clearer 


when you've read it. 




















STORAGE 


7 Underground ¥ 


“SMOKY’S” Hot Tips... 


If you want plenty of gas next winter 


we had better talk about Storage NOW. 


You'll have gas when you need it most 


. regardless of season or ratio. 


Don’t delay another day . . . Underground 


Storage can solve your storage problems. 


Contact: G. H. “Smoky” Billue now .. . 








HAVE been asked to talk on a 


topic* that needs no particular’ 


explanation and I am sure I won’t 
say anything that you have not heard 
many times before. I know full well 


There's a Salesman 


In Your Future 


I cannot pose as an expert even if I 
were a long way from home. Please 
don’t wait for some momentous plan 
to unfold that will cause you to want 
to make any drastic changes in your 








GENERAL MOTORS ».: 
SUPER-CHEF .:: 
All New yal Mize: FRYER 


for 






SPNAVIOU ENA 275 
of LOW FIRST COST plus y/ LOW UPKEEP 


PAT’D. “FAT” MIZER 


2 to 4 times longer serv- 
ice between fat changes. 


WORLD’S LOWEST PRICED 


Full size, full capacity Fryer 





ONE-PIECE FRY POT 


MODEL FM-14 No Tubes - No Welds 
34” high No Leaks 
172" wide Guaranteed 22 Years 
29” deep 
14” sq. Pot 
28-40 Ibs. ECONOMICAL 
eer Super-Speed Square Gas 
Durable, welded Burner. 


rod twin baskets 

standard equip- 

— HEAT-RESISTANT 
Baked gray silicone 
enamel cabinet. 


$17 700 


plus delivery 





STREAMLINED DESIGN 


Stainless trim recessed 
thermostat 





Delivery Anywhere in U. S. 
Not to Exceed $9.00 


Only mass production and materials bought before price decontrol 
make present low prices possible. 


hoY-1-m ol Fh a B)-Yod (-5 a @ zo (=) a \' Loh 14 


FAT MIZER DIVISION — SUPER-CHEF MANUFACTURING CO. 
P. O. Box 756 Houston, Texas 
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By Sidney L. Stapleton 
General Manager 
Consolidated Gas Company 
Atlanta, Ga. 





business. I can, however, tell you a 
lot about how not to operate your 
business. 

A few thoughts outlined in the 
program introduction sent out by 
Tom Fields gave me food for thought. 
The inference that I was at one time 
a retail salesman and punched. door 
bells and started at the level of train- 
ing that produces the things that 
have made our industry what it is 
today, presented a challenge to me. 
It is simply this—if I can say, or in 
any way, outline a program that will 
help any of us to operate a more suc- 
cessful business—then my. few min- 
utes before you will be worthwhile. 


Please remember that nothing | 
say will be completely original. There 
are very few new ideas. Most of the 
things we do and say are gleaned 
from our past experiences. It is the 
proper and timely application of the 
ideas and procedures we collect and 
use that are really important. 

May I invite you to think with me 
on the thing most vital to our busi- 
ness today, tomorrow, and in what- 
ever future we might have. Yes, I 
believe if we have a future, there 
must be a salesman in it. 

There is truly a salesmam in your 
future. Think back for a moment and 
you can easily recall changes in your 
way of living that were caused by 2 
salesman. 

The story of American business is 
the story of abundance. We enjoy 
the highest standard of living the 
world has ever known. We have 
more of everything—more tele- 
phones, more bathtubs, more cars, 





*Presented at the Southeastern District 
Convention of the LPGA at Atlanta, G2. 
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more hospitals, more money, more 
home appliances, more L. P. gas and 
gas appliances. The main thing that 
this abundance can be attributed to 
is American salesmanship. Many 
foreign competitors can approach our 
engineering know-how, can equal our 
scientific skills but none have even 
approached our ability to get the 
products of our farms and factories 
into the hands and homes of the con- 
sumer like we have in America. As 
long as American young men can 
look to selling as a profession and 
carry the story of products to the 
buying public, so long will Ameri- 
can business thrive and prosper. 

How many times do you hear one 
L. P. gas dealer say to another. or 
one distributor to another or a manu- 
facturer’s representative, “Man, it is 
tough to find salesmen these days. 
I just can’t find salesmen. All the 
guys I talk to feel they should have 
my job. If you talk to a pre-war 
salesman, he’s too old or can’t get 
out and push my deal, and if he is a 
post-war guy he doesn’t even know 
what it means to punch door bells 
and get out and work..I run ads in 
the paper and the ones that do come 
in are no good.” 


Now what can we do about it? No 
one person can give you all the an- 
swers, but one thing is certain—we 
have the same problem in our busi- 
ness that you have in yours. 

Let’s analyze this problem step by 
step. To build a sales organization 
you must do three basic things: 

1. Find a man. 

2. Train him. 

3. Supervise him. 

I have brought with me copies of 
the material I used to prepare these 
remarks I am making here. I will 
venture to say most ef you have this 
same material in your office or have 
seen it. Tom Fields told me he start- 
ed collecting all the sales aids and 
materials developed for the L. P. gas 
industry and he had to.stop because 
he soon realized it would take up all 
his office space. So we can truthfully 
say there is no shortage of sales ma- 
terial or sales ideas. What do we 
need to do? 

How do you find a salesman? First, 
realize there are no “short cuts” or 
“easy” ways to recruiting sales man- 
power. Finding or recruiting does not 
mean just running an ad and talking 
someone into going to work for you. 
It goes back to what you have to 
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offer in the way of job opportunity 
—to the products you sell, advertis- 
ing and floor displays, your standing 
in your industry, your ability to give 
service, and the stability of your 
company in future years. 

Do you have a protected or open 
territory plan, group insurance, 
trade-in plan, good s:rvice program, 
satisfied customers arid, more impor- 
tant, what kind of training program 
do you have, what can you pay him 
while he is learning, what inside 
basic training and field training, what 


assistance in closing sales and what 
supervision on the job. Even a long 
commission will not make up for be- 
ing short in any of these essential 
factors. If you have the kind of a 
job that is attractive to good men, 
then you can hire good men. ; 

The first step in finding a good 
salesman is to review what you have 
to offer, then organize the kind of 
opportunity that will attract the kind 
of salesman you want to hire. After 
this is done you are ready to take 
the next step. 














If you want 


Faster Filling plus 


» Added Safety... 
specify Superior 1045 


Superior’s new 1045 bulk 
storage tank valve incor- 
porates all of the operating 
and safety features that 
make for fast, safe filling. 
Here’s why: 

© Standard shut-off valve with 

POL outlet, %” inlet 


® Both spring loaded and fuse 
metal safety devices 


® Standard filler connection (14%4” 
Acme thread) 


® Design insures rapid filling 
rate 


® Cap with synthetic rubber 
gasket for secondary seal 
® Fixed liquid level gauge 


® Finger operation on knurled 
nut for volume filling 


You can rely on Superior’s 
Symbol of Safety 


Superior valve & fittings company 


1509 West Liberty Avenue 
Pittsburgh 26, Pa. 
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Personal Contact: Talk to every- 
one you meet—clerks and salespeo- 
ple in all types of business—filling 
station attendants, route salesmen, 
insurance men, and house-to-house 
salesmen. Talk to those in non-sell- 
ing jobs who are not satisfied with 
their present earnings or future op- 
portunity. Somewhere among people 
you come in daily contact with may 
be one of your best future salesmen, 
but you have to look for him. 


Newspaper Advertising: This is 


one of the “quickest,” but not neces- 
sarily the best sources of finding or 
recruiting a salesman. 

Here are some types of salesmen 
to consider: The ambitious type who 
is now employed but wants a better 
job. He is willing to work and does 
not feel canvassing and door-bell 
punching beneath his “digiity.” 

Maybe you need at least one “hot- 
shot” salesman. He may not stick 
but he will show what can be done. 
Experienced salesmen should be em- 





WALDORF HEATER COMPANY, Dept. 58 
1421 Chestnut 5%, Philadelphia 2, Pa. 


Please send me full information about Waldorf Weoter Heaters. 


NAME, 
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ployed only after thorough investi- 
gation. Find out why he didn’t stick 
to other jobs. 


In using newspapers know what 
you want to say—stress advantages 
of the job—key the ad according to 
your local situation—and it is best to 
not mention selling in the ad. The 
man you want is not necessarily 
looking for a selling job. 

Box numbers are not too good. Try 
to make it easy for the man to get in 
touch with you—list the best hours 
for him to call. Study other ads and 
write a better one. Be brief—tele- 
graph your message—use large type 
and plenty of white space. Get ad 
placed in “help wanted” section 
rather than “salesmen wanted” col- 
umn. You should consult “positions 
wanted” column for prospects and 
check employment centers, business 
schools giving Dale Carnegie and 
Elmer Wheeler courses, colleges and 
universities giving night extension 
courses, organizations, YMCA, Amer- 
ican Legion and churches or lodges. 


Give Employes First Chance 


Employment centers are usually 
better than unemployment bureaus. 
Ask your present employes. Let 
them know what you want; some 
may want the job and if not, it is 
good to let them realize they, too, 
can have a chance at advancement. 
Some of our top men have come from 
present employes in other depart- 
ments. Let your present salesmen 
know; many good men are contacted 
by them each week. -Let present em- 
ployes know the kind of person you 
need, tell them about the job and 
you may offer them some induce- 
ment to help find a good man. Some 
companies have offered ‘their sales- 
men an “override” percentage on the 
sales of any new men they bring in 
and help train. 

Don’t overlook part-time possi!il- 
ities—the best hours to sell gas =p- 
pliances are evenings and Saturdays. 
Most people are free from their resu- 
lar jobs, and some people can spend 
part-time selling and then develop 
into full-time salesmen. Other groups 
to look for are teachers. They h:ve 
ability to meet people and are :.0t 
too highly paid, and they may want 
additional income. They usually h: ve 
evenings and weekends free. 

Don’t overlook G.I.’s in schoo: or 
in a fagtory town. A laid-off wor er 
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may make sales. Housewives can 
ften create sales. 

Just remember, you can get sales 
eople with these methods, but if you 
vant good results, don’t depend on 
ust one method. Use as many of 
them as you can and for best results, 
use all of them. 

Once you have a likely prospect 
to talk to, get busy and get all the 
facts you possibly can about him. 
First, make sure he is worth a thor- 
ough investigation. Interview him, 
then telephone others concerning 
him. Through all these methods it 
is very important that you analyze 
him thoroughly along the following 
lines: 


Stability 


How about his stability, talk of 
time on previous jobs? Has he lived 
long at the same place? Does he own 
property, furniture, or carry insur- 
ance? 

Is he industrious? Does his work 
record and life as a boy show a pat- 
tern of hard steady work, extra jobs, 
civic work, fixing up his home or 
property? Did he work his way 
through school? Did he earn his own 
spending money as a boy? 

Determine his ability to get along 
with others. Do his comments about 
others indicate he likes people? Is 
he frank and friendly? Does he en- 
joy congenial and recreational activ- 
ities with family, friends and busi- 
ness associates? : 

What about his self-reliance? Does 
he get things done under his own 
power? What about his responsibili- 
ties— family, community, financial? 
How well does he handle his own 
financial affairs? 


Maturity 


is he mature? Does business come 
before pleasure? Is he able to stand 
on his own two feet? Does he con- 
sider the other fellow as well as him- 
seli? Does he have a realistic, adult 
attitude? 


Perseverance 


Does he carry through on plans 
anc activity? Did he stick when go- 
ing was tough? Did he go after and 
get what he wanted—the sale, train- 
ing, money for a home, new car, edu- 
cation? Does he set up reasonable 
goals and keep plugging until he gets 
there? Is he his own self-starter? 
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Accountability 


How well does he handle money? 
Does he pay debts promptly? Does 
he follow through on financial deals 
once started? Does he live within his 
means? 

At this point—just in case these 
facts seem obvious and routine— 
please remember that we are talking 
about the guy that either makes 
money for you or causes you to de- 
velop ulcers! 


Competitiveness 


Is he always trying to outdo his 
own past record? Has he won any 
competitive prizes, letters or awards? 
How about competitive sports or com- 
petition with others? 


Loyalty 

Is he always willing to help? Does 
he speak well of former employes, 
wife, family and organizations he be- 
longs to? Does he boost and not 





Choose Your LP-GAS PUMPS 


FROM THE 


COMPLETE LINE OF 


VALI [eps 


MECHANICAL SEAL EQUIPPED 








FIG. 191 


FOR TRUCK MOUNTING SERVICE 


_ The truck mounting pump is 
also available with mechani- 
cal seal and the other fea- 


tures found in the motorized ge | 


bulk plant types. Built for 
power take-off connection to 
truck transmission. Capaci- 
ties include range from 20 
to 55 gallons per minute. 

















‘AN HONORED NAME 
IN PUMPING 


VIKIN 











For complete information 
send for bulletins 2303B 
and SP312B today. 


FOR MOTORIZED BULK 
PLANT SERVICE 


All power driven Viking 
LP-gas pumps are avail- 
able with mechanical 
seal, non-lubricated inner 
bearing, safety valve on 
head and integral thrust 
bearing. Units come in 
gear drive, V-belt drive 
and direct drive. Capaci- 
ties 5 to 55 gallons per 
minute. 





HAND DRIVE PUMP (Metallic Packed) 


The 57A1 hand drive LP-gas pump 
connection incorporates the same 
pumping principle as the power oper- 
ated units. An extra long, metallic 
packed stuffing box is a feature of 
this pump. A reliable pump for the 
small jobs. 






Pump Company 


Cedar Falls, lowa 
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NEW 
PROFITS 


FOR BUTANE DEALERS 
WITH THE NEW 


TEXOIL 


Butane-Propane 
DISPENSER 


Is Butane business passing your door 
every day? Increasing use of LPG as 
motor truck fuel has opened a NEW 
avenue for profits. for Butane dealers. 
TEXOIL Butane — Propane Dispen- 
sing Equipment will help you cash in 
on this new market. Many of the trucks 
that pass your place of business use 
LPG, Be ready for them! 

THERE IS NO ECONOMICAL 
SUBSTITUTE FOR QUALITY 
Sure, it costs money to get in this new 
LPG business but when you decide to 
install your equipment, be sure it is the 
BEST and the SAFEST ! Only by hav- 
ing the finest dispensing equipment will 
you be certain that the installation will 
be completely satisfactory. Only safe, 
satisfactory equipment will be profit- 
able to you. Your investment begins to 

work for you immediately. 
Write today for information without 
obligation. 


NCORPORATED 
Forn T ALAN W. BOWSER 


COMPANY 





knock? Has he done more than just 
his duty in helping friends, relatives, 
business associates, community and 
employer? 


Leadership 


Has he held any offices in groups 
such as Boy Scouts, 4-H clubs, ath- 
letic teams, fraternal or civic and so- 
cial groups? Did he ever hold a su- 
pervisory position satisfactorily? 


Reasons for Working 


Does he have strong enough drives 
to stick to the job? Does he get out 
of bed when he could sleep? Does 
he want a good standard of living for 
himself and family? Does he try to 
improve his social position or acquire 
more prestige? Does he try to excell 
the record of others or his own past 
record? Men work for many differ- 
ent reasons. Find out what makes 
him drive—what he wants and how 
badly he wants it. 


Training Is Important 


Now that you have found your 
man, what are you going to do with 
him? How are you going to train 
him? What sales training program 
are you going to use, if any? 

Why not just give him catalogs 
and prices and tell him to study 
them and get out and bring in or- 
ders. After all, you might say, a 
salesman can either sell or not sell. 
Surely he can read and knows how 
to write, so why spend all this time, 
energy and expense to get him 
trained? Besides, after you have 
trained him he will probably leave 
you and go to another company. 

Right here let’s stop and talk about 
professional selling. Take a doctor, 
or a lawyer, for example. They have 
a profession and are proud to say, 
“T am Dr. Jones” or “I am Lawyer 
Brown.” A salesman should never 
be afraid of his calling. But he should 
be ashamed of his not calling. 

Here are a few basic points that 
are important in making an L. P. gas 
sale: 

1. Sell the idea of using L. P. gas. 

2. Sell safety—N. F. P. A. 

3. Sell your company—and what 
you have—service, storage, etc. 

4. Sell the things your product will 
do for the customer. 


Selling Tips 


Here is a $50,000 tip to a salesman. 
Don’t tell a prospect your presenta- 


tion. Develop your presentation by 
intelligent and progressive questions. 
“Mrs. Jones, I came to see you to 
ask you a question. Mrs. Jones, 
would you like to save several hours 
a day cooking? Improve your fam- 
ily’s meals with less work and save 
money?” These are questions to 
which she must say yes. Keep the 
presentation on a question and an- 
swer basis. Remember, no one likes 
to be told anything—they like to tell 
you! 

Here are a few quips gleaned here 
and there that are good to remem- 
ber: Don’t itch for the success you 
are unwilling to go out and scratch 
for. Unfortunately, some salesmen 
inevitably reach the Metallic Age: 
Gold in their teeth, silver in their 
hair, and lead in their pants. A 
salesman with KNOW-HOW is a 
salesman with plenty of KNOW- 
WHO. 

Let’s now talk about a sales train- 
ing program you can use in-your 
company. The size doesn’t matter— 
one salesman or 100. Use the ma- 
terial available from the National 
Committee for L. P. Gas Promotion, 
and the AGA booklets on “Selling 
Gas Appliances.” You should bring 
in the manufacturer on his product, 
and use his skill and knowledge. 

Always keep this one thought in 
mind during all your sales training 
sessions: Teach your man how to 
punch a doorbell intelligently, and 
what to say and do after he has 
punched it! Teach him how to sell 
from his catalog, how to use gim- 
micks to dramatize, how to use pic- 
tures and testimonial letters, and sce 
that he carries a camera as standard 
equipment. 


Supervision 


Most of you in this room are re- 
sponsible for getting others to work. 
I am reminded of a statement I 
learned from a_ successful friend: 
“The man that knows HOW will al- 
ways have work, but the man that 
knows why will boss the job.” 

You might say, “Well, if a man is 
the right man and properly trained 
he doesn’t need supervision.” Super- 
vision doesn’t mean WATCHING !:ut 
HELPING. Some people are betier 
self-starters than others, more t:m- 
peramental than others, more ea«ily 
discouraged and, yes, more forget! ul. 
Remember, you have to preach an 
average of about 50 sermons to get 
one person thoroughly converied. 
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Yes, the backsliders you will have 
on your sales force if you don’t keep 
preaching the gospel of successful 
selling will astound you. 

There is a wide variation in the 
methods used, but whatever method 
you adopt, BE CONSISTENT. Don’t 
start a program and then get luke- 
warm and fizzle out. Nothing de- 
stroys a sales organization quicker 
than to have sporadic supervision. 
You might say, “How are you going 
io do all this in a small organiza- 
tion?” Isn’t it just as important to 
have a sales meeting with one sales- 
man who is 100% of your sales force 
as to have a large group of men who 
are still just 100% of that sales force? 

Here are just a few pointers on 
supervision: 

1. Have regular sales meetings, 
every morning, if possible. Make 
them brief—have a definite plan—be 
specific—give instructions in writing 
as well as verbally. Don’t just have a 
campaign but keep some type of 
campaign going 365 days each year. 
Plan them well and in advance. 
Teach your man to see more people 
—in less time—more adequately. 

2. Remember, a good salesman has 
no patience with a supervisor that 
lacks enthusiasm, showmanship, im- 
agination and, yes, good hard-headed 
business sense and leadership. 

3. Don’t find and train a good man 
and turn him over to a poor super- 
visor. That may mean you have 
trained him for your competitor. I 
am sure you have seen many in- 
stances where the salesman didn’t 
fail, but his supervisor did. 

4. Assign territories or define areas 
where your man is to work. If you 
have all the world for him to cover 
it always looks greener further down 
the road. r j 

5. Make a market survey of sales 
territories. There are plenty of 
sciirees of information: courthouse, 
state departments, county agents, 
home economics teachers, vocational 
agviculture teachers, lunchroom su- 
pe: visors, chambers of commerce and 
otlers. Make a list of these types or 
groups of prospects to be called on. 
Put the names of these supervisors 
an! teachers on cards for salesmen 
to follow. 


¢. Sell all income brackets, not 
just the ones that are easy. See that 
your men call on the hard-to-see big 
shois and go with him and prove to 
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him that people that have money are 
the easiest to sell if you present to 
them a good proposition in a busi- 
nesslike manner. 

Gentlemen, by now, I’m sure, we 
can all appreciate the importance 
and urgency of finding, training and 
supervising the thing most vital to 
our future success—A SALESMAN. 
A good sales force is one thing you 
can’t buy—it must be created. Yes, 
there truly must and will be a sales- 
man in our future. 


Washington Firm 
Makes Changes 


Several changes in personnel at 
the Liquefied Gas Corp., Anacortes, 
Wash., became effective recently 
when Harry Rowley, Monroe, was 
transferred from that office to man- 
age the Anacortes installation. 

Everett Fleming, who has man- 
aged the Anacortes plant for several 
years, has been transferred to Fern- 
dale. The Liquefied Gas Corp. is 
opening a new plant there this week. 





TRUCK 


@ Twin or single barrel 
@ Light weight 


ASME U69 


BOX 391 








@ Low in cost 


@ Full or semi streamlined 


Built to Your Specifications and Size 


Write For Further Information and Prices 


BAGWELL- 
STEEL CO. 


TANKS 


GENERAL 


SAPULPA, OKLA. 
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The M/W trade mark signifies the cylinder truck is 
made by the world’s oldest and original manu- 
facturer of trucks for handling LPG cylinders. 


Standard cylinder 
truck shown at left is 
available with size 10 
x 2:75 tires in two 


types. 
Air Tires..........$19.25 


Truck at right is 
equipped with size 10 
x 3:50 General tires 
having separate inner- 
tubes. 






A popular 
model at......$27.40 


Trucks also available for handling large 400 pound bulk 
“= Write for illustrated literature ond prices. 
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Appliance Truck 
Model 229 

The safe, sure way to move heavy appliances. Large 

12” air tires prevent damage to linoleum or varnished 

floors, Truck provides safe way to move heavy ap- 


—.. $47. 60 


ALL TRUCKS MFG. BY 


WASHINGTON, MISSOURI 




















Keep Up 


BUTAN ae 


B-P News brings you Facts, New 
Ideas, New Methods, News and 
Reports. You'll want to read every 
chapter in the Management Series. 
Don't miss an issue! 
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with LP. Gas 
Developments 
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Texas Dealers Launch 
Industry Safety Campaign 


The state-wide safety campaign of 
the Texas Butane Dealers Associa- 
tion got underway March 25 in Fort 
Worth with a 
kick-off meeting 
of association di- 
rectors and mem- 
bers. 

Under the 
chairmanship o{ 
W. C. Warren, of 
Lubbock, and the 
association Safe 
Practices C om- 
mittee, the pro- 
gram is designed 
to reduce acci- 
dents within the industry, and thus 
to bring about lowered workmen’s 
compensation and public liability 
rates. 

Instruction in the technique of or- 
ganizing and conducting district and 
local safety meetings, a primary func- 
tion of the new safety program, was 
under the supervision of Ed Williams 
of the Employment Extension Divi- 
sion of A. and M. College. Members 
of the instruction classes will cover 
the state in a series of district con- 
ferences in which they will train in- 
dividual dealers in the proper proce- 
dure of organizing and conducting 
local safety meetings. 

An official session of the associa- 
tion board of directors was also held 
at the meeting in order to make the 
benefits of the training class avail- 
able to all. Butane dealers in the 
state, regardless of membership, 
were notified of the meeting and 
invited to attend. 

Association President J. H. Win- 
ton, in commenting on the Fort 
Worth training session, pointed out 
that the accident rate, with its at- 
tendant increase in premium rates 
for workmen’s compensation, now 
one of the major expenses of the in- 
dustry, was largely due to improper 
enforcement of safety rules in indi- 
vidual operations. 





J. H. Winton 


Hoover Farm Gas Buys 
Chambers Appliance Co. 


The Hoover Implement Co., Minne- 
apolis, Kan., which also operates «n- 
der the name of Hoover Farm (as, 
has purchased the bottled gas distri- 
bution business from the Cham!ers 
Appliance Co., Minneapolis. 

Hoover Farm Gas is a bulk -up- 
plier of propane and butane. Trans 
fer of the business to the new /irm 
took place Dec. 1. Chambers Appli- 
ance Co. handled “Philgas.” 
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The Only Complete Reference Book 
on Liquefied Gas Engineering, 
Installation and Operation 


THIRD F,,,5 
Ditig 





352 PAGES of Technical Facts, Charts, 
Diagrams, Photographs, Including Latest 
Processes and Materials. 


CONTENTS 


PART 1. Introduction 
The Pro ew of ae A amamaate 
The AB P, 


PART 2. Physical ory 
Chemical Properties 
Properties of the Hydrocar- 
bons in L. P. Gas 
Properties of Butane-Propane 
ixtures 
Volume Correction Factors 
Analytical Determination and 
Testing 
Fire Protection and Control 
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Natural Gasoline Plants, 
Recycling Plants, Oil 
Refineries 
i = Sl 4. Transportation and 
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Vessel Design 
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N.B.F.U. Pamphlet No. 58 
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MORE hot water 
for LESS money ! 


PEOPLE 
ARE 
ASKING 
ABOUT 











CT ers 


Water Heaters 


Have YOU the answers ? 











SEND THIS COUPON NOW 


Harrison Steel Cabinet Co. 
4718 West Fifth Ave. 

Chicago 44, Ill. 

Please send more information on 
HARRISON Water Heaters to: 
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STEEL COOPERAGE 
DIVISION 


THE SERRICK CORPORATION 
4801 Bellevue 
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Warren Petroleum Corp. has placed 
an order with the American Car and 
Foundry Co. for 500 tank cars, 
250 of which are 11,000 gallon dual 
service high pressure cars to carry 
liquefied petroleum gas. This follows 
an order for 400 tank cars which were 
completed in 1952. Since the end of 
World War II ACF has delivered over 
2500 cars to Warren. 


A new 7-passenger S-55 Sikorsky 
helicopter is helping Rockwell Manu- 
facturing Co. solve its transportation 
problems between its main offices in 
Pittsburgh and seven plants within 
an approximate 200-mile radius. 

An organization composed of 17 
operating divisions extending from 
Oakland, Calif., to Brooklyn, N. Y., 


Rockwell decided that a helicopter 
was the most practical method of 
transporting executives, staff mein- 
bers and manufacturing components 
required on an emergency basis be- 
tween its facilties in western Penn- 
sylvania and throughout the state of 
Ohio. 


It was announced recently by D. A. 
Atkin, president of the Barber Gas 
Burner Co., that the Scott-Newcomb 
Co., a corporation of St. Louis, Mo., 
has been purchased outright by the 
Barber Gas Burner Co. of Cleveland, 
Ohio. 

Mr. W. Hayden Thompson, vice 
president and general manager of the 
Barber Gas Burner Co., stated that 
the acquisition of Scott-Newcomb, 





When Rockwell’s helicopter visits plant cities, it invariably attracts a crov °. 


Its arrival at Norwalk, 


Ohio, where Rockwell manufactures gas regulate 


coincided with the lunch hour, and approximately 75 employees were on ha d 
to witness the landing in a ‘“‘heliport’’ in a field across the road from the plat. 
The only preparation required for this heliport consisted of cutting the grc 5 
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manufacturers of oil burners, gun 
type gas burners, combination oil-gas 
burners, would broaden the scope of 
the present Barber Burner line. He 
said that the equipment, inventory 
aid all physical assets of Scott-New- 
ccmb was being moved from St. 
Louis to Cleveland. Sales policies, 
di:counts, methods of distribution 
will be made to conform with Barber 
saies operations now in effect and will 
be handled by the Barber sales de- 
partment. 


Announcement 
of the election of 
A. D. Sullivan as 
vice president in 
charge of engi- 
neering at Brun- 
ner Manufactur- 
ing Co., Utica, N. 
Y., was made the 
middle of the 
month by A. G. 
Zumbrun, Brun- 
ner president. 
The election took place at the annual 
stockholders and board of directors 
meeting held in mid-February. 

Mr. Sullivan came to Brunner in 
1945 as assistant chief engineer, and 
was appointed chief engineer ir. 1947. 
He was formerly connected with the 
Frigidaire Corp. and the Carrier 
Corp. 

Mr. Sullivan is active in the Up- 
state New York Chapter of the 
ASRE, holding the office of secre- 
tary. 





A. D. Sullivan 


Another recent promotion was that 
of Joseph Strafella from assistant 
purchasing agent to purchasing 
agent, as announced by E. H. Schil- 
ler, vice president in oherae of pur- 
_ 

*. Strafella has been pelonitiad 
in Brunner continuously for the 
past 15 years, except for time out to 
serve in the Marine Corps during the 
last war. He is active in the Purchas- 
ing Agents Association of Syracuse 
and central New York, and is cur- 
rentiy a director of that organization. 









E:iablishment in Chieago’s Mer- 
chandise Mart of a zone office is an- 
nounced by The Coleman Co., Wichi- 
ta, Kan., manufacturer of residential 
heating and air conditioning equip- 
men. 

Martin G. Raake has been named 
manger of the Chicago operation 
which will serve Coleman distribu- 
tors in eight midwestern states. 

Assigned to the Chicago zone are 
JR. Montgomery, Mark Darmer and 
Tom Poletti, regional sales managers; 
Reginald Randall and Charles W. 
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STEADY VAPOR PRESSURE 


UNDER ALL WEATHER CONDITIONS! 





IS ASSURED WITH 


PARACOIL STEAM TYPE* 


LPG VAPORIZERS 


Continuous full load output at any desired gas 
pressure, regardless of ambient temperature 
© reese is a “GUARANTEED CERTAINTY” 
with the industry-tested Paracoil Steam Oper- 
ated LPG Vaporizer. 


& Patented drainage system prevents condensate 

freeze-ups.* (Pat. No. 1,826,747) 

& Entirely safe. No gas flames used. Operates on 
low pressure steam. 


DESIGN 
ASME Stamped. Par U-69. Inspection Certificates on 
Order N.B.F.U. Pamphlet 58, Latest Issue. 


ADDITIONAL DATA AND PRICES 
TYPE 48-E VAPORIZER 
STANDARD PRODUCTION MODELS UP TO 6000 GPH 


DESIGNS MAY BE VARIED TO MEET 
SPECIAL JOB CONDITIONS 


DAVIS ERGEEERIN 


CORPORATION 
AST GRAND ST., ELIZABETH, N. 
CKEFELLER PLAZA, N. Y. 20, N. 

















Save time and trouble in your LP-Gas installations! 
Ask your distributor for long coils of rugged, soft 
temper Revere Copper Water Tube. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avense, New Youk 17, N.Y. 
Los Angeles and Bebinere, i by, Ose es ‘and Clinton, ye) ag Mich oh 
les Office s in Principa EP dad Distributors Everywhere. 
SEE REVERE’S “MEET THE PRESS’ ON NBC TELEVISION EVERY SUNDAY 



























Visit our booth 
No. 901 at the 5th 
pens ———. 
andling Exposition 
Philadelphia — 
May 18 - 22 


No. 79C 
Appliance 
Truck. Handle 
length 60” 
Nose width 24” 


A This Thomas special 


appliance truck is de- 


signed for easy, one-man 
operation. Ends back-breaking 
lifting of stoves, crates, refrig- 
erators, water heaters, etc. 
Double-braced tubular steel 
frame. 10x3.00 full pneumatic 
tires, Hyatt bearings. Fur- 
nished with 2 web straps. Order 
on “‘return if not-pleased”’ 
basis. Thousands in use. 








Heavy-Duty 
EVER-TITE 
Quick Coupling 


Dust Caps for 
Adapter Unit 


Dust Plug for Coupler 





Get 


EVER-TITE 


quality in 


heavy-duty 


quick coupling units 


All of the advantages of Standard Ever-tite 
Couplings — precision engineering, quality 
materials, superior performance — are em- 
bodied in heavy-duty Ever-tite units, with the 
additional feature of heavier construction 
throughout. 


: 

Test them now — under any conditions. 
They'll prove that if you want tough, heavy- 
duty couplings that function right, it pays to 
use Ever-tite. 


EVER-TITE COUPLING CO. INC. 
254 West 54th Street, New York 19, N. Y. 





Barchers, service engineers and J. R. 
MacDowell, water heater specialist. 
C. L. Burrows, vice president and 
national sales manager, said the mov: 
was the first in a series of zone opei- 
ations which are intended to plac: 
Coleman sales management closer t> 
its distributors and to asist them in 
handling technical matters,, service 
programs and dealer education ac- 
tivities. 


F. S. Cornell S. E. Wolkenheim 


The appointment of F. S. Cornell 
as executive assistant to the. presi- 
dent of the A. O. Smith Corp. is an- 
nounced by President L. B. Smith at 
Milwaukee. 

Mr. Cornell will continue his re- 
sponsibility as manager of the Per- 
maglas-Heating Division at Kanka- 
kee, Ill. A four-man committee of 
department heads will administer the 
Kankakee operation under his direc- 
tion. 

These men are R. S. Friend, works 
manager; W. W. Higgins, chief en- 
gineer; S. E. Wolkenheim, general 
sales manager of the division, and 
D. J. O’Connel, business administra- 
tion. 


The transfer of Burkay commer: 
cial water ‘heater manufacture from 
Toledo, Ohio, to Kankakee, IIl., where 
production now is integrated with the 
Permaglas Heating Division of A. 0. 
Smith Corp. is completed, according 
to D. J. O’Connell, manager of H:at- 
ing and Burkay Products in ‘he 
Permaglas Heating Division. 

A more efficient adjustment of ihe 
water heater production lines in ‘he 
huge 427,824 sq. ft. Kankakee p/ant 
permitted the segregation of ab ut 
35,000 sq. ft. for the Burkay tran: 
according to Mr.-O’Connell. 

Another aim in the Burkay t: 
fer to Kankakee is the ultimat« 
duction of production costs as pro 
tion volume is increased. 

The “Smithway” label will, h« 
forth go on all former Burkay 
ducts, except the commercial v 
heater line, which will bear the > 
kay script identification. 

With the introduction of two 1ew 
“Duraclad” commercial water cat: 
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evs—-the DG-75 and DG-85—the Per- 
riaglas Heating Division of A. O. 
€mith announces at Kankakee, IIL, 
te addition to its line of commercial 
water heaters. 


Appointment of 
Richard P. Har- 
ris as sales repre- 
sentative for the 
southeast divi- 
Sion is an- 
nounced by W. 
J. Montgomery, 
sales manager, 
Beals Advertis- 
ing Co., Okla- 
homa City. 

Mr. Harris is 
well acquainted with the gas mer- 
chandising field, having been em- 
ployed in sales and sales promotion 
by the Atlanta Gas Light Co. for 
several years, and he has a rich back- 
ground of experience in appliance 
sales and sales promotion and under- 
stands the problems of seasonal load 
variations. 

Mr. Harris will serve L. P. gas 
dealers with Beals sales and adver- 
tising programs in Georgia, Florida, 
South Carolina and Alabama. 





R. P. Harris 



















Ground was broken in Gardena, 
Calif., March 25 by Mayor James L. 
Rush for the first unit of a factory 
program which the. Appliance Con- 
trols Division of Minneapolis-Honey- 
well Regulator Co. will build at an 
eventual cost of over $2,000,000. 

Assisting Mayor Rush in the cere- 
monies were John E. Haines, presi- 
dent of the Division, and Gavin 
Younkin, Honeywell Western’ re- 
gional manager. 

The factory, which will produce 
controls for water heaters, floor fur- 
naces, wall heaters and central heat- 
ing plants, is the first to be built by 
M- west of -Minneapolis. It will 
occupy a 16-acre site, and is expected 
to employ 2000 people. 


Acquisition of the long-established 

oronto Hardware Manufacturing 
Co.. Ltd., Toronto, Canada by Affili- 
atec Gas Equipment, Inc., Cleveland, 
Ohio, was announced recently by 
Lyle C. Harvey, president of the 
latier, i 

The purchase of the Canadian com- 
pany marks an important forward 
step in Affiliated’s long range expan- 
sion program, said Mr. Harvey, who 
pointed out that Toronto Hardware 
and its predecessor companies have 
Operated for 70 years in Canada and 
that they are currently engaged in 
the manufacture and sale of auto- 
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The Complete //yull7L Line of 


GAS HEATERS keeps 


all hands busy! A 
8 CF 
; Ai 











Over 
45 Years Stove 
Experience 














360 


3034 


Enjoy more sales— 
more satisfied customers 
@ 8 FULLY VENTED HEATERS 
15,000 BTU to 85,000 BTU 
@ 22 UNVENTED HEATERS 
10,000 to 50,000 BTU 
All Martin Heaters AGA approved 
for natural,liquified and manufactured 
gases. 


MARTIN STAMPING & STOVE GO., Huntsville, Ata. 
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WRITE YOUR JOBBER OR DIRECT 
FOR COMPLETE CATALOG 

















Solve Your 


Hy Cylinder Holding Problem 
with a Peck & Hale 
Adjustable 


Cable Binder 


Safe 


Fast 
Flexible 
Light Weight 
Easy to Use 


TRIED & PROVEN by largest 
cylinder handlers for long 
wear and tight loads. 
Write today for illustrated 
folder to get complete in- 
formation. 


Peck & Hale, Inc. 


P.O. Box 328 
West Sayville, L. I., New York 
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STANDBY for 
NATURAL GAS 


A packaged propane plant as de- 
signed, engineered and built by 
Draketown will provide a complete- 
ly interchangeable fuel for your 
natural gas. 

Ready in a matter of minutes, 
your Draketown Plant will click on 
automatically and take over all or 
part of your gas load. No delay — 
no appliance adjustments — no per- 
sonnel problem. 

During gas curtailment periods, 
“turn on” your Draketown Plant — 
you will find it pays dividends — it’s 
good ‘Gas Insurance’’! 


* STANDBY 
* PEAK SHAVING 
* 100% TOWN OR PLANT SUPPLY 


Your Assurance of a Good Job 


Serving utility and industry 
for over thirty years. 








DRAKE & TOWNSEND 


Consulting * Design * Engineering* Construction 


1 WEST 42ND STREET » NEW YORK 36,N.Y 





New BIRCH 
GAS LOGS 


Very attractive and practical. Model 
LB-24 Logs are so “birch-like” that it’s 
almost impossible to tell them from 
genuine logs. They sell on sight for 
around $38.00 retail. 


AGA approved for all gases. 24,000 BTU. 
Bar steel base assembly, cast iron burner, 
brass valve. Size 24” wide, 11” deep, 
17” high. 

Order from your Jobber or write 

for literature on Birch Logs and 

complete beater line. 


ARMSTRONG PRODUCTS CORP 
or ty Since 1899 
Dept. BP Huntington 1 








BARBER 
Alotted-cap JET 


Barber Burners equipp- 
ed with the famous Bar- 
ber “slotted-cap” jets are 
available in round, ob- 
long, and square shapes 
with inputs of 7000 to 
198000 B. T. U. 


WRITE FOR CATALOG No. 110 


(jas (Satu 


3682 Superior Ave. CO. 
Cleveland 14, Ohio 














REGO LP GAS EQUIPMENT 


Rochester Criterion 
Gauges 


Hose and Fittings 


Weco-Trol 
(Automatic control) 


ICC Cylinders 
Okadee Valves 


2620 South Ervay 
DALLAS TEXAS 


matic water heaters, range boile:s 

and cast iron soil pipe and fitting:s 

throughout Canada. Financial detai s 

of the purchase were not disclose}, 

W. H. Wise, ci- 

rector of sales, 

Bryant Heater 

Division, Clev:. 

land, recently aa- 

nounced the ao- 

pointment of 2. 

E. Horton as 

manager of ¢ll 

Bryant branch 

office operations, 

Mr. Horton has 

R. E. Horton served as man- 

ager of the Bryant St. Louis branch 

office for the past five years. He will 
now headquarter out of Cleveland. 

At the same time, Mr. Wise an- 

nounced the appointment of M. J. 

(Mike) Fortier as the new manager 

of the Bryant St. Louis branch. Mike 

has been with Bryant for several 

years and has, for the past year and 

a half, been serving as the Bryant 

district representative operating out 

of Chicago. 


Walter Shields has been named 
assistant to the president of the 
Norge Division of the Borg-Warner 
Corp., George P. F. Smith, president, 
announces. 

Mr. Shields served as director of 
costs and budgets for three years. 


Two new explosion-proof speaker- 
driver units, precision engineered for 
high quality indoor and outdoor pub- 
lic address and sound reinforcement 
uses in locations where inflammable 
liquids, gases, or dust creates explo- 
sion hazards, were announced re- 
cently by the RCA Victor Division, 
Radio Corporation of America. 

One of these units, type MI-12461-1, 
has the approval of the Underwrit«rs’ 
Laboratories, Inc., for use in such in- 
dustries as dyeing, dry cleaning, 
paint spraying, and plastic, chemi: al, 
and gas manufacturing, or where er 
inflammable liquids or gases re 
present. 


Thomas M. Flanagan has |..en 
named assistant director, emp: ye 
relations, of American Radiato & 
Standard Sanitary Corp., Sa: uel 
Schneirov, director, has annour ed. 

Mr. Flanagan began his associ: ion 
with American-Standard in 194 
personnel director of the firm’s ! 
burgh plant. In 1951 he was t> 
ferred to the general office as a -taff 
representative in the employe -¢l@ 
tions department. 
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Charles J. 
Davis has been 
appointed assist- 
ant sales man- 
ager of Skuttle 
Manufacturing 
Co., according to 
recent announce- 
ment by Carl J. 
Theobald, gen- 
eral sales man- 

i . ager. 

Charles J. Davis Par the: back 
four years, Mr. Davis has been sales 
representative, first on the east coast 
and then in the Indiana territory for 
Clayton and Lambert Manufacturing 
Co. of Louisville, Ky. 

Prior to this, Mr. Davis was with 
General Engineering and Manufac- 
turing Co. of St. Louis as southeast- 
ern regional manager. He brings to 
Skuttle Manufacturing Co. 12 years 
experience in the heating and_ air 
conditioning field. 


William Hill of Arlington, Va., has 
been appointed manager of the mid- 
dle Atlantic division of the Caloric 
Stove Corp., Topton, Pa., it was an- 
nounced recently by Harold Tiley, 
general sales manager of the com- 
pany. 

“Bill” Hill will direct his divisional 
sales activities from Caloric head- 
quarters in Washington, D. C. Im- 
mediate plans call for a complete 
dealer sales promotion program for 
the new 1953 Caloric color-styled gas 
range to tie in with national con- 
sumer advertising, and for the new 
Caloric automatic gas clothes dryer. 


Irving Shipp, sales manager of 
Herron Stove & Foundry Co., Chat- 
tanooga, Tenn., has announced the 
appointment of Elbert N. Moncrief, 
190°! Inglewood Ave., Cleveland 16, 
Ohio, as representative of Herron, 
Stove & Foundry Co. in the state of 
Ohiv and in northern Kentucky and 
wesicrn Pennsylvania. 

V... Moncrief is a son of the foun- 
der >f Moncrief Furnace Co. and op- 
eraivs as a manufacturer’s repre- 
Sentotive in the territories named. 


Scvife Co., Oakmont (Pittsburgh 
Dist ict), Pa. has just announced 
the .ppointment of John McGowan 
es » sales staff of its New York City 
offic: 

M: McGowan will assist Scaife 
Nev. York district manager G. J. 
Asb:2 in the sale of cylinders and 
abov -ground tanks for L. P. gas, and 
varicus types of other pressure ves- 
sels io hold air, gases and liquids. 
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USE A PRINT-O-MATIC 
FOR COMPANY NAMES 
ON LP-GAS CYLINDERS 


Save time, and money 
with this phenomenal 
new machine that prints 
company names on two 
sides of cylinders auto- 
matically. 


Time it takes: 2 2/5 a 
onds. Paint required: 1 


quart does the job for 
1100-1500 cylinders. 


Estimated saving: $66 
per 1000 cylinders on 
paint and labor. 
PRINT-O-MATIC pays 
for itself in less than 12 
operating hours. 


Cost: $750 F.0.B. Lewiston, Me. 
* 


For operating details, write: 


ROMEO HEROW 
169 College St. Lewiston, Me. 








BOOST YOUR SALES 


with a Bottled Gas 
Salesman’s Demonstrator 


Here is an amazing new sales-get- 
ter for you. It’s the new portable 
bottled gas salesman’s demonstrat- 
or cooking stove; AL-5 Aluminum 
Deluxe Model. It’s a complete unit, 
no connections to make. Just set it 
down and light it. 1.C.C. cylinder. 
Capacity 4 Ibs. Propane gas burns 
16 hours on one burner. 

Your cost 

Retail Price 
Cast iron model UY-5, your cost 
$19.85; retail price $34.50. 





SPRING SPECIAL! 


Regulator 
with P.O.L. 

connector 
ONLY $2.65 


lots of 10 











HOME GAS EQUIPMENT CO. 


Dept. 2B, 1301 Carnegie Ave. 
Cleveland, Ohio 











Packing for 


LPG Pumps 


wHILe 


Yes, we can supply Corkenpak 
to keep your packing troubles 
at a minimum until you're 
ready to end them completely 
with a new mechanically- 
sealed LEAKPROOF Corken 
LPG Pump. 


Just tell us the make and 
model of your old pump, and 
we'll send Corkenpak, the 
specially compounded plastic, 
molded to fit shaft and box 
perfectly. It’s non-porous; pro- 
pane can’t get through. What 
better could you want, except 
a mechanically-sealed, LEAK- 
PROOF Corken pump? 


HEV LAST/ 


(the pumps that is) 


A PAIR OF THESE MAY HELP: 


Pulling packing out is safer than blowing 
it out. Use a pair of Corken Flexhooks 
— No. 1 size for small shaft pumps, 
pair, ang No. 2 for large ae 
pair, $3.00. 


208 [208 E-Grand «Oklahoma Cty | ° KENS 














First See 


GRIFFITHS 


for 


CONVERSION 
PARTS 


We can supply a wide assort- 
ment of spuds, orifices and 
other parts for converting do- 
mestic and commercial equip- 
ment to any type gas. Also, a 
complete line of repair parts 
for all types of gas meters. 


Write for Catalog 


E. F. GRIFFITHS 
COMPANY 


~ 350 EAST WALNUT LANE 
PHILADELPHIA 44, PA. 


Serving the Gas Industries 
For Over 40 Years. 




















REGO LP GAS EQUIPMENT 


® Rochester Criterion 
Gauges 
© Hose and Fittings 
® Weco-Trol 
(Automatic control) 
© ICC Cylinders 
® Okadee Valves 
© Brunner LP Gas 
Compressors 
© Liquid Pumps 


127 ELLIS ST. , 
N.E. ATLANTA, GA. gy 


wi, YOU stu 


BE IN BUSINESS 


Five Years from Now: 


Averages prove many of you will fail! The 
successful L P gas dealer is the far sighted 
dealer. To succeed, you must think in terms of 
your — d to him those items 
which will give him better performance, greater 
economy, complete safety. 


Your Customers Need 
And READILY Buy the 


KRUG HAND PUMP 


© For Economy  ® For Safety 


You have an_ unwritten obligation to your 
customer to give him the maximum economy 
and finest workmanship. Recommend the 
Krug Hand Pump for his L P transfer sys- 
tem. Avoid dangerous and costly venting, 
methods. The easy-to-operate Krug Pump 
offers complete safety at minimum cost. 
Actual tests prove it will pay for itself. 
Simple construction — long life — cannot 
vaporlock! Stock and show the Krug Pump 
regularly. You'll please- your customers, 
while making a profit for yourself. 


Listed by Underwriters’ Laboratories, Inc. 


INVESTIGATE THIS 
PROFITABLE OPPORTUNITY 


SEE YOUR DISTRIBUTOR FOR FULL INFORMATION 
OR SEND A POSTCARL 


D. H. KRUG COMPANY 


DEPT. 50, MADISON, SOUTH DAKOTA 
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DOMESTIC 
BUTANE-PROPANE 


TANKS 


For homes, trailers, trucks and 
etc. Horizontal or vertical. With 
or without visable gauges, guards 
and legs. Sizes from 6” x 1414” 
to 42” x 169”. Net capacity 1% 
gals. to 1000 gals. ASME code. 


SOTO 
Welding & Mfg. 


COMPANY 


1708 SOUTH SOTO STREET 
LOS ANGELES 23, CALIF. 




















DISTRIBUTOR DEALERS 


IF YOU OPERATE IN A “HARD 
WATER” AREA YOU CAN DOUBLE 
YOUR BUSINESS BY ADDING 
FILTER-SOFT—A NEW METHOD 
OF CONVERTING HARD WATER 
INTO SOFT. SERVICING FILTER- 
SOFT, ALONG WITH BOTTLED 
GAS IS A NATURAL. 


jllor Sa 


Franchise 


You have the set-up and dealers— ; 
all you need are softeners and inex- 
pensive regenerating equipment. We 
furnish ‘everything—simple instal- 
ling instructions and a selling pro- 
gram to give your dealers. 


Territory being allotted daily. 
Write now for interesting details. 


FILTER-SOFT 


Corporation 


Dept. BPN 
12911 ARTESIAN AVE., DETROIT 23, MICH. 














New Branch Manager 
Named By Empire 


L. A. Brani, 
vice president, 
Empire Stove 
Co., Belleville, 
Ill., has an- 
nounced the pro- 
motion of Wil- 
liam G. Adair to 
branch manager 
of the Oklahoma, 
southern Kansas 
territory, with 
headquarters in 
Oklahoma City, Okla. Mr. Adair has 
been advertising manager for Empire 
Stove Co. since 1951. Prior to that 
time he was Chicago branch man.- 
ager for Empire Stove Co. 


W. G. Adair 


$350,000 Home Office For 


Texas Insurance Firm 


T. E. Gammage, Sr., president of 
Pan American Casualty and Pan 
American Insurance Companies of 
Houston, Texas, revealed plans re- 
cently for the construction of a $350, 
000 Pan American Insurance office 
building. 

The building will be two stories of 
approximately 25,000 sq. ft. and will 
be of masonry and steel construc. 
tion. A generous parking area in the 
rear of the building for. company per- 
sonnel and visitors, Mr. Gammage 
said, will also be provided. 


Plans call for the building to be 
completed and ready for occupancy 
Sept. 1, 1953. Offices will be pro- 
vided with summer and winter air 
conditioning and ceilings will be 
acoustically treated throughout. 
Other features will be a comfortable 
ladies’ lounge and an up-to-date cof- 
fee bar. The executive offices and 
directors’ room will be wainscoted 
with walnut paneling. 


H. C. Gurney, sales manager of the 
Janitrol domestic -commercial «ivi: 
sion of Surface Combustion C:rp., 
announces the appointment of Vil- 
liam K. Drake as Janitrol sales « »gi- 
neer in the Buffalo territory. 


Mr. Drake will work with a chi- 


_ tects, consulting engineers, indus rial 


designers and heating contracto’s in 
the application, sales and service of 
Janitrol commercial. and indus rial 
heating equipment. His office wi ! be 
located at 209 Morgan Building, 3uf- 
falo, New York. 
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Deep Fat Fryer Has 
50,000 Btu Input Rating 


The Fat Mizer Division of Super- 
Chef Manufacturing Co., of Houston, 
Texas, reports that its new FM-14 Fat 
Mizer fryer has decided improve- 
ments over former models, with the 
Btu input rating increased ‘to 50,000 
to provide faster recovery, while its 
design and construction has been im- 
proved for greater operating econ- 
omy. 

The manufacturer reports that the 
lower temperature of a patented 
“Fat” Mizer searate sediment cham- 
ber prevents carbonization and re- 
circulation of sediment, prolonging 
fat life by straining the fat and keep- 
ing the frying fat clean for. better 
fried foods. 

The manufacturer also states that 
this new FM-14 is believed to be the 
lowest priced full size, full capacity 
fryer available and that its low up- 
keep is first due to its 1-piece, deep 
die drawn fry pot without seams, 
welds or tubes guaranteed against 
leakage for 2% years; second, the 
heavy duty thermostat is recessed to 
prevent injury, yet visible and acces- 
sible to the user, and features heavy 
duty parts for greater durability; 
third, the long life cast iron burner 


has 168 individually raised ports for | 


efficiency and durability. 
The simple construction of the Fat 
Mixer fryer, with all round corners 


of the l-piece pot and new instant | 
remove “Fat” Mizer chamber with | 


hand-size clean-out provides quick, 
easy cleaning for greater interior 


sanitation. The exterior cabinet fea- | 


tures baked gray Silicone heat-resist- 
ant enamel with stainless steel trim, 
insuring a neat, attractive appear- 
ance with an occasional quick wip- 
ing. The streamlined cabinet lends 
an expensive appearance to this low 
cost fryer, and heavy duty welded 
roc, nickelplated twin baskets are 
furnished at no extra cost. 
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QUALITY.... 


a tradition 


with Pre 


Brass 
Fittings 





For the “‘tops’’ in quality, use Madden 
brass fittings on LP Gas and other 
industrial applications. They are 
precision-machined of highest quality 
material. It costs so little to have the 
best .. . Madden. 











WRITE FOR COMPLETE CATALOG C 


MADDEN BRASS PRODUCTS CO. 


1N FRANKLIN ST CHICAGO 10 ILL 











it says LOOK OUT 


@ The accepted standard odorant 
for natural or liquefied petroleum 
gas — gives sure but harmless. 
warning. 


Purified — Moisture-free — PRO- 

TECTS FIXTURES. Meets all 15 

qualifications of National Bureau 
. of Standards. 


MALLINCKRODT CHEMICAL WORKS 


Mallinckrodt St., St. Louis 7, Mo. 
72 Gold St., New York 8, New York 











Positive 


Leak Prevention! 
For LP Gas Connections 


RECTORSEAL 


Thin in the can 
for quick, easy 
application — 
Rectorseal #2 
thickens in the 
joint to a plastic 
elasticity that 
assures a leak- 
proof seal for the 
s life of the con- 
nection. 
RECTORSEAL #2 is the perfect sealant 
for all threaded and gasketed LP Gas 
connections. Actual field testing during 
the past few years proves Rectorseal 
ideal for anhydrous ammonia connec- 
tions. 

Available = V4, Yo and 1 pint brush-top 
cans . . . friction top quarts or gallons. 
Write Today 
RECTORSEAL, Dept. “A” 

2215 Commerce St. Houston 2, Texas 


RECTORSEAL # 2 


MAKING THE L-P GAS INDUSTRY SAFER 








An Efficient Specialized 
Service 
for the 
LP-Gas Industry 


One of the Midwest’s 
Finest Stocks of 


Brass Fittings 
Copper Tubing 
Tools for Tubing 
Valves and Cocks 
Orifices and Kits 


Prompt Shipment 
Write for catalog and full details 





IRVING, KANSAS 




















HELP WANTED 


Display-classified advertising rates can be secured by writing 
publisher. For regular classified advertising, set in 7 point type 
without border or display, the rate is $1.00 per line per insertion. 
Count each letter and space between words and allow 46 letters 
and spaces per line. Minimum charge is $3.00 per insertion. 
Classified advertising payable in advance. Copy and payment 
must reach publisher's office prior to first of month preceding 


date: of publication. 


BUSINESS OPPOR. OFFERED - Cont. 


FOR SALE - TANKS, CYLINDERS - Cont. 





SALESMEN NOW CONTACTING L.P. 
gas distributors, cylinder and tank manufactur- 
ers to handle major line of equipment by a lead- 
ing manufacturer. A number of good territories 
are still open. Write Box 900, BUTANE-PRO- 
PANE News, 198 So. Alvarado, Los Angeles, 
Calif. 


COMMISSION SALESMEN WANTED BY 
wholesale distributor of major gas appliances to 
sel! nationally advertised lines. Men now calling 
on appliance dealers, L. P. dealers, heating con- 
tractors, furniture and hardware stores. Terri- 
tories open in eastern Pennsylvania, Delaware, 
New York City, Nassau, Suffolk and Westchester 
counties. No objection to carrying non-conflicting 
lines. Box 225, BUTANE-PROPANE News, 
198 So. Alvarado St., Los Angeles 4, California. 


WANTED — EXPERIENCED L. P. GAS 
man to manage new plant in lower Michigan. 
Excellent opportunity for right man. Salary and 
percentage. Give full details and salary expected 
in first letter. Box 230, BUTANE-PROPANE 
News, 198 So. Alvarado St., Los Angeles 4, 
California. 


WANTED — EXPERIENCED MEN TO 
manage established L. P. gas plants of major 
marketer. Must be capable of handling dealers 
and running retail sales program, as well as 
operation of bulk plant and service to customers. 
State experience and background in detail. Box 
235, BUTANE-PROPANE News, 198 So. Al- 
varado St., Los Angeles 4, California. 





BUSINESS OPPORTUNITIES OFFERED 





FOR SALE IN KANSAS: TWO PROPANE 
trucks, 4 delivery trucks, 10,000 storage, 200 
cylinders. Warehouse and office. Business showed 
good profit 1952. Some terms to right party but 
must have substantial down payment. Priced 
with or without inventory. Write for detailed 
price. Box 215, BUTANE-PROPANE News, 
198 So. Alvarado, Los Angeles 4, California. 


APPLIANCE SALESMEN CAN SELL 
commercial ranges, griddles, to bottled gas dis- 
tributors. No conflict with regular lines. One of 
country’s oldest manufacturers. Liberal commis- 
sions. Give full details in your letter. Address 
Box 190, BUTANE-PROPANE News, 198 So. 
Alvarado, Los Angeles, California. 


THRIVING BULK AND BOTTLE L. P. 
- gas business located in defense area on Eastern 
Seaboard. Bulk plant, two bnilk trucks, three 
trucks for bottle delivery, one trailer bottle truck, 
service equipment, etc. Entire facilities for sale at 
$135,000. $40,000 down payment. Address all 
inquiries to: LPG, Box 2657, Raleigh, North 
Carolina. 


FOR SALE—L. P. GAS BUSINESS, WITH 
30,000 gallon storage tank on siding, compressor, 
office, tools, trucks, appliance showroom, in 
heart of Canada’s tobacco area. Norfolk Propane 
Ltd., Simcoe, Ontario, Canada. 
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RETAIL BOTTLE AND BULK PLANT, 
priced to sell; lecated in the heart of the fast 
growing uranium district of southwestern Colo- 
rado. This rapidly increasing business, which is 
only two years old, has a present annual volume 
of approximately 200,000 gallons. Write Box 
245, BUTANE-PROPANE News, 198 So. Al- 
varado St., Los Angeles 4, California. 


ANNOUNCING THE OPENING OF A 
new service to the L. P. gas industry. Twenty- 
three years’ experience in the business from 
truck operator to wholesale distributor. We come 
in contact with many people engaged in the busi- 
ness. Give us your listings—either to buy or sell 
L. P. gas properties. We have a staff equipped 
to go anywhere at anytime. All listings treated 
as confidential. Satisfaction guaranteed. The 
George Self Agency, Ponca City, Oklahoma. 





BUSINESS OPPORTUNITIES WANTED 





WANT TO BUY PRIVATELY OWNED 
L. P. gas business. Would consider partnership 
with someone who wants to be relieved of direct 
managerial responsibility. Give pertinent infor- 
mation. Write Box 240, BUTANE-PROPANE 
News, 198 So. Alvarado St., Los Angeles 4, 
California. : 


WANTED TO BUY: TWO 5000 WATER 
gallon propane twin tank transports. Contact 
P. O. Box 247, Mobile, Alabama. 





FOR SALE — TANKS AND CYLINDERS 





AT DEPRECIATED PRICE, 1400—60#— 
4B240 Pressed Steel Tank Company cylinders. 
City Gas Service, Inc., Wisconsin Rapids, Wis- 
consin. 


CYLINDERS ICC, 4B240. BRAND NEW. 
100 Ibs. capacity, TW 70 Ibs. $13.95, valve extra. 
Also 20 Ib. capacity with Rego valve complete, 
$9.45. Lower prices for large quantity orders. A 
complete stock of regulators and fittings for im- 
mediate shioment. F. O. B. Cleveland, Ohio. 
Home Gas Equipment Co., 1301 Carnegie Ave., 
Cleveland 15, Ohio. 


THIS IS THE “CONVENTION SPECIAL” 
—New 1953 Reo F-20B Reo Gold Comet Chassis, 
8:25 rear, 7:50 front, completely equipped with 
1250 WG Nor-Tex Twin Tanks, skirted, 
plumbed, fuel tank, KK190 Viking Pump (with 
mechanical seal), 50’ filler hose, excise tax paid, 
ICC lights, power take-off w/spline jack shaft, 
aluminum paint over red oxide. Ready to go at 
$3950.00 F.O.B. Denton. Meter, LPG carbur- 
etion, meter box, etc., extra at reasonable prices. 
Why don’t you write, wire or phone, Nor-Tex 
Products Co., Box 775, Phone Central 5416, 
Denton, Texas. 





IMMEDIATE DELIVERY. NEW 1953 2 
ton 2 speed Chevrolet or F6 Ford with 1400 
WG twin Nor-Tex tanks equipped with 50 GPM 
mechanical seal Corken pump, fuel tank, filler 
hose, Pittsburgh reset meter, Hannay hose reel, 
20# extinguisher, white enamel, Ensign LPG 
carburetion and enough propane to get home 
F.O.B. North Texas Tank Company, Box 519, 
Phone Central 5416, Denton, Texas. $4500.00 


FOR SALE: 1270 GALLON TWIN U-69 
propane tanks, $1750.00, excellent condition and 
complete with Brodie meter, Viking pump, liquid 
and vapor lines. As a bonus, we will give the 
buyer the truck on which the tanks are mounted. 
It’s a 1945 Chev. 1% ton, 2 speed axle, 50 gal. 
propane fuel tank, good 8:25 x 20 tires. Ready 
to drive away and go to work. City Gas & Elec- 
tric Co., Drawer C, Fort Summer, New Mexico. 





FOR SALE — TRUCKS AND TRAILERS 





NEED A WORKHORSE? WE HAVE NEW 
353 GMCs 2 ton 2 speed w/8 :25 tires complete 
with 1500 WG twin Nor-Tex Unit consisting of 
the new 55 GPM Peerless Pump w/mechanical 
seal and O rings, Neptune Print-O-Meter en- 
closed in meter box, fuel tank, plumbed, skirted, 
tax paid, filler hose, white enamel and lettered. 
$4684.50 F.O.B. North Texas Tank Co., Phone 
Central 4516, Denton, Texas. 





FOR SALE—MISCELLANEOUS 





DON’T BE OLD FASHIONED! GET A 
Nor-Tex “Pony” LPG Bottle Station, 890 WG 
complete on heavy skids, double locking cabinet, 
Corken No. 10 pump, 25’ hose coupled and 
valved; Pittsburgh Reset Meter installed com- 
plete: $914.45, F.O.B. Nor-Tex Products Com- 
pany, Box 775, Denton, Texas. 


FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Complete'y 
automatic. Clean filtered smoked Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less pi:- 
duct shrinkage. Easily installed. Write for «:- 
scriptive pamphlet. Eureka Equipment Compa: \, 
P. O. Box 396, Beloit, Wisconsin. 


“STOP THAT LEAK”. ITS EASY TO FI? 

with Leak Detecto Brush. $3.75 ea. Quant‘ 
discounts. Solution, 5-gal. $7.50. 1-gal. $1./5 
Gas Appliance Stores, Inc. Box 5057, Colum! ' 
6... 


GALVANIZED HOOD, STAND, AND BA; 
to protect your two cylinder installation; $5 
each. Packed 10 to a carton. Also Rego or Fis’: 
2-cylinder regulator, T Block, and 2 pigtails 
$4.65 each. Sold on satisfaction or money ‘¢ 
funded. Home Gas Equipment Co., 1301 Carnegie 
Avenue, Cleveland, Ohio. 
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FOR SALE—MISC, - Cont. 





COPPER TUBING—%” OD X .032 WALL 
—50 ft. coils, lots of 10 or more $4.95 per coil. 
Less than 10 at 50c per coil. Freight prepaid on 
20 or more coils. Home Gas Equipment Co., 
1301 Carnegie Ave., Cleveland, Ohio. 


ALUMINUM CYLINDER PAINT. EXTRA 
heavy body, long lasting, 10 minute drying, for 
epray or brushing. List price $4.30 per gallon. 
Your Cost $2.85 per gallon. Freight prepaid in 
lots of 20 gallons or more. Finést quality paint 
you can buy for bulk tanks or cylinders. Home 
Gas Equipment Co., 1301 Carnegie Ave., Cleve- 
land 15, Ohio. 





PROFESSIONAL SERVICES 





LET MY LP EXPERIENCE WITH OVER 
100 operating properties increase your profits. 
floyd F. Campbell, Management and Sales Con- 
sultant, 1495 Forest View Drive, St. Louis 22, 
Missouri. 


INDIVIDUALLY DESIGNED 
BULK PLANTS 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 








Contest To Promote 
Public Relations 


Surprise gas promotion of the year 
may well be the Orange Pie Contest 
sponsored by the Gas Institute of 
Central Florida. The contest was 
suggested to the Gas Institute of Cen- 
tral Florida through an editorial in 
the Orlando Sentinel-Star in which 
Martin E. Andersen, publisher and 
owner, asked why Florida could not 
have an orange pie contest to pro- 
mote the citrus industry as the Na- 
tional Cherry Pie Association pro- 
motes cherry pies. 

The orange pie contest was under- 
taken as an aid to the state’s impor- 
iant citrus industry, with a view. to 
better gas industry public relations 
within the seven-county area of cen- 
tral Florida. No attempt was made 
to “sell gas” directly, but every effort 
was made to promote the domestic 
uses of gas indirectly. - 

"he event was staged in two parts. 
Te first was an elimination contest 
which 71 contestants participated 
baking orange pies at home and 
submitting them for judging. The 
‘nners of the preliminary contest 
then became eligible for competition 
for prizes at the final contest. 

“ooperation was secured from res- 
taurants, military installations, pub- 
lic schools, Florida Citrus Commis- 
Sion, city officials and others. The 
day of the final contest, March 4th, 
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When curtains were parted at the Orange 
Pie Contest of the Central Florida Gas 
Institute, this busy scene was presented. 


was proclaimed Orange Pie Day by 
the mayor of-the city of Orlando. 

The 10 winners of the preliminary 
contest each baked orange pies be- 
fore an audience of 2000 persons at 
the Orlando Municipal Auditorium. 
All gas equipment was used at the 
public show. The institute provided 
new gas ranges for each contestant’s 
use. The auditorium, while having 
some gas facilities, did not have ca- 
pacity sufficient for this heavy load. 
In a fully approved installation, 50 
gallon tanks of L. P. gas were in- 
stalled at the rear of the auditorium, 
with connecting lines and distribu- 
tion lines laid on the floor at the rear 
of the ranges. 


Three grand prizes were awarded 
to the three top bakers: A deluxe 
Servel Ice-Maker gas refrigerator, a 
deluxe Tappan automatic gas range, 
and a deluxe Hamilton automatic gas 
clothes dryer. Several other valu- 
able prizes were also contributed to 
the winners. 

It was an impressive display of gas 
ranges—10 operating gas ranges be- 
ing in full view of the audience, a 
gas water heater and gas refrigera- 
tors, as well as the three gas appli- 
ances which were the prizes. 

The event was an unqualified suc- 
cess, and in the words of the presi- 
dent of the Gas Institute of Central 
Florida, “the most successful promo- 
tional event ever attempted by a 
local trade group.” 

This live-wire organization is now 
proceeding with a full scale four-day 
cooking school in cooperation with 
the Sentinel-Star and Publix Super- 
markets. 


Materials Controls Changes 
Effects LPG Industry 


PAD Administrator Warren has 
issued a release under date of March 
24, 1953, pointing out the effects of 





the changes in the government’s ma- 
terials controls system, according to 
a recent LPGA bulletin. This release 
points out that assuming that Con- 
gress extends the authority, a limited 
defense materials system will re- 
place the controlled materials plan 
on July 1. . 

Rules and procedures are set forth 
in DMS Regulations 1, 2, Direction 
21 to CMP Regulation 1 and Direc- 
tion 11 to Revised CMP Regulation 
6. Under the new system, priorities 
systems for steel, copper and alumi- 
num will be limited to military and 
atomic energy orders and to special 
assistance to certified defense con- 
nected projects. 

Construction controls and prior- 
ities assistance for the L. P. gas in- 
dustry will be eliminated at the end 
of the second quarter. Rated orders 
for second quarter delivery of con- 
trolled materials, where delivery is 
not made during the second quarter, 
are given a preference over unrated 
orders after July 1. Orders for third 
quarter delivery already placed re- 
main valid. 

Mr. Warren emphasized that the 
controlled materials plan remains in 
force and effect through June 30 and 
that the industry is required to com- 
ply with the provisions of NPA Or- 
ders M-46B until that date. 


Scaife Co. Issues Bulletin 


Scaife Co., Oakmont (Pittsburgh 
District), Pa., has just published a 
new bulletin describing its recently 
announced line of ASME tanks de- 
veloped to meet the increasing need 
for larger aboveground L. P. gas stor- 
age facilities. 

The bulletin emphasizes several 
new features incorporated in the de- 
sign of the 285-gallon and 500-gallon 
L. P. gas tanks, which are fabricated 
of lightweight, high-strength steel 
and incorporate ellipsoidal heads for 
maximum durability. 

Copies of the bulletin, No. 331, will 
be sent without charge. Write to 
Scaife Co., Oakmont, Pittsburgh Dis- 
trict, Pa. 


W. Ray Johnson Appointed 


Skelly Oil Co., Skelgas Division, 
has appointed W. Ray Johnson, Emi- 
nence, Ind., as special representative 
for Skelgas motor fuels‘ division in 
region three, which comprises Indi- 
ana and northern part of Kentucky. 
Prior to his appointment, Mr. John- 
son was associated with the company 
for many years as a dealer. He will 
supervise promotion, sales and instal- 
lation of L. P. gas carburetion, with 
headquarters in Indianapolis, Ind. 
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PAUL SAYS... 


It will pay you to see us first before you 


buy. 








New 1953 Chevy 2 speed axle 825x20 
rear tires, 750x20 front tires, 1460 twin 


lights, reflectors, 50 ft. hose, and Federal 
tax and ready to deliver gas $3895.00 
1953 F600 Ford, 


same equipment ................ 3995.00 
1953 Dodge H.H.A., 

same equipment ................ 4045.00 
1953 I. H. C. L-160, 

same equipment ................ 4045.00 
1951 F6-Ford, 

same equipment ................ 2945.00 
1949 Chevy 2 ton, 

same equipment ................ 2445.00 
1947 Dodge H. H. A., 

same equipment ................ 1995.00 





Economy tanks, P.T.O. pump, piping,. 








Climax Carburetion Vapor..... 18.75 
Climax Vaporizers, 


while they last .................... 6.25 
Woods Brooders, 

500 chick size .................... 39.50 
John Deere Cold Manifold... 17.00 up 
Engine Compression Meter.... 11.00 


Hi-Compression Car 

and Truck Head ................ 
LPG and Gasoline 

Fuel Analyzer .................... 69.25 
Pittsburgh Meter, small head 77.50 
Differential Valve for 

Pittsburgh Meter ................ 
Neptune Direct 

Reading Meter .................... 
Neptune Print-O-Meter 





SOUTHWEST GAS EQUIPMENT CO. 


Liberal, Kansas 








NEW LOWER PRICES ON 
PROPANE DELIVERY UNITS 


Prices Shown Below Include 
Truck and Tank Piped Complete 


Specifications: New 1953, —s duty 2 ton 


Chev., 2 speed axle, 825, 1 0 ply rear, 750 
front tires; Nor-Tex propane tank as pic- 
tured above; pump, piped complete with 2’’ 
strainer, heavy duty valves and fittings; 50 
ft. filler hose; tanks painted ; clearance lights, 
ready to use. 


1320W.G. 1400 W.G. a i 1G. 
single twin 
$3,811 $3,895 $3, 955 $4/020 
We can furnish any make or model meter, 
pump, propane carburetion, fire extinguisher, 
etc. Any size single or twin barrel tank from 
600 W.G,. to 2,000 W.G. available, with or 


without truck or piping. We can save you 
— on any make or model truck, new or 
used. 


Visit Our 
Chicago Booth 152 
Conrad Hilton Hotel 

May 3-6 


IMMEDIATE DELIVERY 


Call collect, phones 570 or 686 
Preston W. Grace 


WHITE RIVER 
DISTRIBUTORS, INC. 


Batesville, Arkansas 

















2% et RHE 


ee ete & % % 


% ee 


% a 


* 


ADVERTISERS 





American Car & Foundry 
American Liquid Gas Corp 








American Metal Products Co., Inc..... 3 
American Meter Co..............-....-.-- 3, 101 
American Radiator & Standard 

Sanitary Corp 6 
American Tank & Manufacturing Co. 34 
Anchor Petroleum Co............- Front Cover 
Anco Manufacturing & Supply Co..... 41 
PRIM, Ga,” BAe songcccicvesccrccccceccesseis 155 
Armstrong Products Corp... Sepnacton RO 
Bagwell-General Steel Co..........:..-.---- 163 
Barber Gas Burner Co......... .. 170 
Bastian-Blessing Co., The... 88, 89 


Beacon, Petroleum Co.........cs0.-..sss00---- 
Beaird, J. B. Co., Inc............. . 45 
Black, Sivalls & Bryson, In ai 
Blodgett, G. S., Co................ “oo 
Bowser, Inc., Incinerator Div .- 146 
Brower Manufacturing Co...... a 
Brunner ae nogy atig Co. 
Bryant Heater D se 
Buehler Tank & Weiding Works........ 17 
Burnham Corp «a ) 43 
Butler Manuacturing Co........- Third Cover 


Calor Gas Co — 
Caarie  BUBVS COND aia cove srebcxace — 
Carter Oil Co., The............ 
Century Gas Equipment Co.. 

















Charlotte Tank Corp.........--......--------- 151 
Chevrolet Motor Div., General 

ere Rae ak tis 22 
Cities Service Oil Co.........2222222.222..-..- 150 
Coleman Co — 
Columbian Steel Tank Co................... 24 
Corken’s, Inc 171 





Coroaire Heater Corp......................... 
Crown Stove Works...... 








Davis Engineering Corp. 
Dearborn Stove Co................... 
Delta Tank Manufacturin a Co 
Detroit-Michigan Stove Co. ‘ 
Dix Manufacturing Co..... ~ a4 
Dixon Valve & Coupling 

Downingtown Iron Works.. 
Drake & Townsend, 


Ellis Manifold Co... 

Empire Stove Co....... 
Ensign Carburetor Co.. said 
Ever-Tite Coupling Co......................... 





- LN tek BO > SRO ae el ie 


2 


* 


* 


we *% 


+ 


% 


* 






Fisher Governor Co.... ee 
RWI POUT SAI a ccc -Ssinsncnnncesepacscoarace a 


Gas Appliance Manufacturers 





Bc if TEES SS I SSSR aaa 31 
Gas Equipment Co., Inc.... 170 
Gas ene Supply Co 172 
General Gas Light Co............ iva Shee 
General Water Heater Corp..... ces ee 
Goss Gas Inc ee 
Griffiths Co., The E. F... 171 
Hamilton i lhtlaleie MMR ica ouee 25 


Handbook Butane-Propane Gases...... 165 
Handley-Brown Heater Co 
Hannay, Clifford B. & Son, 
Hardwick Stove Co.................. 
Harper-Wyman Co..... 
Harrisburg Steel Corp./......... 








Harrison Steel Cabinet Canis eS 
Herow, Romeo 171 
Holsclaw ees Pas cike eLae — 
Home Gas Equipment Co................... 171 
Imperial Brass Mfg. Co..................... 124 
International Harvester Co................. — 
Johnson Gas Appliance Co................. 120 


Johnson Machine Shop........................ —_ 


Kerotest Manuacturing Co................. 
Krug Co., D. H 


Linde Air Products Co., The Unit of 

Union Carbide & Carbon Corp....... 
Liquefied Petroleum Gas Assn., Inc. 
LPG Credit Co 





Lubbock Machine & Supply Co.......... 45 
Madden Brass Products Co................. 173 
Fe alle 5 yb Cin lll ee AA eat Si _— 
Malleable Steel Range Mfg. Corp....... 40 


Mallinckrodt Chemical Works...... 37, 173 
Manchester Welding & 
Fabricdtivig: COs in iSaNe hk 136 


* These advertisers carry additional 
information on their products in the 
1952 Butane-Propane Catalog. 


Martin Stamping & Stove Co.......:..... 169 
Master Tank & Welding Co...... a 
McCabe-Powers Auto B Socom ee 
%* McNamar Boiler & Tank Co...... ee a 
McNamar & Crowley, inbes Suis Soe 
pra te oder & Bearings a esnips es 173 

inneapolis- ge ak egulator — 
Moellenbrock & Wilke................----.--- 1 
Motor Wheel Corp 
Mutual Liquid Gus “page neren 

Co., Inc 32 







% % 


* 





National Committee for L. P. Gas 
Promotion, The. —_— 
Natural Gasoline Association 
of America 
Neptune Meter Co..................-.--02---- 
Norris Thermador Corp. wx 
North Texas Tank Co..................------+ 








% 





Odin Stove Manufacturing Co........... 148 
Ohio Foundry & Manufacturing Co..... 111 


Pacific International Products, Inc..... 49 
Parkdale Co., The. 137 
Peck & Hale, Inc 169 
Peerless Manufacturing Corp............. 121 
Penn Brass & Copper Co........ 
Perfection Stove Company. 
+ wey 
sh slo 


Phillips Petroleum Co................-........ 122 
———- Equitable Meter 

Divisio 20, 21 
Pressed Steel Tank Co....... Second Cover, | 
Pure Oil Co., The = 








See 22 & 








2% 





* 





os 


Radiator Specialty Co......................... 163 
Radio Corporation of America............ — 
Ransome Co 153 
Rector Well Equipment Co................. 173 
Reliance Tubular Products Co... .. 149 
Reo Motors, Inc 135 
Revere Copper & Brass Inc 
Reznor Manufacturing Co... 
Rheem Manufacturing Co... 
Ridge Tool Co., The.................. 
Robertshaw-Fulton Controls Co. 35 
Rockwell Manufacturing Co........... 20, 21 
Roney, Inc 46 
Reser, Geo. D., COrns.....2s....cscosspase 60 


* 











See 





* 


Scaife Co 29 
Security Underground Storage Co..... 157 
Selwyn-Landers Co 10, 
Servel, Inc 
Sesco, Incor, Long RRA E RE 8 Bea ao 149 
Sinclair Oil Gas C $ 
smith Corp., A. O. (Gas Tanks) ........ 
Smith Corp., A. O. (Water Heaters) 107 
smith Precision Products Co......... 18, 
soto Welding & Mfg. Co................... 
Southwest Gas Equipment Co... at 
Sprague Meter Co. 
Squibb-Taylor, Inc............ 
sStah! Metal broducts, Inc 
Stampings, Inc.................. 
Stanolind Oil & Gas Co...... 
Steel Cooperage Div. of 
The Serrick orp SEE epaeree: ae 
Stiglitz Sg ell 
Sunray Oil Corp. 
Super-Chef Manufacturing Co 
Superior Tank & Construction C 
Superior Valve & Fittinas Co.. E C 
Surface .Combustion Corp............-.-.- -_ 








%% % 






ee eH 











ee? 2 


+ 


Tappan Stove Co 5/ 
Temco, Inc 9 
Texoil a ar ge Pe gee mee Dena eee 16: 
Thomas Truck & Caster Co 1 

Trageser os Works, Inc. Fourth Cove 
Trinity St | ERATE ARE ae 5! 








% 


Union Carbide & Carbon Corp., The - 

Linde Air Products Co. Unit 4 
United Petroleum Gas Co - 
United States Rubber Co..... sa 4 
United States Stove Co... a = 
Universal Products, Inc............. 13 
U. S. Air Conditioning Corp........-...- - 


eee 





* 


Viking Pump Co 16 





Waldorf Heater Co............2.202.2..22------ 1 
Warren Petroleum Corp 
Weatherhead Co., The......:... 
White River Distributors, Inc............. 17 
William Wallace Co................-.-----1--- 144 
Worthington Corporation..................-- 153 






& % 





176 





BUTANE-PROPANE News 




















